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w Survey Finds | 
More Confidence 
On Buying Plans 


Car-Intention Rate 
Halts Its Decline, 
May Be Up Slightly 


NN ARBOR, Mich. — Consumer 

confidence has held steady in} 
the last half year and, perhaps, | 
shown some improvement in the! 
latter part of the period, a study} 
of consumer attitudes by the Sur-| 
vey Research Center of the Univer- 
sity of Michigan indicates. 


The report said that consumers’ | 
“intentions to buy cars dropped | 
@ven from December, 1957, to 
February, 1958. Between February 
and June there was no further 
decline, possibly even a small 
increase.” 
In the survey conducted in Jan-| 
uary and February of this year, 6.6) 
percent of consumers questioned | 
said they would or probably would | 

or already had bought a new car. 

This total was down sharply from | 

the 82 to 85 percent with car- 
buying plans in the early parts of | 
the three previous years. In the 
early part of this year, 10.5 percent 
were in the market for a used car, HE seeds of what may prove a 
up from the 7.2 to 84 percent who | dramatie turnabout in the pro- 
y were used-car prospects at the same) duction ouflook for the next model 
time in the three previous years. | year werd sown last week on the 
The current report is based on! beaches af Lebanon. 


interviews with about 1,500 adults) . 
Which were conducted in the second | U. a ee 
half of May and June. No figures| _.. nigws learned. car producers 
@ethe number planning to buy | had gun reappraisals of the 'S 
cams were released from the current mode} situation, beginning with 


rey. fou calendar quarter of this 


MANY of the answers of con- t results of the re-eval 
sumers in the current survey twofold: A speedup 
reveal little real change in their dates for basic 
attitudes from the views expressed 
in the late 1957 survey. 
For instance, the group which | Programs. 
expects to be better off financially Still undecided, 
(Continued on Page 4, Col. 4) was whether to co 


Top Cars 


New-car registrations for five 
months, plus two states for June: 
1958 1957 
Pos. Pos. 

1 595,385— 2 
632,457— 1 
259,716— 3 
170,576— 5 
185,969— 4 
144,010— 6 

43,282—12 
121,975— 7 
113,071— 8 

62,637— 9 

48,744—11 

48,960—10 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 
Met. 


539,205 
413,830 
167,717 
141,525 
120,976 
103,095 

61,391 

58,832 
| 57,855 
57,335 
27,583 
22,636 
18,763 
17,311 
13,540 

7,319 

4,579 


25,644—13 
17,369—14 
15,457—15 
4,063—16 
1437 Packard 2,345—17 
125,109 Misc. 64,442 
Total All Makes 
1,960,038 2,556,602 
Further details on Page 46. 


By Maynard M. Gordon 
News Editor 


w 
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Bootlegging Pinghed? 


7 new Automobile Information 
Disclosure Act does not mention 
the word “bootlegging,” 
analysis of the law indicates it}may : . -2—. © 


dealer's 
main o 
the us 


me imprinted, must re- 
the unit while it sits on 
bug an -car lot. 
well blow the whistle om this franchised dealer, therefore, 
method of new-car distribution. s risking the wrath of the 
Those in official positions | fagtory by wholesaling a car that 
of “a moral deterrent to boot- Fi be so easily traced back to 
legging.” | Kim. xe 
A check of the more cynidal oaal Removing the sticker isn’t the 
outspeken industry circles brin answer. The person who does 
forth this expression: —whether it’s the franch 
“Mora! deterrent, my foot, If this | dealer or the independent — is 
law cuts bootlegging, it'll be simply| liable to a maximum penalty of 
because a lot of guys are afraid | a $1,000 fine and a year in prison. 
of getting caught by the factory.” | In examining the bootlegging 


| impediments of the Monroney price- 
ALERS still ment the right to) (Continued on Page 49, Col, 1) 


dispose of their merchandise as| 
Inside 


they see fit. But the bootlegying| 
Auto News 


obstacle is found in an innocuous- 

looking paragraph which requires) 

the new-car price sticker list 
name, and the location of the 

of business, of the dealer to) 

it is to be delivered.” | 
National Independent Auto- 

Dealer 


le Dealers Asan. denounced invests $1 million 


enaneeRNG a 
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Sales Take Upturn 


By Robert M. Lienert 
Associate Editor 
NOTICEABLE increase in floor 
traffic and new-car demand in 
many dealerships was reported last 
week from the field. 

Along with the increased traffic, 
dealers said, was a higher per- 
centage of prospects ready to talk 
turkey on a deal. 

Some dealers said they believed 
that “scare” headlines on the tense 
situation in the Middle East were 
driving a considerable number of 
buyers into the showroom. 

Many of these, perhaps, other- 
wise would have put off new-car 
shopping for an indefinite period. 

= = > 


N“ ONE was willing to predfct 
_* that the _new-car a gia 


d 


material boost in 
schedules above the 


jected 1% million cars. 
> . > 


nt, according to suppliers. But 
imism for improved sales was 
ing up even before the Lebanese 


Car Ovureut Last Weex 
Previous Weex 


86,101 
73,062 


troop action, and President Eisen- 
hower’s order of last Monday 
served to crystallize the industry’s| 
sentiment. 

A steel company marketing an- 
alyst, reporting placement of 
speedup orders from Detroit, said 


Big Three executives seemed anx-/| p 


ious to get moving quickly on '59 
programs. 

“The ho-hum attitude went out 
the window with those big head- 
lines on Lebanon,” he said. “One 
GM man spoke of a six-million- 
car year next year, but I'd be will- 
ing to settle for 5% million.” 

Prior to Lebanon, the ‘59 year| 
held little promise of yielding more 
than the 4% million new-car sales! 


projected for 1958. Medium-priced | - 


makes particularly were resigned 
to a contracted share of the '59 


market, in spite of sweeping styling | 
changes rushed through for the new! 


season. 
> * * 
OWEVER, a ores represen- 
tative who visifed Pontiac, Flint 
and Dearborn (M-E-L) last week 


said an upgrading of interest in| 
‘59 programs had resulted from the} 


arrival of the Mideast crisis. 

Of course, the '59 market will 
rise or fall on more than the 
positioning of U. S. Marines in an 
embattled Arab country, Accept- 
ance of the new models and the 
prospect of a United Auto Workers 


strike are question marks currently, | 


as they were before the move into 
Lebanon. 


One of the industry’s tup mar- 


erupt as it did in 1950, when the 
U. S. intervened in Korea, but late 
last week dealers noticed business 
on a definite upswing. 


Dealers said it was still too 
early to tell how much of an 
impact the intervention of U. S. 
forces in the Mideast trouble-spot 
would have on domestic hard- 
goods retailing. 


Developments of the next few 
days, dealers befieve, will go a long 
way towardiletermining what will 
happen ip’ the next few weeks in 
new-c , 

cay” sales. te 
» ‘DETROIT, where just about 
every citizen considers himself 
his own best automotive expert, 
increased floor traffic and sales 
were attributed to other factors. 


Dealers said that most buyers 
appeared concerned about the 
chances of a lengthy strike in 
the auto plants this fall. Buyers 
did not seem particularly afflicted 
with war jitters. 

Dealers were inclined to discount 
the possibility of a UAW strike at 
new-model time, but did not rule 
out the possibility of labor trouble 
of some sort. 

> * > 
“i. way I look at it,” said one, 
is that we're all in trouble 
this year. The factories are way 
down on production, dealers haven’t 
made any money and the guys on 
the assembly lines have had too 
many two-day work weeks this 
year. 
“I don’t think there is going to 
be a strike. 
“But Detroiters are uneasy and 

a lot of them with an automobile 
problem have apparently decided 
to go out, buy the new car and 
| get the thing off their minds.” 

Another Detroit dealer last week 
said bitterly: “Sure, floor traffic is 

|up. People are coming in ready to 
buy. So what happens? 
| “The clowns around town who 
| have been giving them away all 
| year are still doing it. Dealers who 
| try to take advantage of the move- 
|ment, to make a few bucks for a 
|change, are losing out to the no- 
profit giveaway boys.” 

> > > 


* ANXIOUS U. S. car buyers 
should start turning out as they 
| did in the opening months of the 


Korean affair, the industry would 
fall far short of having enough 
cars to tide dealers over until new- 
model time. 

In 1950, registrations spurted 
above 600,000 a month in the 
opening months of the campaign 
in the Far East. The industry 
currently is bumping along at a 
400,000-a-month level, and hasn’t 
chalked up a 600,000-unit month 
in nearly three years. 

Observers of the used-car market 
area saw a possibility that renewed 
new-car interest would stiffen 
wholesale used-car prices, which 
last week took the sharpest tumble 
in six months. 

According to Avtomotive News’ 
index, the overall average price 
dropped last week to $945, down $20 
from the previous week's average. 
All models shared in the reduction, 
with new lows recorded for ’57s 
and ’53s. 


How Ads Lure 
Cleanup Buyers 


Accessories Going 
At Penny Apiece 


By John K. Teahen Jr. 
Staff Writer 
= springtime chant of “You 

Auto Buy Now” has changed to 

“You Auto Save Now,” an AuToMo- 
tive News survey of dealer adver- 
tising reveals. 

The ads are aimed at the 
cleanup buyer, the gent who 
wants transportation without 
frills and who feels that the only 
time to make a good deal is dur- 
ing the waning days of the model 
year. 

So the ad theme today is “buy 
good transportation while the 
dealer takes the rap to clear the 
decks for the new models.” 

© * = 
E customer’s desire for an 

unloaded automobile poses a 
problem during this period—a prob- 
lem that will increase as new- 
model introductions draw nearer. 

Few dealers have as many un- 
garnished units as they would 

(Continued on Page 4, Col 1) 





| Ford Hears Dealer Viewpoint— 


keting appraisers, however, | Shown in one of the sessions during the week-long series of meetings in Dearborn 


cre members of the Ford Dealer Council and Ford division executives. 


Clockwise, 


pointed out that the conditions | 
for consumer acceptance of the | around the conference table, are J. A. Christiansen, Clinton, Wis.; John F. McGuire, 
new models took a decided turn | Milwaukee; Thomas E. Costello, Jennings, Mo.; Philip Gerelick, Omaha; B. W. Bock, 
for the better with the focussing New Braunfels, Tex.; H. W. Mead, Natchez, Miss.; Shirley E. Manser, Payette, Id.; 
of attention on a possible “Korea- | Douglas Doan, Beverly Hills, Calif.; C. R. Beacham, Ford assistant general manager; 
type” conflict overseas. | George Purvis, Fayetteville, N. C.; W. J. Cooper, Ford general sales manager; C. J. 

“The sleepiness of consymers in| Seyfter, Ford dealer relations ;manager; Bruce Stoddard, Idaho Falls, Id.; Harry W. 
the showrooms this year will be) Smith jr., Norwich, N. Y.; Albert J. Oliva, Somerville, Mass.; P. James Deasy, Mer- 
dissolved by Lebanon,” he said.| chantville, N. J.; Robert F. Pulliam, Columbia, S. C.; B. J. Borchers jr., Dayton, O. 
“Our charts show that international | Clockwise, around inside of table, are W. J. Dalrymple, Vicksburg, Miss.; Floyd Rice, 
crises or near-crises almogt always | Detroit; John Dore, Whittier, Calif.; Frank Morrow, Beaver Falls, Pa.; Arthur H. Goebel, 

(Continued on Page 54, Ca}. 3) Anoka, Minn.; James E. O'Neal, Kimball, Neb.; W. M. Donaldson, Bryan, O. 


to follow a market, Page 2. 
Dealers urged to work 
with gas stations on serv- 
ice, Page 21. 

Many signs point to eco- 
nomic recovery, Page 14. 
Delco-Remy program spells 
expansion, Page 14. 
Chrysler Sales Test, Page 
51, 


provision before the bill was | 
and still hopes to get it 
from the law. This is one | 
the items to be discussed at | 
week’s NIADA meeting in | 
ington. 

NIADA’s opposition is easy to 
rstand, The associatiorrealizes 
franchised dealers will}, re- 

4 t to wholesale new. cars be- 
F Cause the price sticker, with the 
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Dexter Chevrolet Moves to New HQ owe 


$1 Million to Follow a Market 


By Maynard M. Gordon 
News Editor 
Eprror’s Nore: This is the sec- 
ond in a series of articles on new- 
car dealers who are relocating or 
expanding their facilities in a 
recession year. The next subject 
will be Dub Richardson Ford, 
Oklahoma City. 
oJ + od 


ETROIT.—Ed Cole, surveying 

the structural wonders of De- 
troit’s newest dealership building, 
was moved to some sage words of 
advice. 

“The dealer who takes this kind 
of a plunge has nothing to worry 
about, because he'll be in on the 
ground floor of eight-million-car 
years,” said the Chevrolet general 
manager. 

Cole’s comment evoked broad 
grins from Adolph and Joe Slat- 
kin, officers of Dexter Chevrolet 
and chief engineers of a dealer- 
ship relocation which cost the 27- 
year-old firm an estimated $1 
million. 

The cost factor is relative since 
the Slatkin brothers are members 
of one of Detroit's largest home 
building organizations, Harry Slat- 
kin, Inc. Thus, construction costs 
are “builder’s costs” rather than 
consumer costs. 

= + = 

ee, as Joe Slatkin 

told Automotive News a few 
days before Cole’s visit and a series 
of announcement parties, “costs 
are costs. Either I’m crazy for 
moving out here, or Dexter can go 
back in the blue chips. I wish I 
knew.” 

Dexter Chevrolet’s move from a 
midtown Detroit location it had 
occupied since 1931 was dictated by 
the postwar swing of its new-car 
market to the edge of the Motor 
City and beyond. 

Strictly a “neighborhood-type” 


covered in quarterly surveys from 
1954 to 1957 that almost 80 per- 
cent of its best customers had 
moved to suburbia. 


Dexter decided it was time to 
relocate where its market had gone. 
The first half of this year was 
construction time, in the teeth of 
the automobile recession. 


The new location of Dexter Chev- 
rolet, W. Eight Mile Rd. at Burt 
Rd., is one many Detroit dealers 
have long coveted, Eight Mile Rd., 
west and east, constitutes the nor- 
thern dividing line between Detroit 
and its mushrooming suburban 
cities. Dexter is on the “Detroit 
Side” of Eight Mile. It is the first 
dealership in the Motor City to lo- 
cate on Eight Mile, or Base Line 
Rd. 

7 = . 

T ALSO is the first new dealer- 

ship constructed in Greater De- 
troit in more than five years. 

Southfield and the Detroit areas| 


Ford Dealer Slaps 
Detroit Car Order 


DETROIT.—The City Council 
voted to buy 49 Plymouths despite 
a protest by Alfred E. Steiner Co. 
(Ford) that it should have at-least 
half the order because it was low 
bidder. 

J. Harrison Kettle, City purchas- 
ing commissioner, said Steiner got 
the entire order for 108 police cars, 
slightly more than half of the City 
order for 214 cars. 

Steiner’s attorneys argued that a 
new Council-approved formula also 
should apply to the 49-car order 
since it involved a separate bid. The 
formula is designed to give more 
business to Chrysler Corp., one of 
the City’s largest taxpayers. It calls 
for the low bidder to get half of 





dealership, with plenty of repeat (the City’s business and the next 


clientele, Dexter Chevrolet dis- low bidder to get 30 percent. 


Car Sales Gain of 5 Pet. 
Is Reported by Chrysler 


DETROIT.—Second-quarter retail | 
sales of Chrysler Corp. cars and| keting of American Motors. 


trucks showed an “encouraging” 
gain over first-quarter sales, Byron 


Nichols, group vice-president auto-| 


motive sales, said last week. 





automotive distribution and mar- 





Sales in the 10 days totalled 
5,111 Ramblers, against 1,679 a | 
year ago. Rambler deliveries in 
the entire month of July last year 


Retail sales of Chrysler Corp.) *talled 6,930, Abernethy said. 


passenger cars moved up more) 


than 5 percent and trucks showed 
an 88 percent increase over the 
first quarter, according to Nichols. 
* . x 
Willys 

Factory sales of Jeep vehicles in 
June were the highest of any month 
of 1958, it is announced by C. W. 
Moss, sales vice-president. 

Sales to dealers during the June 
quarter were 9.4 percent above the 
first three-month period of the 
year, he reported. 


Rambler 


Rambler sales in the first 10-day| 


period of July more than tripled 
the deliveries in the comparable 
period of a year ago and were the 


highest for any first 10-day period | 


in Rambler history, it is announced 
by Roy Abernethy, vice-president of 


Ford of Canada 
Can Sell to Reds 


WASHINGTON. — Government 
Officials said last week that the 
U. S. would permit the sale of 
trucks to Red China by Ford Motor 
Co, of Canada. , 

They said the step is expected to 
contribute to improved relations 
between the U. S. and Canada. De- 
tails were worked out during Pres- 
ident Eisenhower's visit to Prime 
Minister John Diefenbaker. 


Officials said they doubted that 
China would go through with the 
order. They speculated that indica- 
tions of a possible order for 1,000 
trucks had been given by China 
with the intention of stirring up 
trouble bewteen the U. S. and Can- 
ada. U. S. laws against trade with 
Communist countries applies to 
foreign subsidiaries of U. S. firms. 


Sales of Ramblers since the com-| 
pany’s fiscal year began last Oct, 1, 


| said Abernethy, are up 70.2 percent 


over sales in the comparable pe- 
riod of the year earlier — 117,943 


| compared with 69,310. 





Automotive News Economic | 


Auto Production 
Dn ccc cocccccece 
Auto Registrctions— Year to date. 
Truck Registrations—yYear to date. 
Steel Production—Tons 


Paperboard Production—tons ... 
Soft Coal Output—tons 
Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales index .. 
Stock Market Price Index....... 


U.S. Government 
—Fiscal year to date 


Commercial and Industrial Loans $ 
$ 











July 16 July9 1958 Range 


AMC....... 11% 11% 14%- 8 
Chrysler... 47% 47%, 57%-44 
Ford....... 40% 39% 42%-37% 
Br e 40%, 39% 4044-33% 


surrounding the new building are 
comprised mainly of one-family 
homes, with two-car garages a 
near necessity. J. L. Hudson Co.’s 
famed Northland shopping center, 
one of the world’s largest, is a 10- 
minute drive from Dexter Chevro- 
let along Eight Mile Rd. 

It is likewise no coincidence 
that the neighborhood chosen for 
the new Dexter Chevrolet site 
houses more than 7,500 homes 
built by Harry Slatkin, Inc. 
“We decided to move along with 
our old customers,” Joe Slatkin 
said, “because our philosophy is 
that old customers are the best 
source of new business.” 

* = > 

ITH the location in hand, the 

Slatkin’s cast an experienced 
eye at the latest dealership archi- 
tectural plans. 

“What we saw was 25 years be- 
hind the times,” Adolph said. “So 
we hired an up-and-coming archi- 
tect firm (King & Lewis, of Detroit) 
and worked out this building with 
them.” 

Within the overall dimensions 
of the two-story structure, which 
are 222 by 129 feet, service got 
the lion’s share. Nearly 70 per- 
cent of the new headquarters is 
devoted to service, 





including a 
separate new-car “make-ready” | Aytomotive News Cornerstone— the bi 
section. areas. 


The service department stretches | 


Mrs. George M. Slocum does the honors as the cornerstone was laid July 15 fo 


were 


the full length of the building and/ the new, Slocum Publishing Co. building, which will house all Automotive News op] The p 
oo ie ar at the taldion| erations at 965 East Jefferson Ave. in Detroit's new Civic Center development, starting} while 
| in late September. Mrs. Slocum, board chairman of Slocum Publishing Co. and widow went | 


span. Showroom, a reception office} So 
and nine sales closing offices oc-| of George M. Slocum, founder of Automotive News, placed in the cornerstone the onan 
cupy that portion of the first Story) first issue of Automotive News, dated Aug. 27, 1925, a copy of the 1958 Almanx! Ame 
mg there is no service depart- and the July 14, 1958, issue of Automotive News. Assisting during the ceremonia| gins 

e ‘a -é |wos the Rev. Fronk Fitt, D.D., left, pastor of the Grosse Pointe Memorial Church = 


| 500 vehicles during a single ecight- 


Business Barometer 


103.1 Percent of Last Week 
89.4 Percent of Like Week Last Year 





* Kaiser Industries, parent firm of Willys Motors. 
(July 21, 1958) 


OB WEST, new Dexter service!) 
manager, who joined the com- 
pany when Haney Buick here went) 
out of business, said the service 
department can handle more than 


hour shift. Sixteen cars can be 
“diagnosed” for service require- 
ments in the department's recep- 


tion area. OT even the sentimentalists were 






















Percent of 
Percent of Like Week 
Last Week Last Year 


sion of the effective date of Guide 
|2 of the Tire Advertising Guides. 





S-P Policies Unchanged ‘a 





Studebaker-Packard, which is con 















auto industry, which recalled that) 
S-P President Harold E. Churchill 


Two 16-by-16 automatic doors) too badly jolted last week by|centrating all its 59 marbles ona) _W/ 
give the writeup section in the shop| the news that the Packard car will) newly designed economy car. Al Moto! 
| four full lanes for traffic, leading| go into mothballs at the end of the| studebaker Hawk sports car ané red 7 
in from Eight Mile Rd. There are) 1958 model year. the impo Mescefes-Bens il probl: 
a total of 17 hoists, four especially Least perturbed of all was ill th anno\ 
designed for truck service and one | ——— oes ————| will round out the line for next ps 
geared to handle Corvettes. ° year. ; 
Four lube racks include one FTC to Require An S-P spokesman, confirming ian. 
of handling any size . what he termed “premature ™, 1 

truck built. All-new equipment Special Label for obituaries” on the passing of planr 
features a Bear Telaliner pit and i , Packard, indicated that the move At 
=. - ana occupies | Misnamed Tires would have little effect on mar- wit 
two stories and part of the base-|) WASHINGTON.—Auto and| keting policies’ The much-touted > Thon 
ment for storage. Sheet-metal parts| truck tires whose names imply that} economy Studebaker will reach § Croc! 
can be delivered to the second floor|a manufacturer's lesser-quality| dealerships in November after) Hern 
directly. Parts counters open into/ tires are equal or better than = October previews. Ame! 
(Continued on Page 49, Col. 1) “first-line” tires must be truthfully _) comr 
advertised and labeled with stick- sa tt ae on ee ecuti 

ers as to the accurate “line,” the) contemplated, it was learned. Suc- cM 

Federal Trade Commission an-| ..., of the economy cars next yeat An 

nounced. could lead to a “revival” of they °Y P 

This requirement becomes effec-| pankard product, S-P officials in-! Pres 

ndex — tive August 27. sisted , liam 
The use of stickers on such tires , ae a ie Grav 

was approved by the FTC in deny- L apoli 

ing a request by a major manufac- Tos tolling of the bell for Pack- Th 

turer which had sought an exten- ard came as no surprise to the) eren 


73,062 207.1 65.3. || The tire firm, while voicing its ap-| declined to answer questions about 
14,985 196.4 66.5 | proval of Guide 2, asked for more| the car’s future at press and stock lr 
: ; 77 || time to correct tire molds because holders’ meetings earlier this year. 25 
1,960,038 6. of the large stocks of tires with Only 1,588 Packard cars we 
288,325 - 81.0 misleading names already in chan-| built at the South Bend plant c Adv 
1,442,000 104.8 71.6 ||nels of distribution. The names|S-P in the first half of this year™ | 4” 
150,877,000 65.4 113.3 || were molded into the tire sidewalls.| compared with 6,101 for the same | A 
133,774 00 96.9 At issue was the administration| period of 1957. The °58 Packaré Aut 
: : of Guide 2 of the 12-point Tire Ad-| model run still has not ended, how-§ | ©" 
1,250,000 14.0 84.8 || vertising Guides adopted by the| ever. 
46,964,000 100.9 98.3 FTC last May 20. This guide for- The 58 and ’57 rates were a far 
11,851,000,000 105.7 99.1 bids a manufacturer to mislead the ery from the heyday years of the 
286,776 83.9 87.3 || ublic by giving his “first-line,” or) Packard, whose history dates 
| first-qaulity tire, a name such as backer 
102 92.7 101.0 “Standard,” and his second-qual- to the auto conceived by 
337.0 100.5 92.3 ity tire “Super Standard,” and his J. W. and W. D. Packard before 
third grade “Super De Luxe Stand-| the turn of the century. The first 
$3,541,290,591 ae 92.6 ard.” Packard was driven by the Pack- 
29,611,000,000 99.2 93.2 Paul A. Jamarik, acting director| ards in Warren, O., in November, 
: ; ‘ of the FTC’s Bureau of Consulta-| 1899. , 
28,387 000,000 160.2 1204 || tion, which will administer the Tire] Packard’s best sales year was 
$945 7.9 105.8 || Guides, expressed the hope that| registered in 1937, when it sold 
94.2 107.4 tire manufacturers would provide] 109,518 cars, Most of these were it" 








their dealers with appropriate 


Stocks July 16 July9 1958Range || Stickers to put on tires now in| parture in class appeal forced upot 
ae 35% 35%, 36 -27 channels of distribution. the company by the depression. 
Kaiser* 9 9 10%- 7% ee tae Pre-depression Packards, featur} 
Mack...... 28%, 27V_ 29%-21% Too Much Trouble ing solid-styled merchandise with 
SIRES 5% 4% 6%- 2% NEW YORK.—Henry Ford never| straight-eight engines, brought 
White...... 47 45% 48 -40% || possessed a driver’s license in his| Company a profitable 50,000 sales 


life, his grandson William Clay 
Ford revealed in the July 13 issue 
of Parade Magazine. 


r 


the medium-priced 120 series, a de 


1928. The car’s prestige rating ga’ 
it a 90 percent customer repeat 


(Continued on Page 49, Col. 4) 
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Dealer Forum 


by Robert M. Finlay 
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industry thinking on price 
classifications. 

The public sees it as a small-car 
story, but smaller cars from Gen- 
eral Motors and Ford: will come, 
not as small cars, but as cars to 
fll a gap in price-classifications 
left as the so-called low-priced cars 
moved up into the medium-priced 


An industry viewpoint is that 
there is no special trend toward 
the small car. But there may be 
some need of covering a bet that 
opened up as the so-called low- 

car got bigger and better 
each year in the postwar period. 

The main stream of auto cus- 


tomer preference in the postwar) 


period has been in the direction of 
more luxury and the big package 
—and the main stream doubtless 
continues in that direction. 


Counter Factors 


At THE same time, car popula- 
tion was increasing faster than 
the building of roads and parking 
areas, The cities and the suburbs 
were becoming more congested. 
The price of gasoline rose steadily, 
while average gasoline mileage 
went down. 

So, with a downturn in the 
economy, the contradictory 
American car buyer suddenly be- 
gins to yip about auto makers 
building the kind of cars the 
makers want, rather than the 
kind the public wants. 

You may recognize the cantank- 


No Conclusions 


Reached at AMC 





| Confab with NADA 


ick- 
p is 
suc 
rear 


in- 


WASHINGTON. — American 


| Motors and NADA officials confer- 


red Thursday on factory-dealer 
problems, but no conclusions were 


| announced. 


The conferees reviewed joint 
NADA - Automobile Manufacturers 
Assn. recommendations made Dec. 
18, 1947. No date has been set for 
planned further discussions. 

Attending for NADA were 
President Dean Chaffin; Birkett 
Williams, first vice-president; 
Thomas F. Abbott jr.; Hanford A. 
Crockard; William L. Mallon; Bill 
Hermann, chairman of NADA's 
American Motors make advisory 
committee; Frederick J. Bell, ex- 
ecutive vice-president, and James 
C. Moore, general counsel. 

American Motors was represented 


by President George Romney, Vice- | 
Presidents Roy Abernethy and Wil- | 


| liam H. McGaughey, and W. A. 
| Grawemeyer, president of Indian- 


ck- 
the 
hi i 
hill 
ck 
par. 


apolis Nash, Inc. 

The conference grew out of a ref- 
erence by Romney to the associa- 
tion’s “union-like” conduct. 
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erous logic of the consumer in this 
story brought back from Canada 
(just happened to be Canada— 
could have been U. S. A.) by an 
auto man: ° 

“This lousy Chevy is no good. I 
should have bought a Vauxhall. I 
know I should have bought a 
Vauxhall. Good, solid English de- 
sign and craftsmanship. And GM is 
getting fat off us poor, trusting 
Canadians, 

“Besides being a lot better car, 
the Vauxhall lists at only $2,200, 
and this lousy, gas-gulping Chevy 
listed at $2,300.” 

So the visitor asks: “Well, why 
| did you buy the Chevy?” 
The answer comes back: “Well, 
|the Vauxhall the way I wanted it 


would have cost $2,400, and the) 


dealer sold me this Chevy for 
$2,300.” we 


Part of Hole Covered 


Cr IS obvious that part of the hole! 


left in price classifications is be- 


ing covered by the dealers who pull | 


down their margin to cover it. 
Dealers have done much in this 

regard, but they can’t please every- 

one. There is something in many 


| 
| 
| 





Home-Town Dealers 


Get the Lowdown 


BUHL, Id.—Most new-car buy- 
ers here buy their cars from 
home-town dealers, a Chamber 
of Commerce survey showed. 

Of 550 persons who answered 
the survey, 283 said they always 
bought in Buhl, 183 said they 
sometimes traded elsewhere and 
67 said they always bought cars 
in other towns. Main reason for 
buying elsewhere: “We think we 
get a better deal.” 











buyers that makes them reach for} 


the best in a particular line. As a 
result, they resist the logic of a 
dealer who asks: “Why do you 
want to buy that little Hopahole 4 
when I can sell you this full-sized 
6 for less?” 

Whatever the answer he gives, 
the real reason probably is that 


his neighbors know or will recog- 4 


nize that his Hopahole 4 is the 
best that Hopahole offers, while 
the American 6 is the so-called 


cheapie model in the American | 


line. 


So the smaller American cars| 
may come as smaller gems in the) 


line. 


Other Changes Coming 


— people see further 
changes coming in the years 
ahead as a result of the onward 
|and upward movement of the low- 
priced makes. The pressure is on 
the medium-priced makers. And it 
is in this medium-priced field that 
ingenuity must be exhibited to jus- 
tify a continuing place in the in- 
dustry. 

There was this portentous re- 
mark by the sales chief of a lead- 


jing car producer in the fall of 


1952: 

“Our cousins have been giving 
us some trouble by dipping down 
into our price class. Now we are 
g0ing to give them some trouble 
by moving up into their’s.” 

And trouble the cousins got. 

7 ~ . 


Big as the Biggest 


"= present low-priced makers 
have demonstrated that they 
can be as big as the biggest. They 
have also shown that they can 
offer as much as the most. 

There was a day when the new- 
est and most luxurious features 
were placed first on the high- 


| priced cars and then these features 


worked their way down to the 
low-priced field. 
Shortly after the war, we recall, 


| the head of a medium-priced make, 


disturbed about rising costs (they 


| were nothing compared to today) 
| noted: 


“I can see a day coming when, 
in order to keep costs down, 
we'll have to start the new fea- 
tures at the bottom instead of 
the top. This will provide produc- 
tion volume sufficient to keep the 
cost low.” 

And today, more than a decade 


|later, what can you get on the 


medium and high-priced cars that 
isn’t available on the low-priced 
cars? Biggest opportunity here is 
in quality construction but often it 
is difficult to provide. Some me- 
dium makers realize this however, 
and strive mightily for quality. 

Assuming we have some holes 
below the low-priced makes and 
some indigestion in the medium 
price field, what do you see ahead 
in the next decade? 


| Won't Drift, UAW Says... 
Showdown on Strike 
Near in Auto Plants? 


By Frank Gawronski 
Staff Writer 
co threat of a major strike, 
timed to hit when the 1959 
models are being produced for in- 
troduction, confronted the Big 
Three auto makers last week as 


Detroit Dealers Draw for Show Space— 


Drawings for space at the 46th annual Detroit Auto Show was supervised by the 
show committee of the Detroit Automobile Dealers Assn. The show will be held Nov. 
22-30 at the Detroit Artillery Armory. Space was drawn for domestic cors and trucks. 
A special drawing for foreign and sports cors will be held later. Members of the 
committee include, seated, from left, Glenn Walker, Chairman Harold Johns, Manager 


Ford. 


PITTSBURGH. — In a progress 
report on a 20-month campaign to 
clean up auto advertising, the Bet- 
ter Business Bureau expressed its 
| thanks to dealers, factory men and 
advertising personnel for making 
| the drive a success. 

The venture was inaugurated 
in October, 1956, as a joint effort 
of the BBB and the Pittsburgh 
Automobile Dealers Assn. 


the project, the BBB said. They 
were: 
1. A nine-month education and 





indoctrination program. 

2. A two-month observation pe- 
riod during the summer of 1957 to 
determine if industry members 
would maintain accurate advertis- 
ing without the constant pressure 
of the bureau’s campaign. 

3. The failure of an “aggressive 
minority” of industry members 
during that period to honor their 
signed pledges, “demonstrating 
their apparent inability or unwill- 
ingness” to police their own adver- 
tising and selling practices without 
BBB surveillance. 

4. The bureau’s proclamation in 
October, 1957, that the action phase 
of the PADA-BBB campaign was 
ready to be launched. 

The bureau said it has re- 
viewed about 2,300 published or 
aired advertisements each week, 
or about 165,600 since the cam- 
paign began. 

“Significantly,” the BBB said, “384 
of these ads, published by less than 
4 percent of auto dealers, were 
found to violate industry stand- 

ards. 

“This reconfirmed the bureau’s 
experience that only a few bad ad- 
vertisers are responsible for the 
destruction of public confidence in 
automobile advertising.” 

The bureau said advertising privi- 
leges were withdrawn in three in- 
stances and four cases were refer- 
red to enforcement authorities. 
There were no prosecutions and 
there was one license revocation. 

The revocation involved a used- 
car dealer who was found to have 


There have been four phases in| 


| Boyce Tope. Standing: Howard Bell, Gordon Wilson sr., Edmond Shikany and John 





Ad Cleanup Shows Results .. . 


Success in Pittsburgh 


violated the Motor Vehicle Sales 
Finance Act, 


The bureau said its files re- 
veal that during the education 
an indoctrination phase of the 
campaign, advertising violations 
were occurring at the rate of 36 
per month. During the action 
phase, the average has dropped 
to nine a month. 

In commending the dealers on 
their accomplishments, G. H. Den- 
nison, BBB general manager, urged 


them to make Pittsburgh “a con-| 
tinued example of how an indus-| 


try beset with bad advertising and 
sales practices can heal the injuries 
to the public confidence by engag- 
ing in a truth-in-advertising pro- 
gram on a voluntary basis.” 





Cantrell Motors Burns 


BONHAM, Tex.—Fire of unde- 
termined origin destroyed Cantrell 
Motors Co., burning seven new cars 
and two customers’ autos. John F. 
canines ee the loss at $80,- 

, in addition to the e to 
the building. —— 
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vice-president post . . 
rep for Ohio dealer group ... 













Commission . . 
president of Syracuse Atto Club. 













On the House... 


Irritated by reports that government officials don’t 
believe “facelifted 1959 models” will aid the U. S. 
economy, Ford Chairman Ernest R. Breech pointed 
with confidence to his firm’s 1959 offerings at a pre- 
preview held last week in Dearborn for Detroit-area 
newsmen. “What do they mean, facelifted?” Breech 
told this mugg. “Every piece of sheet metal has 
been changed on our '59 Fords” ... From my own 
off-the-record view, Breech spoke the truth; the 
’59 Fords are so different from the '58s, you won't 
recognize ’em. ... 
o-area dealers will play host Aug. 20, for 
the 54th time, to 5,000 orphans, crippled children 
and aged persons in Lincoln Park ... Norman Brekke has been 
elected vice-president of Montana association to succeed Jack 
Ryall, resigned. Charles Cooley moves up to take Brekke’s second 
. M. R. Purdy has been appointed as field 


Rudy Kysela, secretary of Los Angeles Chevrolet dealers associa- 
tion, is observing his 50th anniversary in the auto business ... Ed 
Black (Chevrolet) is the new member of Albuquerque City Planning 
. Jerome Rusterholtz (Chrysler) has been elected 


contract negotiations with United 
Auto Workers resumed after a 12- 
day recess. 

Both Walter P. Reuther, UAW 
President, and Leonard Woodcock, 
UAW vice-president and chief of 
the union’s bargaining team at 

General Motors 
Corp., indicated that 
the union was ready 
to decide on a show- 
down date. 
Reuther charged 
the auto makers with making a 
farce of the contract negotiations 
and warned that the “day of reck- 
oning is fast approaching.” 

He said the approach of the 1959 
model year will force the Big Three 
to offer the union acceptable con- 
tracts. 

Woodcock said the union will not 
permit negotiations to continue 
much further without some sort of 
a strike deadline. 

“We.are not going to drift 
along Jike this forever and if it 
takes setting a deadline to get an 
agreement, one will be set,” 
Woodcock said. 

“If the industry has made a de- 
cision it is going to force a strike, 
that decision is:going to be met by 
the UAW.” 


= = > 
OODCOCK indicated a revision 
of UAW strategy which earlier 
had called for a showdown in Sep- 
tember. He indicated a strike call 
might be issued earlier. 
“The fact that the industry is 


| bringing out new models earlier 


this year obviously will have an 
effect on the ultimate decision of 
the union regarding a strike.” 

Reuther and Woodcock refused 
to say whether UAW officials have 
agreed on a strike deadline, or 
whether a decision has been 
reached to strike GM, Ford Motor 

Co. or Chrysler Corp. 

He said, however, unless “some- 
thing happens soon” at the bar- 
gaining table, the GM national 
conference will be called into 
session. 

The union and companies have 
deadlocked since the talks began 
late in March and have settled only 


| a few minor issues. 


GM claims the union's demands 
still amount to 48 cents an hour. 
The Big Three's best offer has 
been- a two-year extension of the 
contracts expired at the end of 
May. 


oo . > 
would have meant an aver- 
age raise of 16 cents an hour of 
the 24-month period. However, that 
offer was technically withdrawn 
when the old contracts expired. 
The companies have said there 
will be no new offer until the union 
slashes its demands to a realisti 
minimum. . 
On the other hand, the union is 
standing pat, waiting for the com- 
panies to put something on the 
table. 


a - > 
ANWHILE, GM announced it 
signed a two-year contract 
with Local 87, United Rubber 
(Continued on Page 8, Col. 1) 























































—Perre Wemuorr, Editor, 
Automotive News 





4 


AUTOM 


OTIVE NEWS, JULY 21, 1958 





Accessories Offered at Penny Each... 


How Ads Lure Cleanup Buyers 


(Continued from Page 1) 


like right now, and their problem 
is how to move the higher-priced 
stuff with the souped-up V-8 en- 
gines, automatic transmissions 
and other expensive options. 

Some dealers are turning to the 
old one-cent sale to make their 
option-heavy models attractive to 
the economy-minded buyer. 

These sales aren’t new, of course, 
but they seem to have an added 
promotion value at cleanup time. 

+ * > 


fern object, apparently, is to 
slash inventories, recover the 
invoice cost of the heavily equip- 
ped models and, if possible, make 
a few bucks on the deal, 

As one dealer told AUTOMOTIVE 
News recently, “We've been giving 
cars away for so long, we might 
just as well keep them moving and 
hope the ’59s are better merchan- 
dise.” 

In Little Rock, Ark., Dumas 
Milner Pontiac Co. offered a 

nickel’s worth of accessories at 
@ penny apiece. Automatic trans- 
mission, power steering and 
brakes, radio and heater were in- 
cluded. 


Berl Berry Dodge, Kansas City, 
gave buyers the same opportunity 
during a weekend promotion, while 
Lex Mayers Chevrolet, Columbus, 
O., charged five cents apiece for a 
wide range of equipment items. 

Naturally, all the offers were 
limited to cars in inventory. 


THER dealers are relying on 

vacation trips to stir up busi- 
ness. Ralston Motor Co. (Dodge- 
Plymouth), Alhany, Ore., offered a 
family vacation in Los Angeles to 
all buyers. 


The trip was for two adults and 
two children under 12 and included 
a visit to Disneyland and a Los 
Angeles Dodgers baseball game. 

A weekend trip for two to 

Chihuahua, Mexico, went with all 


A “port-of-entry” vacation was 
offered to Simca buyers by Hub 
Motor Co. Lubbock, Tex. Pur- 
chasers could enjoy a free holiday 
on the Gulf of Mexico when they 
went to Galveston to pick up their 
new cars. 

Hub furnished transportation to 
Galveston and free gasoline for the 
return trip. The trip reportedly was 
offered to buyers in the 14-state 
area served by Kurland Motors, 
Denver, Simca distributor. 


Qos retailers pulled a slight 
switch on the vacation gimmick. 
Grant Motors (Rambler-Willys), 
Bugene, Ore., told prospects they 
could save enough for a two-week 
tour of Mexico by buying a Ram- 
bler American. 

Roscoe Moore Pontiac, Hatties- 
burg, Miss., also talked of vacations 
—but the vacation was for Roscoe 
Moore. 

The dealership advertised: “The 
factory has offered Roscoe a free 
trip to Hawaii if we sell 50 new 


To prove it, the ad carried a 





N. Y. Driveawa 


Of 118 M-B Cars 
Is Largest Yet 


NEW YORK. — Studebaker- 
Packard last week delivered 118 
Mercedes-Benz in the 
largest mass driveaway of sports 
cars ever held by the company. Re- 
tail value of the automobiles was 
nearly $1 million. 


This was the third of a series of 
driveaways which began in New 
Orleans in April and continued at 
Las Vegas in June. S-P dealers and 
their customers from 27 states and 
the District of Columbia attended 
the New York driveaway, which 
was held in the Waldorf Astoria 


The cars were picked up at the 
company’s New York headquarters 
at 787 Eleventh Ave. and driven in 
a continuous line up the street. 


picture of Moore attired in a grass 
skirt and strumming a ukulele. 
In Stockton, Calif., Chase Chev- 
rolet used a full-page ad to an- 
nounce, “Our ist blitz sale—we’re 
shooting the works.” 
* 


E sale was a four-day affair 

during which Chase offered “246 
brand new ’58 Chevrolets at dis- 
counts of 15 percent from regular 
established list prices.” 

It was a B.V.D. sale at Oberling’s 
(Plymouth-Dodge-DeSoto), Ports- 
mouth, O., and salesmen pictured 
in the ad were dressed accordingly. 
The letters, it was explained, re- 

Ryan Ford, Hattiesburg, Miss., 
indulged in a bit of buyer educa- 
tion in an effective ad entitled, 
“When is it most economical to 
trade cars?” The ad was aimed at 
owners of '53, 54 and ’55 models. 

Ryan noted that depreciation is 
high and maintenance is relatively 
low during the first two years, and 
these owners were advised not to 


Jones Resigns 
From NIADA 


WASHINGTON. — Val Jones has 
resigned as executive vice-president 
of the National Independent Auto- 
mobile Dealers Assn., it was learned 
last week. 


Eva Mosley has returned to 
NIADA as executive secretary. 
Jones is now with Resolute Insur- 
ance Co., of Hartford, Conn. 


ls a Deal— 


trade. After that, the ad said, repair 
costs begin to mount. 

Owners of ’55s were told that 
“this model is most sought after by 
used-car buyers,” and ’54 owners 
were assured that “your car still 
will bring a good tradein allow- 
ance.” To ’53 owners, Ryan said, 
“You certainly should trade now.” 


The ad concluded: “Take stock 
of your present car, review this 
chart and if, perhaps, your answer 
is that you should trade, we hope 
it’s for a Ford.” 

* * = 


Lunacy in Denver? 


No, Sales Promotion 

DENVER.—Reporting on an out- 
break of wacky advertising stunts, 
the Denver Post wondered if a 
wave of lunacy had hit the city. 
The paper concluded that it was 
“just good old-fashioned sales pro- 
motion.” 

Three of the stunts involved 
automobiles. Five disc jockeys 
climbed to a platform atop a high 
pole at Pappy Fry Auto Co. (Plym- 
outh). Listeners were asked to 
guess how long the record spinners 
would be able to stay in the glass 


cage. 

Bill Eger, of Bill Eger Used Car 
Center buried “Digger O’Dell’ in a 
coffin six feet under the lot and 
promised: “Digger will stay down 
at least 30 days.” 

Mrs. N. Nides, who operates an 
appliance store, advertised that she 
would give a ’49, 50 or ’51 automo- 
bile with each purchase of an 
automatic washer. 





Dealers in Orlando (Fia.) did some fancy trading during their recent “You Avto 
Buy Now” compaign. For example: ira Tossie, Oviedo (Fia.) farmer, came to town 
with a truckload of potatoes. He wanted fo sell the potatoes and buy a car. Tossie 
went to Williams Bros. Motors of Orlando, Inc. (Chevrolet), and was shown several 
models by salesman Arnold Holley. Tossie made a choice of cars but was still up 
against the problem of getting rid of the potatoes, 7,800 pounds of them. Holley 
decided to take the spuds as a downpayment. 





Ruled U. C. Insurance .. . 


2 States Eye Warranties 


DETROIT. — Used-car warran 
plans are under study in at least 
two states with Ohio ruling that 
such plans are apparently insur- 
ance programs. 

In New Hampshire, State In- 
surance Commissioner Donald 
Knowlton said the plans have 
“loopholes” which are giving his 
department “headaches.” Knowl- 

ton has taken no stand on 
whether the programs are a form 
of insurance. 


The Ohio Insurance Division said 
it has notified warranty firms that 
they appear to come under the di- 
vision’s jurisdiction. 

Four companies, which sell a 
large number of the warranties 
issued in the state, have given the 
division detailed reports on their 
operations and briefs stating their 
reasons for feeling that they are 
not in the insurance business. 

The warranty firms say they are 
selling an inspection service, not 
insurance. A ruling from a higher 
administrative source or a court 
decision will be sought to clarify 
the situation. 

Knowlton said that he had re- 
ceived more than 30 complaints 
from persons who had purchased 


ty | warranties and were unable to col- 


lect when defects turned up in 
their cars. 


about it, either because they did 
not want to bother or did not 
know whom to contact.” 

The coverage is an important 
point in selling a used car, Knowl- 
ton said, because it eases the pros- 
pective buyer‘s fear that he may be 
buying “someone else’s troubles.” 

Because the plan is comparatively 

(Continued on Page 49, Col. 2) 


Change of Venue Sought 
In Price-Fixing Case 





prepare arguments for 
the transfer of their trial to 
Oklahoma. 

The companies had requested 
Federal Court for the transfer on 

that a trial here 

work a hardship on them 
they and their attorneys have 
offices in the Midwest. 


si 


ae 


Mercedes Sends 'em— 


Nancy Wood of South Gate, Calif., and her father, les Wood, a Studebaker 


Packard and Mercedes-Benz dealer, are 


Rex Stewart, Eddie Condon, Cutty Cuttshall and Herbie Hall, before driving to Cali. 
fornia. This was one of 118 Mercedes-Benz sports cars picked up in New York by 


dealers from 28 states. 


More Buying Confidence 
Shown in New Survey | 











serenaded by jazz musicians, from left 


(Continued from Page 1) 


a year hence increased by 2 per- 
cent between the two surveys. 
But the group that expects to be 
worse off went up by one percent. 
The group that expects little 
change declined by 3 percent. 

One indication of increased con- 
sumer confidence was that the 
number expecting general business 
conditions to be better a year hence 
doubled from 16 to 32 percent be- 
tween the two surveys. 


The Research Center said there 
are indications that consumer con- 
fidence slipped for the level re- 
ported in the late 1957 survey and 
then moved upward in recent 
months. Since there was no survey 
of consumers at the supposed low 
point in confidence, there is no 
proof of this decline and recovery 
theory. 

> > . 
bee survey's interviewers found 
that consumers had cause for 
concern about the recession but 
that there were few indications of 
a chaotic loss of confidence, 


A majority still feels that a de- 
pression like that of the 1930s can- 
not happen again although the 
group which sees a major depres- 
sion as a possibility has increased 
slightly. 

However, the group which is 
worse off financially than they 
were a year ago has increased 
sharply over the group which 
— the same report in June, 

The interviewers checked to find 
out how many people had been 
directly affected by the recession 
and found that the head of 72 
percent of the families surveyed 
neither had been laid off nor had 
the work-week reduced. 

The heads of 6 percent of the 
families were unemployed at the 
time of the survey and another 8 
percent of heads of families had 
been unemployed at sometime dur- 
img the previous 12 months. 

* > 


Ps ~ . pees of fami- 
b e family head had not 
been laid off during the last 12 
months but another member of 
the family had. Eight percent of 
heads of families were working 
shorter work-weeks and the em- 
ployment report of another 4 per- 
cent was not obtained. 

With unemployment or shorter 
hours hitting 24 percent of fami- 
lies, the impact of the recession 
was found to be “rather substan- 
tiaL” This is particularly true 

in another 25 percent of 

families, the family head is self- 
employed or not in the labor 
force. 

Most of the unemployed reported 
that they have not only reduced 
their purchases but also done one 
or two of the following: Decreased 
Savings accounts, borrowed money, 
os. help from relatives or piled up 


The current survey indicated that 


consumers are on the lookout for 





price reductions. The group expect- 
ing prices of household goods and) 
clothing to fall in the next year 
amounted to 6 percent a year ago. 
The figure was 13 percent in late 
1957 and now stands at 19 percent 


Research Center said that 

consumers expressing a desire 

to make major purchases has de 

clined only slightly. The number 

who feel they are in a position to) 

plan such purchases has dropped 
more sharply. 


Looking to the future, the report 
said that a recovery of discretio 
buying “is far from assured,” 
despite some encouraging signs. The | 
survey indicated there would be 
further decline in consumer de 
mand. 

The report listed three possible 
threats to a recovery of full con- 
fidence: a further increase in) 
unemployment, absence of a sub- 
stantial recovery after Labor Day 
and a failure of consumers to find” 
the price cuts they are expecting. 


Fire Destroys 9 Cars 


BONHAM, Tex.—A fire whipped 
through John F. Cantrell Motor 


Co., destroying nine cars and caus- 
ing an estimated $80,000 damage. 





In the Swim— 


The odd combination of a new Chev- 
rolet and a collapsible swimming pool © 
resulted when Ellis Brooks, San Francisco ; 
Chevrolet dealer, staged a synchronized; 
swimming exhibition as a traffic-building | 
stunt. Ann Marie Garvin staged regular 
demonstrations during the busy afternoot 
as auto shoppers and passersby looked 
on, Brooks keeps his key corner window 
decorated with such displays on a year 
around basis. 








































**,..working with specialists 


pays off” 


says RUFUS F. WALKER, Ford dealer, 





Montpelier, Vermont 


debaker. 
rom left 
to Cali. 
York by “Our dealings with Commerctat Crepit over the r 
os past 6 years have convinced us that working - 
with specialists pays off. With ComMerctIAL 
Crepir PLAN you get the benefit of the accumu- 
lated experience of 45 years of handling many 
millions of time transactions. At the local level, 
aa this know-how means a lot. We can always be 
+ yous sure of fast credit checks and expert handling of 
ar ago. 
in late customers. Repossessions are kept to a mini- 
ercent 
mum. COMMERCIAL Crepir takes the long range 
d that * . . * 
desire view in working with dealers and sticks with you 
as de- . . ” 
umber in good times or bad. 
tion to 


Commercial Credit dealers 
are successful dealers 










Write or call the nearest CommerciaL Crepir CORPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it, today? 


- M A service offered through subsidiaries of the 
: pitied tale 8 Commercial Credit Company, Baltimore . . . Capital 
Baya) PLAN | i Surplus over $200,000,000 . . . offices in principal 
2 \ " * 


: M6 cities of the United States and Canada. 
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VW Gets S 


Award... 





Simea Dealers Lauded 
For Ethical Practices 


O HUNDRED Simca dealers 

and the salesmen of Paris Auto, 
Inc., Simca distributor for the 
East, met recently to be briefed 
on the sales, service 


Import and advertising 
Car plans of the com- 
pany for 1959. It 

News was the first major 


meeting for the 
dealers, who came from 13 states 
and the District of Columbia. 


Victor Elmaleh, president of 
Paris Auto, stated that Simca had 
a strong dealer organization, but 
that he is still talking to qualified 
indiyiduals interested in adding 
Simca franchises. He praised deal- 
ers for their co-operation in avoid- 
ing such tactics as discounting and 
cross~-selling. 

Elmaleh pointed out that deal- 
ers who had set up separate 
Simca facilities specializing in 
service had increased their vol- 
ume markedly. 

A. M. Dolza, president of Simca 
USA, reported that Simca was now 
in fifth place in foreign car sales 
and was aiming for 10 percent of 
the market, a goal made possible 
by the new production facilities in 
Poissy, France. He described the 
operation of the new Simca factory 
warehouse in Jersey City, and 
urged the dealers to send technical 
personnel there for training ses- 
sions by factory representatives. 


o 
Volkswagen 

Creators of the German-built 
Volkswagen will receive the 1958 
Elmer A. Sperry award. Named as 
recipients were Dr. Heinz Nord- 
hoff, director general of Volks- 
wagenwerk, the late Dr. Ferdinand 
Porsche, designer of the car, and 
their co-workers. 


This is the first time the Sperry 
award has been given to a foreign 
engineer or engineering team. 
Nordhoff and Ferry Porsche, son 
of the designer, are expected to 
come to the U. S. later this year 
to receive the award. 


Requirements for the award 
state that it must be made in 
recognition of a distinguished engi- 
neering contribution which, 
through application, proved in ac- 
tual service, has advanced the art 
of transportation by land, sea or 
air. 

The award is administered by 
‘ representatives of the American 


Magazine Finds 
21% of Its Readers 
Plan to Buy Cars 


CHICAGO.—Better than 21 per- 
cent of the readers of Ebony maga- 
zine plan to buy cars in 1958 and 
85 percent of the group intend to 
buy a new auto, the magazine's 
study of the Negro automotive mar- 
ket shows. 


Based on 917 replies from read- 
ers in 16 major markets, the survey 
showed 53.5 percent of those plan- 
ning to buy a car this year intend 
to buy a General Motors product. 

Another 27.9 percent plan to buy 
Chrysler products and 18.6 percent 
are in the market for Ford prod- 
ucts. 

The plans to buy indicate a swing 
to GM and Chrysler products at 
the expense of Ford. Of those cur- 
rently owning cars, 50.8 percent own 
GM products; 22.4 percent, Ford; 
21.9 percent, Chrysler, and 4.9 per- 
cent, products of other makers or a 
make that was’ not ascertained. 

Broken down by make, the figures 

show Chevrolet to be the favorite 
car, being owned by 17.2 percent. 
Ford was second at 13.5 percent. 
The shares of the other makes 
were: 
Oldsmobile and Buick, 9.9 percent 
each; Pontiac, 9.7; Plymouth, 7.3; 
Mercury, 7.2; Dodge, 5.9; Chrysler, 
44; Cadillac, 4.1; DeSoto, 3.7; Lin- 
coln, 1.6; Studebaker and Packard, 
1.3 each; Hudson and Nash, .7 each; 
Imperial, 6, all others and not 
ascertained, .9. 

Of the cars currently owned, 74.4 
percent were bought new. 


Society of Mechanical Engineers, 
the American Institute of Electri- 
cal Engineers, the Society of Naval 
Architects and Marine Engineers 
and the Society of Automotive En- 
gineers. 

* td * 

Jaguar 
|‘ Jaguar Owners Association 

of North America, which was 

founded in 1953, has undergone a 
reorganization which has regional- 
ized its various branches and iden- 
tified it with a worldwide Jaguar 
owners’ club. 

A franchising organization, 
Jaguar Clubs of North America, 
Inc., has been established, and it 
has chartered six regions—Eastern, 
North Central, South Central, 
Southwestern, Northwestern and 
Canadian. 

ca . > 
Triump 
T would be the reaction. of 
the average American family 
after using a small foreign car for 
three weeks? 

Sports Cars Illustrated magazine 
conducted a controlled experiment 
to find the answer to this question. 
They took an average middleclass 
family—husband, wife, three chil- 
dren—and turned a new Triumph 
10 sedan over to them for three 
weeks. The result was a resounding 
endorsement by all five. 

The magazine editors chose the 
Triumph because it had not yet hit 
the market in any quantity. 

- * > 


Volvo 
7 Midwest regional office of 
Volvo Distributing, Inc., is now 
located at 3312 W. Peterson Ave., 
Chicago 45, Ill. 
Midwest regional manager is Jan 
G. Parcelius. His office formerly 
was in Detroit. 


Toyopet 

re HOLLYWOOD, Calif., Erik J. 

Hansen, general manager of dis- 
tributing operations for Toyota 
Motor Sales, U. S. A., Inc., an- 
nounced that the Toyopet will go 
on display at U. S. dealerships 
July 31. 

“Premiere showing of the Toy- 
opet line (station wagon and 
sedan) will be held on the Pacific 

(Continued on Page 50, Col. 1) 


The New MG "Twin Cam’ Sports Car— 





A twin camshaft version of the stdndard MG, featuring a new engine and disc 
brokes, has been announced by British Motor Corp. The “Twin Cam" MGA is pow- 
ered by a four-cylinder, twin OHC engine delivering 107 brake horsepower at 
6,500 r.p.m. It accelerates from zero to 110 m.p.h. in 38 seconds. Similar in appear- 
ance to the standard MG, the new car is recognizable by its knock-on disc wheels 
and identifying trademarks on the lid and front air vents. The “Twin Cam" will 
sell in the $3,500 range (U. S. port of entry). Prices for the standard MG models 


will continue ot approximately $2,500. 





Scooters Winning Battle 
Of Sales Acceptance 


By Ed Brown 
Staff Correspondent 
NEW YORK.—This appears to 
be the year of breakthrough for 
the motor scooter, in the same way 
that 1957 became the breakthrough 
year for imported cars. 


Dealers handling the little motor | 


scooters advise that their average 
sale price is $450, with the aver- 
age profit on this sale about $100. 
One dealer states quite frankly 


that he makes as much or more) 
on the sale of each scooter as he| 





Chrysler Preview 
Sept. 3-7 in Miami 


MIAMI.—Chrysler Corp. will show 
its 1959 lines for the first time at 


a press preview at the Americana) 


Hotel, Sept. 3-7. 

It is the second successive year 
that the corporation has held its 
press showing in the Miami area. 


Some 350 newsmen from through-| 
out the U. S. will be flown here) 


for the event. 


Chrysler will take over the hotel | 


during the exhibition period, and a 
luncheon is planned for the cor- 
poration’s dealers in the Miami 


|}area. Public introduction of the 


cars is slated for mid-October. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


duly 16. 
BUICK—’57 Special Riviera, $1,740°*. 
"56 Special Riviera, $1,265*, $1,250, 
$1,130*. 
‘55 Special Riviera, $1,130°; sedan, 
$860°, $675*. 
"54 Special Riviera, $750*. 
CADILLAC — '54 (62) coupe, $1,275* 


(ps). 

OHEVROLET—’57 station wagon, $1,- 
850°; Bel Air (8) conv., $1,780*; 
Hardtop, $1,725*, $1,700* (ps), $1,- 
665°, $1,600; sedan, $1,670*; Two- 
ten sedan, $1,500*, $1,480°, $1,340. 

'56 Two-ten (8) sedan, $1,010. 

"55 Bel Air (8) sport coupe, $1,000*; 
sedan, $770; Two-ten station wag- 
on, $915°; sedan, $750°, $665. 

"53 Bel Air sedan, $410° (ps), $350*, 
$300; Two-ten sedan, $385; One- 
fifty sedan, $325. 

"50 2-dr., $405. 

"30 sedan, $900. 

CURYSLEN—'s6 Windsor Hardtop, $2,- 

. 

’ST NY Hardtop, $2,135* (ps). 

"53 NY sedan, °, 

— = Firedome Sportsman, $1,- 

*55 Firedome Sportsman, $950. 

"53 Firedome sedan, $275*, $245° 


(ps). 
DODGE—’'58 Royal (8) Hardtop, $2,- 
370° (ps). 

‘57 Coronet (8) 2-dr., $1,600*. 

"55 Coronet sedan, $825°. 

—— Fairlane (8) Hardtop, $1,- 

"ST station wagon, $1,890*; Fairlane 
(8) 500 conv., $1,800* (ps); Hard- 
top, $1,780° (ps); Fairlane (8) 
sedan, $1,465*, $1,350; Custom (8) 
300 sedan, $1,285. 

*56 Country sedan, $1,275; Fairlane 
(8) conv., $1,250*, $1,110*, $950*; 
sedan, $1,110* (ps), $950; Custom 
sedan, $885* (ps). 

"55 Fairlane (8) Victoria, $1,110*, 


$1,005°; sedan, $940, $825; Custom 
sedan, $785, $755, $590, $525; Main 
sedan, > 

‘54 Country Squire, $675; 

sedan, $590° (ps), 
dr., $365°. 

"53 Custom (6) coupe, $315°; 

2-dr., $235. 

"52 Main (6) 2-dr., $240. 
HUDSON—’52 Wasp coupe, $105*. 
MERCURY—’57 station wagon, $2,000*° 

(ps); Monterey Hardtop, $1,800*; 
sedan, $1,700*. 

"56 Medalist Hardtop, $930. 

’55 Montclair Hardtop, $930*°, $800*; 

Monterey coupe, $725*, $660° (ps). 
’54 Monterey Hardtop, $575*; sedan, 
$475°. 
NASH—'54 Statesman coupe, $380*. 
OLDSMOBILE—’'58 (88) Holiday, $2,- 


Custom 
$460; Main 2- 


Main 


"57 (88) Super conv., $2,275* (ps), 
$2,100* (ps). 

"56 (88) Holiday, $1,410°, 
(ps); (88) sedan, $1,285*. 

‘55 (88) sedan, $880*. 
PLYMOUTH—’'58 Belvedere (8) sedan, 

$2,060* (ps). 

"57 Fury (8) coupe, $1,775*; Belve- 
dere (8) sport coupe, $1,760* (ps), 
$1,700*; sedan, $1,585°; Savoy 
sedan, $1,125, $1,100. 

"56 Belvedere (8) Hardtop, $950*. 

"55 Belvedere (8) sedan, $700*, $595* 
(ps); Plaza sedan, $390. 

’53 Cranbrook Belvedere, $255*, $215; 
sedan, $215*, $200. 

PONTIAC—’57 Star Chief Hardtop, $1,- 
900° (ps); sedan, $1,865*; Chieftain 
sedan, $1,770*. 

*56 Chieftain Hardtop, $1,165*; 
dan, $1.100*. 

’55 Chieftain sedan, $710, $550*. 
RAMBLER—’51 sedan, $290. 
STUDEBAKER—’56 Power Hawk 

coupe, $1,005*. 

’51 Commander sedan, $155. 
—— Ford Delivery, 


$1,355° 


‘Indicates automatic transmission or overdrive and (ps), power steering. 


‘Other Auctions Are on Pages 34, 35, 36, 44, and 45. 





| does on the sale of his more ex- 
pensive new automobiles. 

In the large metropolitan areas 
of the east, the scooter has be- 
come an every day sight, raising 
no more comment than does the 
appearance of an imported auto- 
mobile. 

Some automobile dealers have 

been hesitant to get into the 
| scooter business, fearing that it 
| could not be lucrative and that it 
is a little out of their line. In re- 
ality, those dealers who have gone 
into the business, and it should be 
noted that a few of the country’s 
largest distributors of imported 
automobiles also distribute scoot- 
|ers, claim it is profitable and 
| causes no inconvenience. 
One mechanic conversant with 
| the motor scooter engine is all that 
is required in the average setup, 
|} and service problems are relatively 
simple ones. 

Like almost all retail transporta- 
tion business, the tradein is a ma- 
jor factor in the sale. But dealers 
report that the used scooter is al- 
most more in demand than the 
new. 

The individual looking for 

| easy, inexpensive transportation, 
| is often hesitant to buy a 
| sesoter. But he will almost in- 
variably buy a used ome as a 
trial. It is reported that a major 
source of business for new scoot- 
ers comes from owners of used 
ones. Once they get the taste of 
the quick, easy, economical and 
individual transporation offered 
by the scooter, they become ad- 
dicted to it. 

Sears Roebuck gave the scooter 
fad quite a push years ago when 
it bought 20,000 Vespas and sold 
them under the Allstate trademark. 
| Sears has continued to encourage 
| the business, and it is known that 
| Allstate is one of the biggest un- 
derwriters for scooter insurance of 
|all kinds. 

Like most import vehicle owners, 
scooterists were quick to form 
clubs for rallying and touring. The 
Vespa Club of Italy numbers some 
700,000 members, but local groups 
in this city are getting more num- 
erous and vocal every month. 

Most scooter manufacturers 
also make little three-wheel com- 
mercial vehicles which are begin- 
ning to gain in popularity—as 
small delivery vehicles or TV 
service repair vehicles, as trans- 
portation for window washers 
and for an infinite variety of uses 
te which they can be adapted. 

Again these scooters are rather 
ideal for the small businessman, 
since the original investment hov- 
ers around the $1,100 mark, with 
the consequent profit to the dealer 
rising in proportion. 

It is also known that some man- 
ufacturers still have distribution 
outlets available throughout the 
country. Lambretta, for instance, 
has a distributorship available for 
the New York area. Many dealers 
are beginning to eye scooters as a 
source of good supplemental in- 
come, as they see the indications 
grow that scooters are becoming 
an accepted means of transporta- 
tion in this area, 





AM Forms Club 
For Rambler 


Servicemen 


DETROIT. — To give recognition 
to top service personnel of Rambj 
dealerships, and consequently pro 
vide better customer service, the 
American Motors Society of Auto 
motive Technicians has bee 
formed by American Motors Corp. 


“We feel the society will bring 
about greater pride of workman 
ship and consequently better sery. 
ice to Rambler owners,” said Johr 
S. Krider, AM automotive serviced 
promotion and training manager. 

“The need for highly skilled auto 
motive technicians is more appar 
ent today than ever before,” said 
Krider. “Therefore, we felt that 
service personnel who posses out- 
standing skills and product knowl- 
edge should receive the type of 
recognition granted to specialis 
in other professions.” 

Each applicant who passes th 
test will receive a certificate, a wal 
let card and emblems for his shop 
uniform, which will enable servi 
customers to identify a _ socie 
member. 

“The test will take a great de 
of research to complete satisfac 
torily, and those applicants who are 
accepted as members will naturally 
gain a pride of accomplishment in 
belonging to the select society,” 
Krider said. “It is felt that the dis- 


| tinct honor of being in the society 


will create a desire in other per- 
sonnel to become members, thereby 
elevating the calibre of Rambler) 
service.” 











of Automotive Technicians of American” 
Motors Corp. is red, white and blve. It 
appeors on certificates and wallet cords) 
and has been made into an emblem for” 
members’ shop uniforms. 


Ohio Suits Test 
New-Car Sales by 
Unfranchised Deal 


COLUMBUS, O.—Mary E. Lerche, 
of Columbus, has filed suit in Com- 
mon Pleas Court to prevent the) 
Ohio Bureau of Motor Vehicles” 
from revoking a title issued to her) 
for a car she purchased from 4) 
nonfranchised dealer who handles | 
new cars. : 

Miss Lerche said that although 
all provisions of the State auto 
title law were complied with and 
all State taxes paid, the bureau is 
attempting to cancel the title. 

The car—a Hillman—was pur-§ 
chased from Jan Ross Motor Co.” 
The suit also asked the court to™ 
determine the validity of the title 
issued by County Clerk of Courts” 
Roy King. 

The Ross firm also is involved in 
a suit to force King to issue new-) 
car titles on unused vehicles sold 
by Ross. In both cases, the issue 
is whether Ross can sell a new car 
for which he does not hold 4 
factory franchise. 


Service Insignia— 
The official insignia of the new Society” 
a 





Bait-Advertising Ban 
Takes Effect in N. Y. 


ALBANY.—The new law ban- 
ning use of bait advertising. had 
gone into effect in New York 
State. 


The statute makes it unlawful 
to offer for sale through any ad- 
vertisement an article or service 
with the intent not to sell the 
artcle at that price, or not to sell 
it at all. 
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WHEN EVERY DOLLAR COUNTS... 


OUTDOOR 
ADVERTISING 


SELLS HARDER 
COSTS LESS 


‘orp. 
bri ,, 
man 


Johr 
rvice 


Auto 
par 
said 
that 
out- 
1owl- 
e of 
ilis § 


th 
wal- 
shop 
rvice 


ciety 





sfac 
) are 
rally 
it in 
ety,” 

dis- 
ciety 


reby : 
ibler 





ciety 
rican 

2. hp 
cords © 
1 for® 


For instance, $46 a day reaches 265,760 people every day in Syracuse...$136 reaches 
, 1,182,160 people every day in St. Louis... typical of Outdoor costs in all markets, large 
al and small across the nation. A low-cost, hard-hitting sales force, moving merchandise for 


che, 


om- a long, growing list of successful advertisers. Outdoor can sell for you. We can prove it. 


dles | 


Sf 
at 8S out of 10 people remember OUTDOOR Advertising!* 





3) OUTDOOR ADVERTISING INCORPORATED OA I 


i 60 EAST 42ND STREET, NEW YORK 17, NEW YORK - ATLANTA - BOSTON - CHICAGO - DALLAS - DETROIT 
2 HOUSTON - LOS ANGELES - PHILADELPHIA - ST. LOUIS - SAN FRANCISCO - SEATTLE 


*Urban Poster Readers—Starch Continuing Study of Outdoor Advertising 
Standardized Outdoor Advertising, 24 and 30-Sheet Posters—and Painted Bulletins 
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Won't Drift, UAW Says... 
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Showdown on Strike 
Near in Auto Plants? 


(Continued from Page 3) 


Workers Union, at its Inland Mfg. 
division in Dayton, O. The union 
represents about 3,000 hourly 
workers. 

According to GM, the agree- 
ment is basically an extension of 
the benefits provided in a three- 
year contract which went into 
effect in 1955. However, it also 
established an “income security 
plan” first proposed by GM in 
1955, the company said. 

The income plan will replace the 
supplemental unemployment benefit 
plan which was granted to the 
UAW and other major unions in 
1955. 

GM said economic improvements 
include a wage increase of at least 
six cents an hour, or 2% percent,| 





whichever is greater, effective May 
29, 1958; another wage increase of 
the same.amount a year later; 
continuation of the cost-of-living 
adjustment of two cents an hour} 
as of June 2, and continuation of | 
other benefits. | 

Company and union spokesmen 
said the security plan has the ap- 
proval of Ohio authorities who hold 
that SUB is income and therefore 
deductible from unemployment 
compensation. A test case on SUB 
is pending before the Ohio Supreme 
Court. 


The new plan provides that the 
company will contribute five cents 
for each hour worked to an em- 
ploye’s individual account. If the 
worker is laid off, he may draw 
from his account. If he retires, 
leaves the company or dies, the 
full amount left in his account is 
paid to him or his heirs. 

Ohio authorities look on the plan 
as a payment from savings, rather 
than income, when it is given to 


supplement unemployment compen- 
sation. 

GM also announced that 12 other 
bargaining units affiliated with 
seven different unions has agreed 
to two-year extensions of the 1955- 
58 agreements. 

+ * 

NLRB Orders Elections 

ON THE dealer front, the Na- 

tional Labor Relations Board | 

has ordered representation elections | 
at the following dealerships: 

Nester Chevrolet Co., Inc., 

Laurel, Miss., and Southern Auto 

Sales Co. (Ford), where mechan- 

ies, bodymen, painters, helpers 

and parts department helpers will | 
vote for or against United Steel- | 
workers, AFL-CIO. 

Harold B. Robinson Auto Sales 
Co., Philadelphia, where serv ce and 
maintenance employes will vote for| 
or against Machinists Lodge 724. 

The NLRB also has ordered a 
decertification election among me-| 
chanics, utility men, parts helpers, 
internal men, polishers, bodymen 
and lubrication men at Reese Mo- 
tors Corp. Mineola, N, Y. The 
workers will vote for or against 


* 


lthe retention of Local 259, UAW,}| 


AFL-CIO. 

In Falls Church, Va. new and 
used-car salesmen at Wissinger | 
Chevrolet Co. voted to be repre-| 


sented by Teamsters Local 922. 
> * * 


Chrysler Files Protest 


Over Work Stoppages 

LOS ANGELES.—Citing 10 work | 
stoppages at its plant here since) 
June 10, Chrysler Corp. last week | 
filed an unfair labor practice) 
charge against UAW Local 230. 

In its charge, filed with the Na- 


tional Labor Relations Board, concerns reporting loss operations | 


Chrysler said the stoppages occur- 
red while negotiations over a new 
contract were under way, and con- 
tended that the local harrassed the 
corporation “for the purpose of in- 
fluencing the negotiations.” 

Chrysler said the union is trying 
to compel the company to allow 
union representatives more time 
with pay for union activities during 
working hours. The company said 
the union failed to bargain in good 
faith. 

Ralph Nutter, UAW attorney, 
viewed the filing as a “public rela- 
tions move” to counteract a previ-| | 
ously filed union allegation that] | 
Chrysler would not permit griev- 
ances to be taken care of while no 
contract is in effect. The union has | 
been working without a contract) 
since June 1. 








—Wi.1aAM CARROLL 








| Tri-State Driveaway— 


Chrysler Honors Rieger Some of the Chrysler and Imperial dealers and their salesmen, accompanied 
SAN ANTONIO.—S. J. Rieger, | their wives, who took part in a driveaway to Ohio, Indiana and Kentucky, are sho 
president of Rieger Motors, Inc.,| at the Chrysler plant in Detroit before starting for home. Fifty dealers participated 
has been presented the Chrysler /|the driveaway, largest to be sponsored by the Chrysler and Imperial Cincinr 
Quality Dealer Award. | Region since 1953. 


Jobber Sales Up 6 Pet. Despite Slump 


NEW YORK.—Despite pressures 
on the downside for business dur- 
ing the latter months of 1957, the 
17th annual Motor and Equipment 
Manufacturers Assn. survey of fi- 
nancial statements filed by 410 
automotive jobbers discloses man- 
agement’s ability to reach new 
peaks. 

Aggregate sales for this 5- 
percent sampling of wholesaler 
customers of manufacturing rose 
to $164,565,617 as a result of a 6- 
percent gain in volume last year. 
Gross margin moved slightly up- 
ward but so did expenses. 

While the net profit on sales was 
off one-tenth of one percent, the 
reported earnings were better 
dollar-wise. Return on invested) 
capital remained steady, and a 
good portion of the profit was re- 
invested, principally in trading) 
assets. 

Some increase in the number of 





and payables rose. The effect h: 
been a further slight contractic 
of the current ratio, but 3.21 sti 
is a healthy relationship partic 
larly since the quality factor hz 
been constant, according 1 
MEWA. As a matter of fact, co 
lections at the close of 1957 wes 
averaging 36 days as compare 
| with 38 days a year earlier. 
Stock turnover at 3.3 was vu 
changed. Overall financial con 
tion is liquid and sound whi 
speaks well for the jobber exex 
tive talent particularly in the lig 
of narrower net margins in rece 
| years, MEWA said. 
| 


was noted, 36 as against 29 in 1956, 
but several cases last year were 
just under the break-even level. In 
1955 there were 31 deficit opera- 
tions and 57 in 1954. 

As a counterpart of expanding 
sales, inventories were increased 


‘We'll Meet Your Price,’ 


S-P Tells Colorado 


DENVER. — Studebaker- 
Packard, through its regional man- 
ager, has notified the State that it 
can supply 20 police interceptor | 
automobiles for “well under” the) 
$2,000 limit the State can spend for 
each. a 

Lacy L. Wilkinson, State pur-| 
chasing agent, said the S-P official | Edsel Dealers Elect 
told him that the company has LOS ANGELES. Southla 
supplied 160 police specials to the Edsel Dealers Assn. has elect 
State of Maine and that S-P could|George A. Wagner of Earle 
meet Colorado’s specifications and| Anthony, Inc., as new preside 
price. _ Retiring president is John Deato: 








VALUABLE AUTOMOTIVE FRANCHISES 
AVAILABLE 
FOR QUALITY BMC AUTOMOBILES 


S. H. Arnolt Inc. of Chicago, Distributing BMC Cars in the Midwestern States 
of lowa, Wisconsin, Illinois, Indiana and Ohio, has some dealerships avail- 
able to those interested and qualified in entering the lucrative imported 


car field. 


MORRIS MINOR1000 MGA 
AUSTIN A55 
RILEY 1.5 


AUSTIN-HEALEY SIX 
SPRITE by Austin-Healey 


These attractive cars listed are available to those who qualify. 


Contact: S. H. Arnolt, Inc. 


2130 N. LINCOLN AVENUE 





CHICAGO 14, ILLINOIS 
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Are you cashing in on this fact? 


a 


ele ern 


customers 


higher prices 


Most drivers know tire safety can’t be bought at 
bargain prices. In a recent independent survey, an 
overwhelming majority not only rate nylon the 
top fiber cord on the road, they also know nylon 
costs more. 

And get this—they’re willing to pay more for the 
extra safety and extra wear nylon provides. 

But drivers are like other people. They don’t al- 
Ways act on what they know is best for them. 
That’s where you come in. . . to turn this pref- 
erence for nylon cords into extra sales. 


GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. * DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 3% Overwood Road, 


for 
nylon cord 
tires! 


Spell out nylon’s superiority. Emphasize nylon’s 
more positive safety features . . . how nylon’s 
durability, lasting strength, superior flex-resist- 
ance, heat-resistance, moisture-resistance mean 
life insurance on the highway. Because it makes 
sense to them, it makes more profits for you... 
and you get a satisfied customer in the bargain. 


CHEMSTRAND' NYLON, 


THE CHEMSTRAND CORPORATION a 








And to make your selling job easier, The Chem- 
strand Corporation will keep pounding home the 
plusses of nylon cord tires on network TV... in 
addition to a continuing series of strong full-page 
ads in TIME and FORTUNE magazines. 


The market for nylon cord tires is growing fast. 
Get your share. 
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Akron, Ohio; 


197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, N.C. * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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Housecleaning of Industry 
Proceeding Steadily 


W* CONFESS to some doubts in the past about the 

Monroney price-disclosure bill. Now the bill is a law, 
and we sincerely hope that it will put auto retailing back 
on a more sensible basis and, at the same time, serve the 


public well. 


As Senator Monroney said in a special message to dealers 
through AUTOMOTIVE NEws: 


“It is mo cureall . . . but it should offer the best chance 
im years to turn over a new leaf in merchandising. . . 


“I am firmly convinced that the price-disclosure labels 
will restore confidence in the actual worth of the automobile 
and take merchandising of this much-wanted product out 
of the jungle of fantastic gimmick advertising and giveaway 
offers.” 


Certainly lack of confidence in auto pricing has been a 
factor in auto retailing. We hope Senator Monroney is right. 


For one thing, the new law should strike a death blow 
to the price pack. Many dealers have assailed the pack as 
an evil of the trade, but a necessity as long as it was used 
by other aggressive dealers. 


Slowly but steadily the efforts to rid the trade of wild 
and deceptive practices are taking hold. Step by step, the 
industry house is undergoing a housecleaning. 
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Coming 
Events 


Dealer Conventions 


Aug. 8&9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 





Mont. 
Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 


Augusta. 
Aug. 13-15—Automobile Dealers Assn. of 
es 


+ Virginia, Greenbrier Hotel, White 
Sulphur rings. 
Aug. 17-18—Georgia Automobile Dealers 


Assn. 
vannah. 
Aug. 22-23—National Auto Auction Assn. 
annual convention, Hotel Bismark, 
Chicago. 
Sept. 57—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 8 — New Hampshire Automobile 
ealers Assn., Farragut House, Rye 
Beach, H. 


one. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. i4-16—Mic igan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., inc., Sheraton-Seelbach Hotel, 
Louisville. 
pt. 21-23—Ohio Automobile a. lers 
Assn, The Neil House, Columbu 
1-23—-New York State Automobile 
alers, Lake Placid Club, Lake Placid. 
Sept. 21-23—Automotive Trade Assn. of 
bag Cavalier Hotel, Virginia Beach. 
Sept. 21-23—New York State Automobile 
doe Inc., 35th Annual <comeentem, 
Lake Placid Club, Essex County, 
Sept. 22-23—Wisconsin Automotive Sods 
Assn., Schroeder Hotel, Milwaukee. 
Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 
Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 
Nov. !2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-18—Mississipp! Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 16-!8—National Independent Auto- | 
mobile Dealers Assn.. Edgewater Beach | 
Hotel, Chicago. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
Dec, % Milwaukee County Automobile 


General Oglethorpe Hotel, Sa- 







Letterbox 


and letters are 


Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 


Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 16-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 
May 17-1? — Idaho Automobile Dealers 


‘Sloppy Work Is Widespread’ 


Overshadowing everything else 
lin the June 16 issue is the letter 





Assa., ae es on Page 10 dealing with the poor 
workmanship and sloppy assembly 
Auto Shows in many of today’s cars. 
Oct. 419%—Texas State Fair Automobile 


My only disagreement is the lack 
of reference to other makes of 
cars. It’s no secret that just about 
every make of car today suffers 
from the growing cancer of poor 
workmanship and sloppy assembly. 


Show, Dallas. 
Nov. 5-1é—Turin Auto Show, Turin, Italy. 
Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 
Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 
Jan. 10-17—Pittsburgh Auto Show, Hunt 


Automotive Cartoon 


Of the Week 


“I'll say one thing for Anderson . . . he tries.” 


| ‘Growing Cancer ..... 


Tate an epee Stee Sie Ge Geemeeen, of cay SENS SC Nias © om 
welcomed. 


readers, your 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


National Guard Armory, Pittsburgh. 
Jan. 5S-—Cilcone Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
Apr. 6I!—Denver Auto Show, 
Auditorium, Denver. 
= * 


Denver 


Every insider in the industry 
from top management on down 
knows that far too many cars 
are just carelessly slapped to- 
gether by the notorious “quick- 
and-dirty” method. 


General The exception is that top man- 

July 17-19— National Auctioneers Assn. | agement knows in advance that 

annual convention, Hotel Statler, | many of their cars leave the as- 

~e Rod end Custom World's | S@mbly lines with built-in defects. 
Aug. om m oria $ 

Fair, Industrial Kets ‘Bide . . Eastern —R. Biacpen, Box 63, East Hamp- 

States Exposition, West Springfield, | ton, Conn. 

ass. . . > 


Sept. &1!—National Truck Leasing Sys- 
tem, I4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago. 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 


Six Appeal 
Quite true that Chrysler Corp. 
and Ford Motor Co. had tremendous 
Oct. 13-19 cieemiiiaiel Oe Ce sales in 1957, but production and 
Show, Mechanics Exposition ies — sales of both Chrysler and Ford 
ton, products turned sour, and very sour, 
Nov. 3-6—Automotive Warehouse Distrib- | in the first quarter of 1958 and we 


ee Cae, ue Muehlenbach Hotel, note no real betterment. 
Jan. 25-Feb. !—Iinternational ecto and Why did this happen? We hear 
oie. ‘eek’ — that the recession caused a lot of 


20 Years Ago ean 
The Big Stories 


Low-priced cars have replaced the larger luxury cars as the 
principal potential users of high-octane gasoline, according to a ’38 
study by Ethyl Gasoline Corp. The average compression ratio of 
Ford, Chevrolet and Plymouth was set at 6.36 to 1, while the average 
for all cars was 6.32 to 1. In 1937, the national average was 6.23 to 1, 


having risen from 5.54 to 1 in 1933. 

A three-position method of hand signal designed to provide motor- 
ists throughout the country with uniform safeguards for stopping 
and turning was among the proposals suggested by the National 
Conference on Street and Highway Safety. Another proposal called 
for a system of “walk” lights for pedestrians at busy intersections. 

A color survey, conducted by Hudson Motor Car Co., showed that 
black automobiles were preferred by buyers in the East, green cars 
in a belt running north and south through the Rocky Mountains 
and tan and red cars in the Pacific Coast states. 

\ —From the files of Automotive News. 
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No attention is given to 






it, but would there have been 
serious recession (a depression, 
far as the car business is cc 
cerned) if car buyers had 

soured on the tremendous ho 
power and the voracious gas ap; 
tite of the overlong, overwide 
behemoths? 

The underhood congestion of the 
V-8s has nullified all efforts of mik 
lions of car owners who have ak 
ways performed ordinary upkeep, 
and the expense of supporting ex 
pensive mechanics to do every 
little thing has become unbearable 

Don’t forget the unsuitability of 
many very low cars and the foolish 
low clearances that has ruined 
many mufflers (I can’t forget mine). 

The last straw that broke the 
camel’s back has happened in the 
car business, hence the unanimous 
turn to imported, low-cost, low- 
upkeep cars and to Romney’ 
Rambler Sixes. 

In December, 1956, when new 
models were propagandized to the 
limit, I rushed in, like a host of 
other Barnum-like suckers, and 
bought the newest thing—a sedan 
with a four-barrel carburetor and 
enough other necessities (my opin- 
ion at the time), only to find I had 
bitten off more than I could swak- 
low—$3,250 worth. 

A wonderful motor, enormous 
horsepower. I could pass everything 
on the highway except a filling sta- 
tion. Even with every help from 
the carburetor company, I am still 
paying off the mortgage that the 
oil companies hold over me, and 
gas goes up in price. 

No more high-horsepower V-3s 
for me, I tried out a Jaguar sedan 
with a six-cylinder engine and it 
gl one, Sige ad fmt BB 

. gives one horsepower 
for cubic inch of displacement 
and with its 210 h. p. will yield 24 
to 27 miles per gallon at a steady 
60 m.p.h. 

Why can’t we make a similar six 
over here and get back to a normal 
basis? There is no need for a com- 
plicated, heavy, gas-eating V-% 
Nowadays, economy is a must.— 
Georce. F. Watxer, Valley Jitney 
Jungle Co., Brownsville, Tex. 
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IN PHILADELPHIA 
NEARLY EVERYBODY 
READS THE BULLETIN 


Che Sundar 


WITH DAILY EVENING EDITION 


Bulletin jection bas 





SUNDAY, MARCH 16, 1958 


‘GOP Senators 
| Ask Help for 
Jobless Areas 


Suggest Federal 
| Contracts Be Split 
To Facilitate Aid 


Washington, March 15—(AP) 
— Ten Republican senators 
prodded the Eisenhower Admin- 
istration today to channe! civil- 
ian and defense contracts into 
the areas of largest unemploy- 
ment } 

In letters to Secretary of De- 


PHILADELPHIA, 17% Yeae, NO. S27 





City Envisions 
New Freeway 





By ROBERT J. EISLER =e extension, now under construc- 
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tgp "ain Derailed in Oregon Mountains Space Control 


Terms Scorned 
Soviet Presents | Offer ‘Wholly 


Of The Bulletin Staff ee EE Serv wn Aenean 3. © ; 4-Point Plan Unacceptable’ 
City S De} _ “loet a 
on Sete a ee een tae on Te Sm ap et ey gerard Beet Gorminn 
l1-mile Northeast Freeway the proposed . ee oa todite anid envind tat to Gee . lets en . ae ait Bulictin-N .Y. Times Serowe 
¥ way can pick up Roosevelt bivd. ‘ joncow, March 15 he So Washingtor March 15 ° 
anbanyence atone yous and the extension to the Otaust- . dder -_ half to firms in sur- viet government today proposed Amer ~ otic ials , aid today 
the proq iniie 
presswa t ia - 
lover Bi contre! 
The United 
Divd. 5 ee 
and rur ae 4 = a 
skirting 1 & 
hoime mn ke 
ton. Norta 
Appr : Mow 
Stree opose 
M. Sma = ; 
immedi tid be 
cu app * * ce super- 
os in Philadelphia nearly everybody reads The Bulletin et 
the Cit oo 
Small = 
wd alsq thet a 
route m wtiin. 
state hi e . . oh 
By it fo To get the news—from a conference in the Pentagonto _—sages are read carefully—in the home—in the news- so and 
rae . . “1. . . . . . . . aw 
the Gen an argument in City Hall—the families of Greater paper the entire family believes in. Philadelphians like Soviet 
cent of ° . ° . . . . a 
The f Philadelphia place their trust and confidence in the The Bulletin. They read it, respect it, and respond to on of 
major . . *-* . . iy 
planned accuracy of their home newspaper, The Evening and _the advertising in it. 
end the Sunday Bulletin. bepart. 
wd. ext ° e e accus- 
struct: . . The Bulletin goes home... delivers more copies flout 
For example, in the handling of 40,000 local news 6 cam Selah feel a reseiw- 
. rea am taas 
stories and 250,000 local names a year, there are about to her — ae Cy Cores - 
. he im- 
3,000 chances a day to make an error. But Bulletin than any other newspaper. recuz- 
of 
readers know that errors seldom appear. And when a —_ Pitdedsiehie « If ~.> cu > deal 
° ° ° vertising ces: . . tu 
they do, corrections follow immediately. ; fi iladelphia - New Yor — States 
Representatives: Sawyer Ferguson Walker Company, Detroit d the 
Because it is a trusted family friend, The Bulletin Atlanta + Los Angeles - San Francisco ai, 
offers an unusual advertising opportunity. Sales mes- § Florida Resorts: The Leonard Company, Miami Beach — 
Col. 2 














. Fort Belvoir officials, came to a| half, Grace's 8 pound, 11 ounce! i 
| 000 Puzzler: head on February 28 when the chestnut-haired infant was fed : 
. 2 P .nencoms ordered the men to do on sugared water, o 
Section 1 FQGC 7 Continued on Page 16,Col.§ | Dr. Emile Hervet, Grace's 
jobstetrician, said she and the, 
| baby spent an “excellent night” | 
and 








The Bulletin publishes the largest amount of R. O. P. 
color advertising in Philadelphia—Evening and Sunday! 
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'15—( AP) — Gime Come tiwey ar- 

rived by plane in Puerto Pico brakes 
today and prepared for > “fe of 
seclusion in a mountain hos 
pital 8) miles frenr San Juan. 
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Machines Start Bucking 
For Swivel-Chair Jobs 


William Ullman 


"hose Bureau Chief 
UTOMATIC machines, which already perform many of 
the physical tasks connected with building automobiles, 
may someday take over some of the top-level jobs, too. This 
outrageous future was suggested by a couple of new inven- 
tions unveiled in the Washington area this month. One of 
O——-———__ —— > 


them knows how to read sur- 
vey forms, and it is going to 
replace some 2,000 Census 
Bureau key punch operators. The 
other machine is even more intelli- 
gent. It is capable of learning and) 
making decisions. 

The reading machine is called) 
Fosdic, which stands for Film Op- 
tical Sensing Device for Input to 
Computers. It was developed for 
the Census Bureau by the National 
Bureau of Standards, and it is go- 
ing to work on the 1960 Census. 








Before Fosdic came along a card 
punch operator had to take each 


census question- 
naire that came 
in from the field 
and transfer the 
information it 
contained to tab- 
ulating cards. 
These cards were 
then fed through 
electronic com- 
puters to get the 


census results. 
° + 


William Uliman 
+ 


NOW the questionnaires will be 
photographed on microfilm.) blatt thinks his system can lead) 





marks entered by Census enumer- 
ators (still plain, old-fashioned peo- 
ple), and transcribe the informa- 
tion on magnetic tape. The tape 
can then be fed directly to com- 
puters. 


Consumer surveys on styling 
preferences and plans to buy 
have long been valuable guides to 
industry planning, and commer- 
cial versions of Fosdic should 
mean faster, cheaper, and more 
accurate communication between 
consumers and Detroit planners. 


The second machine is still under 
development by Cornell psycholo- 
gist Frank Rosenblatt, but its ulti- 
mate applications may be too fan- 
tastic to imagine. Rosenblatt 
demonstrated the principle of his 
invention, called Perceptron, at the 
U. S. Weather Bureau here. 


Perceptron is a radically new 
idea for an electronic “brain’”—one 
which can learn things by a proc- 
ess similar to that used by the 
human brain. While the current 
batch of “think” machines can 
solve mathematical problems very 
quickly, they are unable to make 
| decisions, classify unfamiliar ob-| 


| jects or learn languages. Rosen-| 
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these things—and then some. 
> * * 


Machine ‘Thinks’ 
rr. THE Washington demonstra- 
tion, a simple version of Per- 
ceptron was set up to sort what- 
ever it saw into two similar groups. 
The machine was not told what 
the objects would be or how they 
should be sorted. 

Perceptron was then shown a 
series of cards with a square print- 
ed on each, the location of the 
square differing from one card to 
the next. After looking at 30 or 
40 cards, Perceptron began sort- 
ing them into two groups: In one 
were all the cards with a square 
on the right side; in the other 
were cards with squares on the 
left. 

Nobody told Perceptron to do 
this; the machine simply decided 
that this was the most logical 
way to sort the cards. 

The unit that did this job con- 
tained only 500 memory units and 
400 sensing units. Rosenblatt said 
that with 10,000 to 20,000 memory 
units, Perceptron should be able 
to teach itself the difference be- 
tween collies and beagles, or other} 
complicated objects. Presumably, it 
could also learn the difference be- 





Dont let a'drip’rob your profits 


New DeVilbiss Remote Cup Method eliminates one of the 
major causes of costly rework and job delays 


Now you can maintain proper gun angle on all sur- 
faces—tilt, turn or even invert the gun to keep it 
pointed at right angles to the job—without risk of 
dripping paint from the vent hole . . . a hazard com- 
mon to all siphon-feed cups. 


With the Remote Cup Method, the container is 
away from the freshly painted surface. It remains 
vertical at all times; has no vent hole, as required 
in a suction-cup setup. Furthermore, the Remote 
Cup Method reduces arm strain, gives far more 
maneuverability over the entire car, provides better 
spray control for improved flow out, less “orange 
peel” and wasteful overspray. 


Call your jobber today for a free demonstration, 
or write: The DeVilbiss Company, Toledo 1, Ohio. 


FOR BETTER 





SERVICE 


DeViLBiss 


BUY 


Aye 


THE DEVILBISS COMPANY 
TOLEDO 1, OHIO 


Barrie, Ontario © London, England © Branch Offices in Principal Cities 





New DeVilbiss Remote Cup Method transfers paint 


container to your idle hand, 
with all materials. 


reduces 
You can spray at any angle; get higher quality 


gun weight 60% 
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Fosdic will scan each one, read the| to machines capable of doing all| tween a convertible and a hard 


or a tudor and a fordor, anc sor 
them or count them or invoigg 
them. It might even be hooked 
to type out appropriate windsh 


price stickers. 


* * * 


Now, Just a Minute... 


HE DAY may come when ma. 

chines will decide on the most 
popular passenger car style. A con. 
sumer preference survey could be 
turned over to Fosdic, which could 
read them and pass the dope along 
to a computer. 

Perceptron could examine the 
results, memorize a couple of en- 
gineering handbooks, read the 
latest Department of Commerce 
releases and decide what sort of 
car to build. (There’s a design 
machine on the drawing boards, 
too, which might be able te 
sketch just the car that Percep- 
tron had in mind.) 

Use of electronic “brains” for 
these top-level jobs would leave 
Detroit executives free to spend all 
of their time appearing before Con- 
gressional investigating committees, 
It’s possible, of course, that Per 
ceptron could learn to be a witness, 
too. 

> ° > 


Yes and No Dept. 

vo WASHINGTON press corps 
could have used an electroni¢ 

brain of its own to sort out the 

various economic indicators that 


| have been released this summer, 


Unemployment figures were at a 
17-year high in mid-June, accord 
ing to the Departments of Labor 
and Commerce, but the agencies 


| also noted that employment had im 


creased, too. Manufacturing indus 
tries reported their first employ- 


| ment increase in 18 months. 


The big June jump in unem- 
ployment was caused by the entry 
into the labor force of about 2 
million students, “many of whom 
may mever have had a job,” ac- 
cording to Secretary of Com- 
merce Sinclair Weeks. 

Weeks, who said he was “opth 
mistic” several weeks ago, reported 
that he is “more optimistic” now 
and thinks “we are right on the 
edge of the woods.” ) 

Besides the rise in manufactur 
ing employment, two things 
tributed to Weeks’ cheery outlook? 
(1) The length of the work week 
went up from 38.6 hours in May 
to 39.2 hours in June, and (2) im 
dustrial production rose in May 
and is expected to show another 
increase in June, 

President Eisenhower's top eco 
nomic aides have told him that the 
recession was at its worst in April 
Future prospects, they said, point 
to a summer not as bad as April, 
and a gradual improvement in bus 
iness in the fall. 

If things go well, the experts 
said, the nation’s total output of 
goods and services in the fourt® 
quarter of 1958 may match last 
summer's high. ‘ 

7 > 


Profit Rates Climb 

ROFIT rates were higher in 

1956 than in 1940 in 16 out of 
25 major manufacturing industries, 
reports the Federal Trade Commis- 
sion, but the auto industry was 
not ‘one of them. While the rate of 
return for petroleum refining went 
up from 6.8 to 13.9 precent in the 
16-year period, the motor vehicles 
industry rate declined from 17.4 
14.7 percent (excluding Ford Motor 
Co., which did not publish financial 


data in 1940). 
* 


> > 


Billboard Rules 


GRCRBTARY OF COMMERCE 
Weeks has announced that pro 
posed national standards for the 
control and regulation of outdoor 
advertising signs in areas adjacent 
to the Interstate Highway System 
will be published soon in the Fed- 
eral Register. Interested persons 
will be given a chance to submit 
written comments and suggestions 
before final standards are adopted. 
Under provisions of the Fed- 
eral-Aid Highway Act of 1958, 
states which agree to control 
outdoor advertising along the 
Interstate System get a bonus in 
the form of a greater Federal 
share of the cost of the roads. 
While Weeks is not legally re 
quired to give interested parties @ 
chance to comment on the bill 
board regulations, he felt that the 
public interest would be better 
served by following this procedure 












accord+ 
Labor 
gencies 








se this “rol the-window test to sell more E-Z<YE options 


os ; 
See Barbara Hale as ‘Della Street’’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Della Street” proves E-Z-EYE is the next best thing to air conditioning 


Let your customers drive your demonstrator out in 
the sun and roll the E-Z-Eyve window halfway down. 
They’ll feel the sun burning their forehead while the 
rest of their face stays shady cool. The reason: E-Z-Eve 


Reduces fatiguing glare, too 


This test also shows how E-Z-Eye protects against 
glare fatigue, caused by squinting into strong natural 


Safety Glass has a special blue-green tint that filters 
out hot solar radiation, keeps it from pouring in 
on the car’s occupants. 


light. Particularly through the windshield, your cus- 
tomer will see how shaded E-Z-Eyve Safety Plate 
reduces glare while giving clear, undistorted vision. 


Any wonder why E-Z-Ere is one of your car’s most wanted 
options? And a most profitable one for you? Sell it! 


5 steps 
to added 
protits: 


-Z-EVE 


LIBBEY -OWENS-FORD GLASS COMPANY, TOLEDO 3, OHIO 


1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 
GLASS. Cars move more 
easily with E-Z-Eye (na- 
tional surveys show more 
than 55% of car buyers 
want tinted glass). 


SAFETY 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 
better way to sell the 
features of E-Z-Eve than 
by giving your prospects a 
convincing look-through. 


paca 
1 Ot 
i [- | 
\-~,-- 


with the shaded windshield 


MP LATIE 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 
of the least expensive of all 
optional features, but an 
extra sale for you and much 
of it clear profit! 


GLASS 
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Delco-Remy 
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Program 


One of Expansion 


By Joseph M. Callahan 
Engineering Editor 

ANDERSON, Ind.—GM’s Delco- 
Remy division, the world’s largest 
producer of automotive electrical 
equipment, has some concrete plans 
to pecome even larger. 

Chief architect 
and dynamo be- 
hind these plans 
is Donald L. 
Boyes, who was 
appointed Delco- 
Remy ’s general 
manager last 
September. His 
previous position 
was general man- 
ager of the Hyatt 
Bearings division. 
This is his eighth 





4. M. Callahan 


city and fifth division in 30 years) 


with GM. 


Discussing the changes he has 
made and will make at Delco- 
Remy, Boyes said that he wanted 
to make it clear 
that he was par- 
ticipating in a 
joint effort and 
that the Delco- 
Remy organiza- 
tion has been 
outstanding for 
many years for 
the way its mem- 
bers work as a >. 
team. M 

Detailing his ; 
long-range and D. L. Boyes 
aggressive views, he asserted, “The 
long-term trend is upward. We have 
to take the present recession in 
stride and act as intelligently as 
possible. We want to increase our 












sales and we want to be more 
efficient manufacturers. 


“Delco has a reputation for good 
management. I want to make sure 
that we don’t miss any bets.” 

Here are some of the actions 
that Boyes has taken in the sales 
field: 


1. The reorganization and ex- 
pansion of the sales department. 
There is now a replacement parts 
sales manager, as well as an orig- 
inal equipment sales manager. A 
number of sales engineers have 
been added. Although Delco-Remy 
sells through UMS, Boyes said he 
thought it important to add a sales 
manager to exploit the replacement 
market. 


2. The opening of a sales office 
in suburban Detroit, which is 
now manned by seven sales en- 
gineers. This office was selected 
because it is more or less cen- 
trally located with respect to all 
the GM car divisions and because 
it will be more convenient to 
Delco-Remy’s other customers in 
Michigan and eastern New York. 
The division has about 300 orig- 
inal equipment customers. 


3. Another regional sales office 





_0> BOTOM wwoTdw 





“Gentlemen, we're going after 
sales from a new angle.” 





consin and Iowa. At present, Boyes 
said, sales engineers out of Ander- 
son cover the West Coast, the South 
and the East Coast. 

4. Market research has been step- 


will soon be opened in Chicago to! ped up. 


|service customers in Illinois, Wis- 





He commented, “We are carefully 


Docustomers hound you 
with complaints about brakes that 
“fade” on the steep hills? Do they have 
to fight for control of-the car ...even with 
repeated pedal-pumping? Then it’s time to stop 


flirting with danger and give your customers the added 


protection of Johns-Manville Custom 4-Star Brake Linings. 
It’s easy to understand why J-M linings can’t be matched 
for dependable performance. They’re made of a wet mix of 
metallic impregnated asbestos fibres densely compounded .. . 
and they’re patiently cured by the rare combination of both 
hydraulic pressure and oven baking at controlled tempera- 


tures. Result: a brake lining that recovers rapidly . . . main- 
tains its frictional stability under any driving conditions. 

Let your local J-M distributor set you up now. For his name 
and address, contact Johns- Manville, Box 14, New York 16,N.Y. 


Backed by the name known to millions of car owners! 
JOHNS-MANVILLE 





J 





u 
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analyzing markets where we hope 
to make more sales. We expect to 
expand in the heavy duty and 
special equipment, marine, off-the. 
road, diesel and aircraft fields, 
We're surveying all markets where 
electrical equipment is used and 
laying sales plans. 

5. Advertising is being increased, 
Boyes said that Delco-Remy is in- 
creasing advertising to “a certain 
extent” as part of a more intensive 
marketing approach. 

“We are doing more advertis. 
ing than has been done in the 

past,” he said, “and we will do 
more. This is part of the neces- 
sary groundwork to accomplish 
our sales objectives.” 

Outside the sales field Boyce hag 
taken the following steps to 
strengthen his division since last 
September: 

1. A definite effort is being made 
to get into the defense effort. This 


is one of the most important moves | 


Boyes has made and the one that 
is currently taking a great deal of 
his time. 

To help achieve this objective, 
Delco-Remy recently established 
two new engineering groups, the 
Applied Science Department and 
the Electro-Chemical Research De- 
partment. 

Herman L. Hartzell, Delco-Remy 
chief engineer, said, “The imme 
diate objectives of the new depart- 
ments will be to accumulate ‘know- 
how’ in newly developed areas of 
science and to keep Delco-Remy 
abreast of scientific trends and 
rapid changes in technology 
brought about by discoveries in 
such fields as electronics, electro- 
chemistry and solid-state physics. 
The eventual goal, of course, is to 
translate these advanced ideas into 
new and improved products for the 
division.” 

The Applied Science Depart- 
ment will be concerned with elec- 
trical and electronic fields and 
the Electro-Chemical Department 
will concentrate on military bat- 
teries. At present, the efforts are 
being turned to almost every 
known type of battery. An im- 
portant by-product of this re- 
search work is expected to be 
new, worthwhile domestic prod- 
ucts. Some 40 people have been 
added. 


Boyes said that Delco-Remy’s 
military work in the past has been 
mostly modifications of commercial 
products, but that now the division 
is moving aggressively to develop 
missile components and other items. 

“From the profit standpoint, this 
is not a lucrative field,” he said 
“But we think it’s important for 
(1) the ‘preservation of our own 
skins’ in this Cold-War era, (2) 
for the increase of our total sales 
and (3) for the chance it gives us 
to enlarge our pool of scientific and 
technical talent. Otherwise, some- 
body is going to zoom by us.” 

2. A program to become more 
efficient manufacturers; even 
though Delco-Remy’s process en- 
gineering department is believed to 
be one of the best in General 
Motors. 

In this connection, Boyes has had 
a number of Delco-Remy people 
sent to study systems engineering 
and operations research at Johns 
Hopkins University. Delco-Remy 
also has research projects now at 
the General Motors Institute, Ba- 
telle Institute and the University 
of Illinois. 

Boyes said, “We are maintain- 
ing close liaison with the GM 
Tech Center and our people are 
doing considerable travelling. This 
summer the manufacturing man- 
ager of the eight Anderson plants 
and our master mechanic are 
going to Europe for two or three 
months to look for new and 
better manufacturing and proces- 
sing techniques. 

3. A positive program to develop 
new products. 

“We're making a formal drive 
to develop new products for Delco- 
Remy,” he said. “We want to tap 
a lot of Delco-Remy brains for new 
ideas. 

“Although this program has not 
been fully worked out as yet, up to 
now, it has consisted mostly of 
department heads holding meetings 
to discuss new ideas. No ideas are 
ever ridiculed. One man has been 
appointed as a sort of nerve center 
for the program. This program will 
be developed further.” 

In this connection, Delco-Remy 
recently introduced a new alter- 
nating current generator and a 
new transistor voltage regulator, 
considered by some as the biggest 

(See TURNINGS, Page 18, Col. 5) 
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Make your lubritorium a Golden Invitation to new service sales 












with LINCOLN 


Stale 


CEILING 
LUBREELS* 
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to merchandise your 









Pn AIR OR SPRING- 
| OPERATED 


AUTOMATIC 
RETRACTING 


modern lube services! 





The best dealers choose the 
‘Lincoln Golden Standard” 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service . .. makes your lube room a Golden Invi- 
tation to new sales. 


efficiency ... exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


... says LEONARD H. CARMODY, President 
Carmody Pontiac, Inc. 
East St. Louis, Ilinois 


dependability . . . maintenance is the lowest . . . 
“Golden Standard Lubreels help make our ‘first-time’ visitors Fig installation is simplicity itself. 
regular customers. People have come to know that the gold panel om 
stands for the finest lubrication available. As for us, we know Call your Lincoln Sales and Service Wholesaler. 
it not only for ‘looks that attract,’ but for fast, efficient lube ef He’ll be happy to advise and assist you in plan- 
work and minimum maintenance. We like the complete service 4 ning all your lubritorium requirements. No obli- 
facilities our Lincoln wholesaler gives us, too.” + gation, of course. 


Lead with Lincol/n 


*Trade Name Registered 


LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co.' e 


I 
Engineers and Manufacturers « AUTOMATIC LUBRICATING EQUIPMENT e SAINT LOUIS 20, MISSOURI 





Ford Dealers Elect— 


San Antonio, retiring secretary-treasurer. 


tomers — will be convinced! 


SPLATTER AND 

SHOCK-PROOF 
Hit with a hammer, 86-521 
adheres to the head; doesn't 
splatter and remains in place at 
the point of contact. Even water- 
saturated Kenlube B-521 won't 
splatter. 









KENDALL REFINING COMPANY 





New and old officers of the Southwestern region of the Ford Merchandising School 
Assn. stand together after elections at the organization's meeting in San Antonio. 
From left are Cecil Wade, Laredo, Tex., retiring president; Walter J. Cooper, Ford 
division general sales manager; A. M. Mciiwain, Abilene, Tex., incoming president; 
R. 8. Anfin, Ford Southwestern regional sales manager, and Frank Gillespie jr., 
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How They're Pushing Sales... 





Dealer Ad Ideas 


Dealership ‘in the Game’ 

“TEPHENS, Ford dealer at 3484 

Main St, Buffalo, tied in the 
baseball season with a newspaper 
ad featuring the caption: “We’re in 
the Ball Game, Too.” 

The firm used the ad to report 
that during June it delivered 155 
new and used cars and trucks. 

Said ad copy: “Every man on our 
team is a hard hitter. Our loyal 


|| supporters, developed by honest 


dealings, have kept us in the first 
division for the past 20 years. Come 
in and meet the boys. They'll make 
the hit but you'll be the winner if 
you buy from Stephens.” 

> af * 


Larceny in the South 
OUTHERN CHEVROLET, De- 
catur, Ga., advertised in a local 
newspaper with this headline: 
“Wanted—170 car buyers with lar- 
ceny in their hearts.” The ad de- 


clared that prices at Southern are 
now so low and tradein allowances 
so high that getting a ’58 Chevrolet 
is “a virtual steal.” 


* * * 


Ad Trademark 


EN REDD CHEVROLET CO., 

Logan, Utah, is using its high- 
way billboard as a newspaper ad 
trademark. 

The firm utilizes much space in 
the classified ad section of the local 
newspaper, and these display-type 
ads usually contain a photograph 
of the firm’s highway signs. 

“We find,” a company spokesman 
said, “that our billboards make good 
ads, and they simplify newspaper 
makeup problems. All we have to 
do is take a picture of the bill- 
board, have a cut made, and we've 
got ready-made newspaper art for 
our ads. 

“In addition, the double play of 





YOU CAN SILENCE 


BALL JOINT «:squawkiNnc” 


TESTS PROVE SUPERIORITY 


for ball joint, chassis, wheel bearing, water pump, 
universal joint and other applications 
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WITH KENLUBE B-521 


i di 
a 


Close tolerances and narrow passages make the ball joint suspension a critical lubrication 
point. Ordinary greases just won't do the proper job. The result — ball joint squawking, 
customer complaints. End both by using Kendall’s amazing multi-purpose grease — 
Kenlube B-521. It silences noise, reduces wear, and provides smoother, easier steering that's 
immediately obvious to the car owner. Just one application and you—and your cus- 


RESISTANT TO WATER 
AND CORROSION 
Mix Kenlube B-521 with water. 
it absorbs water up to 25% of 
its weight and will not break 
down. String out the water-sat- 
vrated grease between your 
fingers. It retains its body and 

texture; doesn't slump back. 


BRADFORD, PENNA. 


LUBRICATION SPECIALISTS SINCE 1881 


UNUSUALLY HIGH 
MELTING POINT 


Kenlube B-521 withstands tem- 
peratures of 500 degrees with- 
out melting. Under severe serv- 
ice conditions which cause tem- 
perature extremes, 8-521 won't 
run out, assures proper lubrica- 
tion. 


—. 


the billboards help the public 
identify the firm.” 
* 


* * 


‘Price-Tag Days’ in St. Louis 
N AN ad in the St. Louis Post- 
Dispatch announcing “Price-Tag 

Days,” Beyer Motors (DeSoto- 

Plymouth) included a duplicate of 

the “official price certificate” show- 

ing factory-suggested list price, de- 
livery, excise tax and handling 
charges and transportation costs, 
“We're taking the hocus-pocus 
out of automobile pricing with this 
price certificate,” Beyer said. “We're 
putting the certificate on the wind- 
shield of every new DeSoto.” 


The dealership said it was the | 
first time that a St. Louis dealer © 


had placed price tags on his cars. 


” * * 


Kids Get in the Act 


ANDALL & RAWLS, Richmond 
(Calif.) used-car dealers, use 
separate photos of Randall’s two 
young daughters to spice their 
newspaper advertising. 
Their current message is: 
“School is out and vacation time 
is here. We listened in again when 
our daddy and Mrs. Rawls were 


talking and this is what we heard: 7 


No, not a sale but almost brand 
new cars fully guaranteed to make 
any vacation a complete success.” 


Baltimore Tax 
On Advertising 
Is Ruled Invalid 


BALTIMORE.— Advertising 
taxes imposed by the City Govern- 
ment last fall to help balance the 
budget have been invalidated by 
Circuit Judge Joseph L. Carter. 

In a 35-page opinion, Judge 
Carter ruled that the “tax ordi- 
nances violate the fundamental 
guarantees of freedom of the 
press.” He said the ordinances are 
“invalid, void and unconstitutional.” 

The plaintiffs had contended the 
ordinances “violate the due process 
clause of the Constitution, that 
they are beyond the taxing power 
of the Mayor and City Council 
and that they are vague, indefinite, 
ambiguous and discriminatory.” 

The City Government repealed the 
disputed taxes six weeks after they 
became effective last Jan. 1, The 
repeal becomes effective next 
Jan. 1. 


Also, the State Legislature early 
this year enacted a statute stipu- 
lating that no one business can be 
singled out for exclusive taxation. 
The enactment was a direct result 
of the new City tax. 

It was after the legislative enact- 
ment that the City tax was 
repealed. 


Tire Shipments 
Gain 4.89 Pct. 


NEW YORK.—Manufacturers’ 
shipments of car tires during May 
amounted to 7,523,454 units, an in- 
crease of 4.89 percent over the 7,- 
173,000 tires shipped in April, ac- 
cording to the Rubber Manufac- 
turers Assn., Inc. 


Production of car tires in May 
was 6,715,002 units, increasing 2.96 
percent over the April production 
of 6,521,837 units. Inventories in 
the hands of manufacturers at the 
end of May amounted to 18,262,601, 
a decrease of 4.14 percent below 
the April inventories of 19,050,859 
tires. 

Shipments of truck and bus tires 
during May came to 979,646, de- 
creasing 2.25 percent below the 
1,002,135 tires shipped during April. 
Production in May was 937,813 
units, compared with the 954,914 
tires produced during April, or a 
decrease of 1.79 percent. Month-end 
inventories of 3,571,441 tires were 
lower than the 3,607,103 units on 
hand at the end of April by 0.99 
percent. 


Ruddach Elected President 


Of Washington Group 


ABERDEEN, Wash. — Harry 
Ruddach, Ruddach Motors, Inc., 
has been elected president of the 
Grays Harbor Auto Dealers Assn. 
John White, Whitney Oldsmobile 
Co., was named secretary-treasurer. 

Ruddach succeeds Joe Ramsey 
and White replaces Gene Morehead. 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 





By Bethune Jones 
Legislative Correspondent 


OF POTENTIALLY far greater long-range significance 
than the currently spotlighted temporary extension by 


many states of unemployment-compensation payment pe- 


riods is a continuing trend toward further permanent lib- 
| eralization and broadening of these laws. 
en tht See eee 


permanent liberalization of 
the jobless benefit laws carry 


the threat of eventually heavier 
employer tax burdens, while broad- 
ening of the laws is being sought 
in some states to include coverage 
of small employers heretofore 
exempt. 

By early July, 19 states had com- 
pleted or started legislative or 
administrative action for temporary 
extension of unemployment benefit 
payments, either through participa- 
tion in the new Federal loan pro- 
gram or by tap- 
ping their own 
idle pay reserve 
funds. Similar 
steps were under 
consideration in a 
number of other 
states. 

States acting to 
extend benefits 
through legisla- 
tion for participa- 

S. tion in the Fed- 
Bethune Jones eral plan were 
Delaware, Maryland, Michigan, 
Minnesota, Nevada, New Jersey, 
Rhode Island and West Virginia. 

Those deciding upon legislation 
for benefit yo" without 
participation in the ederal pro- 
gram were Colorado, Connecticut, 
Illinois, Ohio and Wisconsin. 

States accepting Federal loans 
for benefit extensions through ad- 
ministrative action, without the 
need for additional state legislation, 
were Alabama, Arkansas, Califor- 
nia, Indiana, New York and Penn- 





Colorado Law Differs 

TILL undecided at this writing 
S as to whether to extend jobless 
benefits were a number of other 
states, including Massachusetts, 
Missouri, Montane, Teme, Oe - 
Washington. Bene extension 
ee ees promised by Gov. A. 
B. Chandler, but it had not yet 
been determined whether a special 
legislative session would be needed. 

States deciding against benefit 
extension at this time or in which 
such action was not expected in- 
cluded Florida, Idaho, Iowa, Mis- 
sissippi, Nebraska, New Hampshire, 
South Dakota, Vermont, Virginia 
and Wyoming. 


Differing from the pattern of 
extending benefits for an average 
of 13 weeks, as contemplated by 
the Federal program, a special 
session of the Colorado Legisla- 
ture enacted a measure extending 
by 6% weeks, until next Apr. 1, 
the State’s normal 26-week maxi- 
mum payment period. The exten- 
sion will be financed from the 
State’s $73 million unemployment 
compensation reserve fund. 

The Colorado law was less than 
half of what Gov. S. L. R. Mc- 
Nichols had asked. He wanted a 
13-week extension and also re- 
quested that coverage be broadened 
to include firms employing fewer 
than four persons. 

Although enacting a measure ex- 
tending Ohio’s jobless benefit pe- 
riod from 26 to 29 weeks, with the 
financing to come from the State’s 
reserve fund, a special legislative 
Session rejected other proposals 
that would have increased pay- 
ments and that would have legal- 

employer-financed unemploy- 
ment benefits in addition to the 
State program. 
* ~ * 


Wisconsin Payments Rise 


A WISCONSIN special legislative 

session enacted a bill raising 
maximum jobless benefits from $38 
to $42 a week and extending the 
benefit payment period from 26% 
to 39 weeks. The 12%-week exten- 
sion will continue until April, while 
the maximum benefit will be cut 


back to $38 in July, 1959. The pro- 
gram will be financed from the 
State’s unemployment benefit re- 
serve fund. 

The Massachusetts legislature 
was considering bills both to ex- 
tend the payment period tempo- 
rarily and to raise the amount of 
benefits permanently. A bill favor- 
ably reported to the house would 
increase maximum jobless benefits 
from $35 to $40 a week. 

Several states earlier this year 
enacted measures liberalizing un- 
employment compensation laws in 


a trend which has progressed 
steadily since the inception of the 
program and which is expected 
to be extended further next year 
when the legislatures of 45 states 
convene in regular session. 

A measure enacted in New York 
State this year raised maximum 
weekly unemployment insurance 
benefits from $36 to $45 and revised 
employer tax rates to make sea- 
sonal industries carry a larger part 
of the benefit costs. It also closed 
a loophole through which some 
wage earners had been able to col- 
lect unemployment benefits and va- 
cation pay at the same time. 

Delaware lawmakers enacted a 
new law increasing maximum job- 
less benefits from $35 to $40 a week. 

= * * 


Maryland Eyes Change 
A BILL enacted by the 1958 Ari- 
zona legislature raised maxi- 
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pensation benefits from $30 to $35, 
and reduced the payroll tax on 
employers. 

Kentucky lawmakers this year 
enacted a measure increasing job- 
less benefits and tightening eligi- 
bility requirements, It raised maxi- 
mum benefits from $32 to $34 a 
week and minimum benefits from 
$8 to $10 weekly. 

Among prospective future devel- 
opments in the unemployment com- 
pensation legislative field, Gov. 
Lane Dwinell has suggested that 
the 1959 New Hampshire Legisla- 
ture should increase the amount of 
weekly benefits and should broaden 
the program to include employers 
of one or more persons, instead of 
four or more as at present. 

Broad changes in the Vermont 
unemployment compensation law, 
including extended coverage and 
higher benefits, have been rec- 
ommended to the State Unem- 
ployment Compensation Commis- 
sion by its nine-member advisory 
council. 

Maryland’s State Department of 
Employment Security announced it 
will present a new employer’s tax 
plan to the State Legislative Coun- 
cil in November. 

Robert B. Kimble, executive di- 


mum weekly unemployment com-| rector of the Maryland agency, ex- 





17 


plained the new tax program is 
designed to forestall an increase in 
the maximum tax level for all of 
Maryland’s 50,000 employers next 
year to support a greatly depleted 
unemployment compensation trust 
fund. 

Depletion of the Maryland re- 
serve fund already has caused a 
doubling of the tax for half of the 
state’s employers, effective July 1. 
An increase to the maximum is 
considered inevitable for July 1, 
1959, unless the entire levy system 
is revised, Kimble said. 

> 


3 Montana Tax Proposals 


Anwar, pressure for fur- 
ther increases in highway-user 


taxes, to provide additional state 
revenue for highway construction, 
is continuing in several states. 
Montana’s Legislature will be 
urged next year to enact increases 
of about 20 percent in three major 
levies against motor-vehicle oper- 
ators to raise $3.5 million a year. 
A citizens committee favors, 
among other things, boosting the 
gasoline tax from 6 to 7 cents 
a gallon, to produce about $2 
million annually. It also wants to 
revise upward the GVW scale of 


(Continued on Page 48, Col, 2) 


“YOU...and carbureter servicemen everywhere... asked for 
a low cost kit that will do a complete overhaul job!”’ 






“Frills out eee 
essentials in” 


a finding shown by Carter's recent national 


survey of automotive mechanics 


Contents of a typical genuine 
Carter Power Center Re-carbu- 
retion Kit! 


6 gaskets 

1 pump plunger assembly 

1 spring 

2 main metering jets 

2 step-up rods 

1 needle and seat assembly 


Contact your Carter Supplier today. 


CARTER 


This is exactly what the new 
Carter Power Center Re- 
carburetion Kit offers you today! 


In producing this handy, low 
cost re-carburetion kit, Carter 
has streamlined the contents of 
its repair parts package. There 
are no leftover parts or exces- 
sive inventory. Now the new kit 
contains only the parts that are 


Now...from Carter... 
here it is 

The Re-carburetion Kit— 

with all the essentials in one 


package to do a complete 
carbureter overhaul job. 


@ not a cleanout kit 
@ not a “short” kit 


Carter’s survey indicated a pressing need for a low cost kit 
that would do the complete re-carburetion job. Such a kit called 
for a parts package that would include the necessary metering 
components and all other essentials required in general car- 
bureter overhauls... but no “frills.” 





absolutely essential for most carbureter jobs in any shop at 


any mileage. 


Gone are the days when you had to chase around the shop 
after separate parts. Now...all in one convenient package... 
the Carter Power Center Re-carburetion Kit does the complete 


job quickly ...economically...and at a good profit to you. 


CARBURETOR 
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Plymouth Dealers Elect— 


New directors of the Plymouth dealers Assn. of Los Angeles and Orange County 
Gre, from left, Walter Linch, Redondo Beach; Lloyd Gregg, N. Hollywood; Bernie 
Freeman, los Angeles; Bob Clapp, Al Roberts, Garden Grove, and George Klimpel, 
Fullerton. Officers include Stan Walker, los Angeles, president; Tom Ashbrook, South 
Gate, vice-president; Mel Alsbury sr., Hollywood, treasurer, and Lew Jabro, secretary- 
manager. 


A case history from 
the files of Gene Carlyle, a 
sales manager for Jerry Smith 
Buick, Inc., Kansas City: 

It is a tremendous advantage 
to have a standard set of prices 
and discounts and standard prices 

for accessories and 


Sales then to tell the 
Cc truth so that vir- 
ase tually the same 
Histories deal can be set up 


with a customer on 
the second try. 

We have forms on which all 
our accessories and extra-cost 
options are printed with their 
list prices. 

I figured a deal with a business 
man. He picked out the car he 
wanted, told me what he had to 
trade, and selected his options, 
but he could not be closed. He 
just wasn’t ready to buy for 
reasons which he did not men- 
tion. ee 


. though I couldn’t close, I 
ran the credit on the man and 


How Nation's Salesmen Meet... 


Practical Problems of Selling 





found out he was all right in 
that department. I charged it all 
off to experience. 

Four months later, he called 
and asked me to go over the 
deal we had talked about. As he 
enumerated the items, I gave him 
the prices, quoted him the allow- 
ance on his used car and gave 
him the price on the new car he 
wanted. 

He seemed to be checking a 
list at the other end of the 
phone, and after we got through 
he said that the prices were 
within $5 of those we had dis- 
cussed four months earlier. I 
told him they ought to be ex- 
actly the same unless the price 


License Sale Under Way 


ORANGE, Va.—Orange County’s 
new $10 motor-vehicle license tags 
went on sale July 1, County Treas- 
urer James T. Todd said. Tags will 

|be on sale for at least 30 days 
before their display on motor ve- 
hicles becomes mandatory, he said. 












Oklahoma’s largest wheat crop in 
many years was harvested this year, a 
113 million bushel bonanza—=more than 
double last year’s crop, that represents 
about $198 million income to the state. 


This boost in agricultural income is 
being felt in a harvest of new sales, 
sales resulting in a flow of dollars in 
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grow with OKLAHOMA! | 
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$198,000,000 wheat crop bonanza 
harvested in growing Oklahoma 


oe Bp 


growing sales in all facets of the state’s 
economy. 


The Oklahoman and Times give ad- 
vertisers unequalled coverage of this 
growing market. 10 


Are you getting your share? Schedule 
your advertising in The Daily Okla- 
homan and Oklahoma City Times to 
reap the best sales results in Oklahoma! 0 


Source: 1958 and 1955 Survey of Buying Power 


x a 


Ue Mas 


had been raised on some item 
in the meantime. 


He liked the deal and asked 
me if I could bring the papers 
over for him to sign. I had his 
name on the contract and was 
back in the office in 15 minutes. 


I am sure that if I had quoted 
him some impossible figures 
which I could not have remem- 
bered, I would have lost this sale. 


cz 
Turnings 
(Continued from Page 14) 
change in these components in 
the past 20 years. 

One of Boyes’ most important ob- 
jectives since coming to Delco- 
Remy has been to assist the city 
in getting a suitable local airport 
to replace the present grass-covered 
(and frequently water-covered) run- 
ways. He recently persuaded GM to 
contribute $50,000 to this project 
and another $50,000 was contrib- 
uted by others. This objective has 
not been reached as yet, but pros- 
pects are good. 

“To sum up,” Boyes said, “Even 
though business is slow, we're ex- 
pecting a steady growth. And we're 
trying to take the steps that will 
keep us a little ahead of the 
parade.” 


These things have been accom- 
plished in 47-year old Boyce’s first 
10 months in Anderson, It’s a good 
bet that more will be heard from 
this man and from this division 
from whence came former GM 
President Charles E. Wilson and 
a present GM executive vice- 
president, Louis G. Goad. 


* * * 


Improvement Reported 


In Electric Locks 


ANDERSON, Ind.—Modifications 
in design to improve further its 
electric door-locking system were 
announced by Delco-Remy. This 
unit permits the driver or front- 
seat passenger to lock or unlock 
automatically all four doors at the 
touch of a fingertip. 

Introduced as optional equipment 
on 1958 Cadillacs, the system is ex- 
pected to have even greater appli- 
cation in the 1959 model year. 

Design modifications include its 
installation as an integral part of 
the lock rather than as a separate 
adaptation. Manual operation, how- 
ever, is separate and the new link- 
age design still requires only finger- 
tip pressure to lock the doors, the 
firm said. 

The system—actually an electric 
actuator for the door locks—places 
no additional drain on the automo- 
bile’s electric circuit even with the 
more powerful solenoids on the new 
models. 

To lock the doors the driver 
merely moves a switch on his door 
panel to the down position, Delco- 
Remy said. A similar switch on the 
right-front door panel is designed 
for the convenience of front-seat 
passengers. 

Movement of either of these self- 
centering switches to the up posi- 
tion unlocks all the doors, a special 
feature in the Delco-Remy design, 
the division said. 


Auto Museum 


Clymer Plans Display 
On Coast 


LOS ANGELES.—Plans for a Los 
Angeles Automobile Museum to 
house vintage vehicles and prize 
racing cars have been outlined by 
Floyd Clymer, auto historian. 

“It has been my goal for many 
years to establish such a museum 
in California,” Clymer said. “Los 
Angeles is the greatest automobile 
city in the world. It is the logical 
city to have such a display.” 

Some 300 exhibits, including an- 
tique and classic cars, racing cars, 
ancient motorcycles, steam engines 
and some early aircraft equipment, 
plus a complete illustrated library 
of the history of the automobile, its 
early catalogs, service manuals and 
advertising, will be on display at 
the museum. 

Clymer said he plans to donate 
25 of his Own classic cars plus 30 
motorcycles to the museum and 
obtain the rest of the exhibits from 
some 100 private collections 
throughout the country. 
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mister, how’s your 













Are your bins run-down at the heels? Are they overloaded? Do you have to play “‘seek- 


and-you-may-find-the-part-you-are-looking-for’’? Are your bins outmoded? If so, they are 
cutting into your profits and efficiency. Just because your parts dept. may be in the 
back of the house, there’s no reason why it should be treated like a country cousin. Look 
at your parts dept. now! Are you satisfied with its appearance and efficiency? If not, 
get in touch with your nearest Borroughs distributor, and let him show you how to 
put your parts dept. in order. There’s no obligation on your part whatever! 


. . . the bins that offer you more features than any other bins . . 
costs from the very start of their installation . . 


Start now to cut costs and increase efficiency with Borroughs Bins . . 


value money can buy — bar none! 





. the bins that cut 
. the bins that never become obsolete. 
. the best bin 





Borroughs warehouse distributors —- always at 


BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, W.E., Atlanta 9, Ge. 
TRinity 2-3576 
BORROUGHS MFG. CORP. 
121 Vorick St., New York 13, M. Y. 


LOUIS A. ALEXANDER CO. 
264 Wl. Beacon S!., Watertown 72, Mass. 
Watertown 4-4140 —4-7204 
AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


Webster 3-6445 Algonquin 5-1477 
20 East North St., Buifale 3, N. Y. THE BROWER CO. 
Elmwood 7047 114 Virginio St., Seattle 1, Wash. 
1220 Richmond, Cincinnati 3, Ohie MUtual 0464 
MAin 1-5975 1616 KW. Glison, Pertiend, Ore. 
8905 Lake Ave., Cleveland 2, Ohie CApitel 8-8774 
OLympic 1-6620 TACOMA ASBESTOS CO. 
54 West 30th, Indianapelis 8, ind. 25th and Holgate, Tacoma, Wash. 
TAlbot 75083 MAin 1175 
204 Builders Bidg., Lewisville, Ky. 
WAbash 2783 


W. W. CANNON CO. 


9739 Denton Or., Dalles 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Hewsten, Tex. 
PReston 7688 


S. I. DAIGLE & CO. 
437 Philip St. New Orleans 10, La. 
EXpress 2138 
EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimere 12, Md. 
DRexel 7-8042 
1580 NW. 52nd St., Philadelphia 31, Pa. 
GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 


3819 W. Fond du Loc Av., Milwaukee 16, Wis. 


Wi 2-0145 


your service 


FISHER CORP., LTD. SIGGINS CO. 
177 S. King St. Henelele, Hawaii 704 Broedwoy, Kensas City 5, Me. 
Telephone 6-234] HArrison 1-7670 


1236 S. 13th St., Omaha, Nebr. 
2315 University, Des Moines, lowe 


WILLIAM A. GORE CO. 
1834 Adeline St. Oakland 7, Calif. 


TWinoaks 3-7233 i SIGGINS EQUIPMENT CO., INC. 
1732 Ist 5 See , Wash. 901 S. Boyle Ave., St. Lewis 10, Me. 


Jefferson 3-8822 —3-8042 


SPARKMAN-BARKER CO. 
505 Sante Fe Or., Denver 4, Cele. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 


Box 220, Billings Bridge, Ont., Canada 
(Ottawa) CEntral 4-8188 


GREEN-PENNY CO. 
4180 E. Noakes St., Les Angeles 23, Calif. 
ANigelus 8-3321 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicage 20, tll. 
HUdsen 3-5353 
METAL PRODUCTS CO. 


359 Madison Ave., Memphis 3, Tenn. 
JAckson 7-572 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH cunoion QRpmscamazco, MICHIGAN 








News to Note... 


Auto World in Brief 


SCHILLER PARK, IIl.—Controls| Auto Co., Washington Heights, Eau 





Co. of America announces acquisi- 
tion of Redmond Co., Inc., of 
Owosso, Mich. and Redmond 
Motors, Ltd., of St. Thomas, Ont., 
for approximately $1,715,000. 

The Redmond companies manu- 
facture electric motors and small 
special types of electrical rotating 
equipment, Redmond management, 
headed by James Tweedy, president, 
will continue to operate the com- 
pany. Tweedy will become a vice- 
president of Controls Co. 


* « + 
Nine Dealerships Added 


By Four Wheel Drive 


CLINTONVILLE, Wis.—Nine 
truck dealers have been appointed 
by Four Wheel Drive Auto Co. 
They are: 


Economy Motors, Inc., 3102 W.| Gulf Oil Corp. The company claims 
Hohlis|it will 


First St. Duluth, Minn.; 





Sales, 900 Grand Ave., Schofield, 
Clair, Wis.; Radke GMC Truck 
Wis.; Smith & Kerber, 2614 W. 
Chester Pike, Broomall, Pa.; D.E. 
Crooker, Ontonagon, Mich. 

Truesdell GMC Truck, Inc., 727) 
Michigan St., Toledo; Utilities! 
Equipment Co., Inc., 821 S. Barks- 
dale St.. Memphis; Wisconsin In-| 
dustrial Truck Co., Inc. Powers, 
Mich., and Eggimann Motor & 
Equipment Sales, 834 S. Park St., 
Madison, Wis. 


Gulfpride Select Oils 
Are Placed on Market 


PITTSBURGH.—Gulfpride Select, | 
a high-detergency automotive oil, 
has been placed on the market by 
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| America rides,” 


'W. C. Weirath, General Tire 





provide improved heavy-! 


duty, high-detergency lubrication 
for all cars. 

Gulfpride Select oils: will be of- 
fered in three grades, correspond- 


ing to Society of Automotive Engi- | 


neers viscosity classifications 10W, 
20/20W and 30. 
* 


= = 

4 Booklets on Tire Care 

Are Offered by General 
AKRON.—General Tire & Rubber 


Co. is offering four illustrated book- | 


lets entitled The Truth About Tires. 


|They discuss everything from 


beads, “the secret sinews on which 
to body, “where 
tire performance and mileage costs 
begin.” 

General said the booklets were 
prepared to help establish tire-care 
practices that will obtain from each 
tire “all the mileage that is built 
into it.” The booklets may be ob- 
tained without charge by writing 


Rubber Co., Akron, O. 


>= * = 
Kleen Pak Filter Firm 
Is Acquired by Pyroil 
LaCROSSE, Wis—M. O. Weiby, 
president of Pyroil Co., Inc., an- 


nounced the acquisition of Kleen 
Pak Corp., West Salem, IIL, manu- 


& | 





“He mails them dollar bills 
with notes attached saying 
there’s more where this came 
from at Ace Motors.” 





|facturer of oil-filter replacement 
| elements. Pyroil makes gas and oil 
additives. 

Weiby said Pyroil’s Champion 
Laboratories, formerly of Meriden, 
Conn., and the Kleen Pak manu- 
facturing plants would be consoli- 


COOL AIR BY THE CARLOAD? 





Cool Fack ev HARRISON... 


SENSATIONAL NEW LOW-COST CAR AND TRUCK AIR CONDITIONER 


Cool-Pack—the newest contribution to low-cost 

ing comfort! And of course it’s from Harrison 
—makers of the famous Custom “under the 
hood” air conditioning systems for all General 
Motors cars. Cool-Pack fits snugly under the dash. 
It’s handsome, fast and efficient. Just a flick of 
the switch and Cool-Pack thoroughly reconditions 
—cleans, cools and dehumidifies—every bit of air 
in the car every 30 seconds. Cool-Pack ig designed 
for the new Buick, Pontiac and Chevrolet cars— 
and most 1958 Chevrolet trucks. It’s another 
outstanding example of manufacturing ; 
craftsmanship, research and engineering from 
Harrison—makers of top-quality heat-control 
products for over 47 years. If you have a 
cooling problem, look to Harrison for the answer. 


HARRIGON RADIATOR DIVISION, 





GENERAL MOTORS 





SOL 





\ 


CORPORATION, 


LOCKPORT, 


AUTOMOTIVE AIR CONDITIONING 


NEW YORK 














dated at West Salem, with Howard 

Gaither, former president of Kleen 

Pak, as president of the merged 

companies and a director of Pyroil, 
* * * 


White to Double Service, 


Sales Facilities in Cincinnati 
CINCINNATI. — New sales and 
service facilities for White, Autocar 
and Reo trucks will be built on a 
three-acre tract which White hag 
purchased in Cincinnati. 
Norman G. Schacht, 





White 7 


| branch manager in Cincinnati, said | 


the expansion program will double | 
White's facilities in the area. 
* = * 


Service Supply Bought 


By Summit Chemical 


DENVER.—Robert T. Walker jr, 
president of Summit Chemica] 
Corp., has announced the purchase 
of Service Supply Co., makers of 
Serco automotive chemicals, 

Walker said Summit eventually 
will add new products to the Serco 
line and expand promotional ac- 
tivity. 

* * » 


McCullagh Inks Lease Pact 


With Allstate of Canada 


DETROIT.—Don McCullagh, 
president of General Car Leasing 
of Canada and Don McCullagh 
Leasing, Detroit, has announced 
the signing of a contract with 
Allstate Insurance Co. of Canada. 

A former Detroit auto dealer, 
McCullagh headed the “world’s 
largest Chevrolet dealership 
under one roof.” He sold the com- 


I 


l pany earlier this year. 
> = > 


Hall-Scott Engine Division 


Acquired by Hercules 

CANTON, O.— Hall-Scott, Inc, 
and Hercules Motors Corp. an- 
nounced the purchase by Hercules 
of the Hall-Scott engine division, 
Berkeley, Calif. 

The purchase, for an undisclosed 
amount of cash and notes, in- 


| cluded inventory, certain machin- 


ery, tools and engineering data 
along with the use of the Hall-Scott 
name. Hercules plans to build Hall- 
Scott engines here and will provide 
service for units in the field through 
its distribution facilities. Hall-Scott 
engines will complement Hercules’ 
line and make available a horse-§@ 
power range of 5 to 600 h. p. 
° ” > 


Dana Buys Michigan Firm 
Under Diversification Policy 

TOLEDO, — J. E. Martin, 
president of Dana Corp., has an- 
nounced the purchase for an un- 
disclosed sum af Chelsea Prod- 
ucts, Inc., Chelsea, Mich. 

Martin said the acquisition of 
Chelsea, producer of gear boxes 
for the automotive, truck, farm 
equipment and construction in- 
dustries, constitutes a further 
fulfilment of Dana’s diversifica- 
tion and expansion policy. 

> > 7 


Reynolds & Reynolds Moves 


Into New Dallas Quarters 


DAYTON, O.—The Southwestern 
plant of Reynolds & Reynolds Co. 
manufacturer of standard account- 
ing systems, has moved into its 
new 20,000-square-foot plant in 
Dallas. The main plant and office 
are in Dayton. 

The Southwestern plant, which 
serves Arkansas, Louisiana, New 
Mexico, Oklahoma and Texas, is 
managed by Homer M. Swindler. 
Plant superintendent is Howard V. 
(Bill) Swindler. 


Goodyear Road in Texas 


To Test Tires at High Speed 

AKRON .—A specially designed, 
rubberized asphalt road, finished to 
extremely close tolerances, has been 
built by Goodyear Tire & Rubber 
Co. near San Angelo, Tex. 

Designed and built for test work 
exclusively, the facility will be 
used by Goodyear to conduct tire 
tests safely at higher-than-legal 
highway speeds to develop new and 
safer tires for normal driving. The 
road, part of a multimillion-dollar 
test proving ground Goodyear is 
building, is a perfect circle, five- 
mile banked track, capable of han- 
dling speeds up to 160 miles per 
hour. 

~ * z 
Fire Damages Dealership 
RIPLEY, Tenn.—A fire did dam- 


age estimated at $75,000 to the Russ 
Devore Buick Co. 
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Meeting New Gas-Station Threat... 





Service Challenge Cited 


E current movement by the 
larger gasoline companies to 
put their qualified station operators 
into quick-service work has pointed 
out to the Automotive Engine Re- 
builders Assn. how their members 


bers’ machine shop to attract this 

business. 

“In considering this new busi- 
ness, several things quickly become 
apparent. First, what is needed in 
service that an AERA shop can 





can profit by working with these| provide? Second, how does the 
filling station ~—_ Sean getting | cone > hs tr nah from his 
szustomer labor service. | re : 
7 also opens up a new source of | “Considering item number one, 
profit for the alert car oa weet Se ae —. — 
=~! 
ee af the aa. var a |the following service repairs: 
. Since these gasoline operators | Brake relining, drum turning, hy- 
are going to take on automotive | draulic cylinder service and repairs, 
service work to a greater degree, | replacement of power-brake units, 
if they are urged to by the oil | 
marketer they represent, there is | 
nothing the dealer can do to stave | 
off this competition except im- | 
prove his own service so his | 
customers will not desert him for 
some station up the street. 
However, the quality of the work 
will determine how much of a cus-| 
tomer following the gas stations) 
will be able to build up. Even the 
worst of them will do some busi-| 
ness, and the good ones may make} 
quite a dent in the automotive 
repair market. 
But as the AERA bulletin an-| River Chevrolet Co., one of the 
nouncing the aims of the associa-| Detroit area's most successful Chev- 
tion points out, the majority of the) rojet dealers, has gone out of busi- 
corner stations are cramped 
space and will not have the equip-| didn’t know how to conduct his 
ment to do any but the simplest) business under current highly com- 
jobs. .-a & | petitive conditions, for his was one 
2 of the most fertile promotional 
Opportunity for Dealers minds in the industry—but because 
pus gives the alert franchised|@ change in population had made 
d 


ealer, who is equi to do| his location untenable. 
aes To illustrate the type of a guy 


he is, when he had made up his 
mind to walk out of his situation 
his first thought was for his em- 
ployes, some of whom had been 
with him for as long as 14 years. 
These men had been loyal to 
Rose and he wished to show his 
appreciation of that loyalty even 
though he had to terminte their 


everything, the chance to work 
with these station men and take) 
over a lot of the work that they 
will not be able to do in their sta-| 
tions. 
In many communities it may) 
even pay dealers to set up a depart- 
ment to do carburetor and fuel-| 
pump overhauls on an exchange 
basis and do many jobs for these 
stations that are beyond their) employment. 
ability rather than have them sub-| So he made up a letter explain- 
let this work to an automotive! ing the situation and listed all of 
jobber, engine rebuilder or some/| his 120 employes, their date of em- 
other source. ployment with him, their job in 
This work, if obtained in suffici-| his organization and their addresses 
ent volume, might be a way for|and sent this letter and list to 
many dealers to solve the idle-time| every Chevrolet dealer in the dis- 
problem in their shops. trict. In less than two weeks he 
The bulletin from the AERA to | had placed all but eight of these 
its members should be of consid- | employes, in some cases in better 
erable imterest to this type of | jobs than they had with him. 
franchised dealer. It says, “With I am happy to doff my hat to a 
the gaseline or service station | factory policy that handled this 
moving into the auto-repair mar- | deal in the manner in which Rose 
ket, a new type of service will | was able to terminate his dealer- 
have to be provided by the job- | ship. Both he and the factory knew 


Watch for August 18 Issue .. . 


Assignment: Backshop Profits 


In a notably poor year, some dealers are managing to 
turn in good profit reports. This is no accident. These 
dealers make money in good times or bad. 

They fare well because they serve their communities 
well. They have built well on service—the foundation 
of their position in their communities. 

As far as new-car sales go, the outlook is uncertain. 
No one knows how the 1959 models will strike the fancy 
of new-car buyers. We hope they enchant the buyers 
and that all will be rosy once more. 

But, looking into the future, it’s a safe bet that the 
dealers who are doing well on service will be doing well 
generally in 1959. For that reason, we are making a 
special effort in our Aug. 18 Service issue to bring to 
dealers the lowdown on outstanding service profit opera- 
tions in the nation. 

This issue will be a treasure book of profitable ideas. 
Watch for it. 





carburetor overhaul, generator and 
starter repair, ignition work and 
tuneup, cylinder-head recondition- 
ing or valve-grinding jobs. Some 
even offer complete overhaul jobs 
as well as exchange engines, 

* = + 


Advice from AERA 
a machine shop can 
offer most of these services; 


many can offer all on a spot-repair 
or exchange basis. 

“On item two, we must realize 
the service station operator dif- 
fers greatly from our dealer, 


«+ by Jack Weed 





AUL ROSE, owner of Grand|that his location had steadily been 


deteriorating. Although Rose had 
a buyer for his business as a going 
enterprise, neither he nor the fac- 


for) ness. Rose quit—not because he|tory wished to unload “a property 


that had no potential on some un- 

suspecting guy just because he had 

money and did not know enough 

about the business to realize that 

he would be buying a “dead duck.” 
. > > 


Closed Point 


S° THE factory stepped in and 

helped Rose liquidate his busi- 

ness as a going concern. And that 
(Continued on Page 25, Col. 1) 


Tool Group Asks 


Show Moratorium 


ETI Renews Stand 
On Displays in ’59-’60 


membership of the Equip- 
ment and Tool Institute at their 
last general meeting held in Detroit 
June 16 again reaffirmed their re- 
quest for a moratorium on all 
regional jobber-sponsored parts and 
equipment shows for the years 
1959 and 1960. 

Their original resolution to this 
effect was made at their general 
meeting in Detroit June 10, 1957. 

Nothing was said in the resolu- 
tion about the NADA Equipment 
Exhibition which is scheduled for 
Chicago Jan. 31-Feb. 4, 1959, leaving 
it up to the membership to make 
their own decision as to whether 
they will exhibit or not. 

* * - 
os resolution, incorporating the 
reasons for the moratorium re- 
quest is as follows: 

Whereas, the membership of the 
Equipment and Tool Institute has 
since the formation of the institute 
extended their utmost in support 
of and in cooperation with the 
sponsoring authorities of regional 
automotive shows, as typified by 
such exhibitions as the Southwest 
Automotive Show, Pacific Automo- 
tive Show and others, and 

Whereas, such shows have been 
conducted in all regional areas 
of the U.S. during the past eight 
years or longer, and 

Whereas, each area has held such 

(Continued on Page 22, Col. 3) 


NEW PRODUCTS 


Page 42 











{merica’s Motor Vehicles 


garage or fleet customer. He us- 
ually has a limited space and 
limited personnel, therefore we 
must render immediate or ‘hot- 
shot service’ and in many cases 
delivery as well. 


“The new field can be extremely 
profitable for several reasons. In 
many cases the station does not 
stock all items sold, some none and, 
therefore, much of the merchandise 
is sold at low discount. Since the 
average station is not too well 
equipped with machinery, it will 
need many services the ordinary 
garage or dealer performs in his 
own shop. This can add to machine- 
shop volume. 


“In selling this type of customer 
you will find he, in most cases, will 
more readily take suggestions of- 
fered by the machine shop than do 
many of our other customers, The 
machine shop that provides efficient 
service and fast delivery service 
will get this business. 


“Usually one or more stations 
in every locality are the hangouts 
for the ‘hotrod and drag-strip’ 
crowd. 


“In this case the gamut of serv- 
ices required can run extremely 
wide. Head grinding for special 
compression ratios, valve porting, 
hard chrome plating of crankshafts 
and camshaft grinding, to name a 
few.” 

* +. * 


Delco-Remy Program 


7 entry of the corner gasoline 
station into the “quick service” 
picture will be in far greater num- 
bers than ever before. 


It is estimated in some quarters 
that the number of stations 
equipped to do tuneups, brake work 
and weel balancing will at least 
equal the number of franchised 
vehicle dealers by the end of this 
year and will also bring about a 
realignment of sources of supply of 
many items that will figure promi- 
nently in their service offerings. 

For instance, Delco-Remy al- 
ready has embarked on a program 
of not only supplying genuine 
General Motors ignition parts to 
one big oil-marketing chain 
through United Motors Service, 
and through a new group of 
wholesale outlets, but is commit- 
ted to building coils, voltage 
regulators, distributor caps, con- 
densers, rotors and contact sets 
for Ford and Chrysler vehicles. 

Delco-Remy already is supplying 
these parts for many models of 

(Continued on Page 24, Col. 1) 


NADA Show Eyes 
Larger Turnouts 
For Service Hall 


UTO manufacturers will utilize 
approximately 5,500 square feet 
of exposition floor space in the 
Service Consultation Hall at 
NADA’s Chicago convention and 
exhibition next January 31-Feb. 4. 


According to Roy Smith NADA 
exhibition manager, the service de- 
partments of every car maker will 
5 represented in the Consultation 

all. 


The Service Consultation Hall 
feature of the NADA exhibition, 
inaugurated in 1957, has proven to 
be a popular attraction for the 
dealers and their service managers 
in attendance at the conventions. 

Factory service personnel also 
have been pleased with results 
they have been able to obtain in 
meeting a large number of their 
dealers from all over the U. S. 
in informal visits and talks dur- 
ing the hours the Consultation 
Hall is open. 

Plans for the coming meeting 
already are being shaped up in most 
factories, which hope to encourage 
a much larger attendance of service 
managers at the Chicago show, par- 
ticularly from dealerships within 
driving distance of Chicago, Dealer 

(Continued on Page 22, Col, 5) 





Watching Wiggles— 


Stephen J. King, left, watches wiggles 
on a DuMont EnginScope which records 
performance of this auto's engine. The 
“show" was part of a free auto inspec- 
tion during a clinic held at Stevens 
Buick Corp., Mt. Vernon, N. Y. 


‘Long Discounts’ 


Upset Wholesaler 


Redistribution 


Tighter Control Called 
Solution to Overcoming 
Price Cut Practices 


UTOMOTIVE wholesalers seem- 

ingly are having some of the 
same trouble with the “long dis- 
counters” that has upset many 
sound operators in the vehicle re- 
tail sales end of the _ business, 
according to a recent report on 
redistribution practices by the mar- 
keting research committee of Na- 
tional Standard Parts Assn. 


They have found that a number 
of the firms engaged in the redis- 
tribution of parts and equipment 
have seemingly been using their 
functional discount to either cut 
prices to the retail trade or to 
enhance their own profit struc- 
ture. 

This, of course, is not in accord 
with reasons why manufacturing 
firms allow these functional dis- 
counts on the merchandise that are 
sold by the larger jobbers and dis- 
tributors on those products which 
they sell the smaller wholesale out- 
lets. 

The discount is allowed to help 
defray the additional expense of 
warehousing, credit and distribu- 
tion on that part of the wholesalers 
stock that is sold to other whole- 
salers, many times at the same 
discount rate enjoyed by the selling 
jobber. i 


SUBCOMMITTEE on redistri- 

bution practices, consisting of 
representative wholesaler and man- 
ufacturer members of NSPA, has 
been working since February on 
the problem of bad practices within 
the wholesale part of the industry 
which have arisen in connection 
with the indiscriminate expansion 
of redistribution. The group hopes 
to achieve by coordinated research 
and cooperative action the elimina- 
tion of certain features felt detri- 
mental to the industry. 

Three hundred fifty wholesaler 
members of NSPA answered 
questionnaires on _ redistribution 
practices, 

It is obvious from the replies, 
said NSPA, that there exists among 
wholesaler members widespread 
dissatisfaction about excessive re- 
distribution in many lines in their 
areas, There also is great willing- 
ness, NSPA believes, to have the 
manufacturer exert more effective 
control over outlets supplied 
through redistribution. 

NSPA is a voluntary organiza- 

(Continued on Page 26, Col, 1) 
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Dodge Service Club Elects Officers— 


Hal Lasquie, second from left, Dodge los Angeles regional service manager, con- 
gratulates newly elected officers of the Dodge Service and Parts Managers Club. 
From left are Dave Berg, Long Beach, vice-president; Lasquie; Bill Hull, Los Angeles, 
president, and Loran Miller, Reseda, secretary-treasurer. 





Through 1959 and 1960 . 


Tool Group Requests 


4 Show Moratorium 


(Continued from Page 21) 


shows in sufficient frequency dur-| be suspended for a period of time, 
ing these periods to meet all needs | and 


for the next few years, and 


| 


Whereas, it is also their opinion | 


Whereas, in many areas the fre-| that the foregoing applies equally | 
quency in the conduct of such| to the sales volume of the distribu- 
shows has been influential in ef-| tors of their products in the areas 


fecting a decline of interest and in| 


attendance of wholesalers, their) | Welding 
salesmen and the dealer service|, 


trade of the area, and 

Whereas, the exhibiting of their | 
products at such shows by ETI 
members involves a considerable 


and funds, and 
= > = 


EREAS, 





Society Schedules 
'°59 Convention in Chicago 


NEW YORK.—The American) 
| Welding Society will hold its 40th | 
annual convention and welding ex- | 
position in Chicago during the week | 





|| investment for them in both time) of Apr. 6. | 


Adhesive bonding arfd the welding | 
| of plastics will be included for the 


it is the opinion of | first time, and firms and personnel | 


these member exhibitors that | connected with these processes will | 


| their sales volume will not be seri-| present technical papers and ex- 


ously affected should such shows’ hibits, an AWS spokesman said. | 





Extra-black Du Pont blacks end matching problems 
trouble-free handling cuts job costs 





“DUCO” JET BLACK LACQUER reduces 3 to 1—so 
one gallon gives four at the gun, compared with 
three for ordinary lacquer. And “Duco” is the 
blackest, glossiest lacquer you can get! 


Black Lacquer . . 


. saves man-hours. 


Here are blacks so black they end matching problems 
. so well made they solve spraying problems! 
DUCO® Jet Black Lacquer dries extra-fast—lets you 

compound over-all jobs in four hours, touch-ups in two. 

And because of its high initial gloss, it needs less com- 

pounding . . 
DULUX® Black Enamel is a beautiful heavy-duty fin- 

ish that’s ideal for hot-weather use because it is wrinkle- 

resistant. Even on humid days “Dulux” flows out freely 
and dries quickly to a bright wrinkle-free gloss. 

So for real economy and top quality in enamel as 
well as lacquer, use Du Pont blacks—‘‘Duco” Jet 

. “Dulux” Black Enamel. 


chemically engineered to do the job better 


BETTER THINGS FOR BETTER LIVING .. 


‘ 


+ THROUGH CHEMISTRY 


REG. u. 5. PAT. OFF 


where such shows might be held, 
and 

Whereas, it is furthermore mem. 
ber opinion that a considerable 
number of their product distriby- 
tors in these areas would welcome 
such suspension, inasmuch as th 
must also invest considerable in 
time and funds in the promotion 
of trade attendance and for the 
attendance of their own executives 
and salesmen, if the desired results 
from the show are to be gained by 
such distributors, therefore 

Be it recommended, to all re- 
gional show sponsoring authori- 
ties of the U.S, that they indi- 
vidually and collectively refrain 
from the conduct of any regional 
automotive product shows in any 
of their areas during the years 
1959 and 1960, excepting only such 


| shows, as typified by the Interna- 


tional Automotive Service Indus- 
tries Shows, and which are im- 
mediately preceded by both the 
national annual convention of 
Motor and Equipment Whole- 
salers Assn. and the national 
convention of National Standard 
Parts Assn., and also the annual 
national meeting of the Motor 
and Equipment Manufacturers 
Assn., and furthermore 

Be it resolved, that the only such 
regional show to be approved by 
the Equipment and Tool Institute 
for the year 1958 be the Pacific 
Automotive Show at Los Angeles, 
and furthermore 

Be it resolved, that the Equip- 
ment and Tool Institute refrain 
from approving any regional type 
show for conduct in any area dur- 
ing the years 1959 and 1960, except- 
ing those such shows as conform 
to the foregoing recommendation. 


NADA Show Eyes 
Larger Turnouts 
For Service Hall 


(Continued from Page 21) 


service managers and service per- 
sonnel will be admitted to the ex- 
position on a complimentary basis 


without registration fees. 
o > > 


ITH increasing industrywide 

recognition of the importance 
of service, NADA's 1959 convention 
committee is placing greater em- 
phasis on the exhibition, with spe- 
cial plans being made to integrate 
the exhibition more closely with the 
general convention program. More 
opportunity for dealers to visit the 
exhibition and to confer with ex- 
hibitors is an objective of the new 
program. 

“Present high costs of doing 
business make efficient service 
operations of prime importance 
to every dealer,” Smith said. “Our 
discussions with dealers in many 
parts of the country indicate a 
deep interest in new and better 
shop equipment which will make 
it possible to do service jobs 
more efficiently with better profits 
being realized from the service 
operation. 

“Both dealers and exhibitors will 
benefit from this increasing recog- 
nition of the importance of the 
service operations in new-car 
dealerships.” 

Already more than half of the 
available booth space in the NADA 
Chicago show has been contracted 
for by leading suppliers. 


Buffalo School 
Graduates 89 
Young Mechanics 


BUFFALO.—Burgard Vocational 
High School has graduated 89 men 
who have completed their four-year 
course in automobile mechanics. 
They are classified as “above aver- 
age apprentices,” rather than as 
journeymen mechanics. 

The Buffalo Automobile Dealers 
Assn. has informed its members 
that many of these graduates wish 
to find employment in dealers’ 
shops. The association has supplied 
members with forms which may be 
sent to the head of Burgard’s auto 
mechanics department, informing 
him of dealer needs. 

The association has informed its 
members that these young men will 
need some on-the-job instruction 
and supervision, but should adjust 
quickly. It was suggested that they 
be given consideration over a 
“green” apprentice in the matter of 
pay. 
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In Sales 














(Authority: Automotive News, issue of July 7, 1958) 


Up—Up—Up! That’s the way Rambler sales are going. Now in Seventh Place among all 


American-built cars! And that’s the way Rambler dealer sales are going, too! 


Wouldn’t you like to be selling one of the top sales leaders . . . the one car that is 


smashing all sales records? Now is the time to get on the Rambler bandwagon. 


= 
i 





- We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 
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Rambler Franchises Also Available In Canada and Important export markets. 
in Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 


moore ee ee eee 


mes 


Director of Dealer Development 
American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete informa- 


tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 
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To Help Meet Gas-Station Threat .. . 


Service Cooperation 


good reputation of their own prod- 

uct in the hands of the owner. 
Years ago, many dealers went 
after the business of the independ- 
ent garages in their area, put on 
schools to aid in training these 
mechanics in the proper procedures 
of servicing their vehicles and de- 
veloped a very friendly cooperative 
feeling between themselves and the 
independents. 
= 








(Continued from Page 21) 


American Motors and Studebaker- 
Packard, it is understood. 

These stations also will be able to 
buy Delco batteries, AC plugs, 
Delco-Remy points and other items 
on what is understood will be prac- 
tically the same basis as General 
Motors vehicle dealers. 

It also is understood that one of 
the Big Three is toying around 
with the idea of eliminating its 
volume rebate percentage and low- 
ering the list price of its parts by 
that much. 


* * 


Reasons for: ‘Invasion’ 


—— program now can be wid- 

ened to take in the gasoline 
stations as fast as they get into 
“quick-service” work. By working 
with these stations now, dealers 
may prevent business which they 
can handle, and which will be prof- 
itable, from going to other sup- 
pliers. 

The trend is well on its way, and 
there is no way to stop it as long 
as the “majors” have their eyes 
focused on expanding their penetra- 
tion in this market. 


But the case is not hopeless 


* * aa 


Other Moves to Follow 


seems to be no question 

in the mind of any experienced 

parts and service expect but that 

these are only the forerunners of 

many other moves that will be 
made in the near future. 


With these factors staring him 
in the face, it behooves every car 
and truck dealer to investigate 
how he can best capitalize on the 
parts and labor sales that these 
new stations will provide to the 
dealers who are alert enough to 
take advantage of the situation. 


Franchised dealers, especially in 
the smaller and medium-sized com- 
munities, now have the opportunity 
to lay the ground work for working 
in harmony with the stations in 
their service area, both for their 
own profit and to safeguard the 





Big Savings Seen 
In Truck, Bus Use 
Of Multigrade Oils 


ATLANTIC CITY, N. J.— New 
multigrade motor oils for heavy- 
duty service can save owners of 
gasoline truck fleets and diesel 
buses hundreds of dollars a year, 
two Standard Oil Co. (Indiana) en- 
gineers told the Society of Automo- 
tive Engineers. 


Cc. C. Colyer, of Standard’s re- 
search department at Whiting, Ind., 
and J. M. Miller, of the sales 
technical department, said the 
savings estimates were based on 
three million miles of heavy-duty 
field tests. 


“Trucks, buses, and tractors 
favor multigrade oils over single- 
grade oils in engine-starting at low 
temperatures and in fuel economy,” 
they said. “Well-formulated multi- 
grade oils also extend the period 
between engine overhauls and de- 
crease inventory requirements.” 


Multigrade oils lubricate effici- 
ently over a wider operating tem- 
perature range than single-grade 
oils, the engineers said. They cost 
more, but they result in far| 
greater economy in over-all opera- 
tion of trucks and buses which 
more than offsets their additional 
cost, Colyer and Miller said. 

Colyer and Miller said in testing 
the use of multigrade oils in heavy- 
duty service, qualities studied were 
fuel mileage, oil mileage, low- 
temperature starting and engine 
wear. 





Ohio Grease Purchased 
By Jesco Lubricants 


NORTH KANSAS CITY, Mo. — 
Claude L. Johnson, president of 
Jesco Lubricants Co., announced 
the purchase of Ohio Grease Co., 
Loudonville, O. He said the Ohio 
firm will continue to operate as a 
separate corporation under its 
present management. 

Ohio Grease has a 35,000-square- 
foot plant plus. warehouses in 
Philadelphia, Chicago, Cincinnati, 
Memphis, New Orleans, Shreveport, 
La; Charlottesburg, Ky. and 
Charleston, W. Va. 


Jones Signs with CARS 


LITTLE Ark. — Herbert 
Jones Motors (Rambler) has been 
awarded a franchise by Cars Rental 
System, Inc. The nationwide rental 
and leasing firm is based in Fort 
Lauderdale, Fla. and operates 
through franchised new-car dealers. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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ORDER YOUR AC 


FM-36 


TOOL KIT PACKAGE 
from your regular 
AC supplier today! 


the FM-36 package includes: 


@ High Quality AC Spark Plug 
Service Tool Kit 

* One 8-pack of AC Spark Plugs 
(Type 85TS) worth $8.24, when 
sold, reduces your initial in- 
vestment of $21.45 for the 
Package to the low net of $13.21. 





Is Urged 


now—nor has it ever been—for 


the franchised dealer who is sin- area 
cere in building a well-rounded, deale! 
profitable business, and who will pen 3 
do the common-sense things that ated. 
make for closer customer con- Ro 
tact. retai 
Aside from the fact that an eco- but 
nomic squeeze has made it neces- and 
sary for the majority of the oil , @s 
companies to do something quickly ; more 
to improve the profit potential of ; cour 
their stations, most experienced au- perce 
tomotive men claim that the deal- trad 
ers themselves have brought on this Ope 
invasion of the dealers’ service po- itable 
tential by not taking care of their more 
customers during the lush vehicle his Vv 
sales years. im 
And, of course, practically all of Set 
the vehicle manufac one 
S geod pectin terers can take | White Honors Veteran Service Managers— Lf 
the current situation, because they, One of the highlights of the annual service refresher conference for White branch have 
too, took their eyes off the service| service managers was an awards presentation made to seven managers with 225 was, 
ball in their mad scramble for new-| years of service in the White organization. W. L. Pepin, left, White service director, out « 
vehicle sales without keeping their| cited the men with 30 years or more service records with the company. In the front out 
outlets in a well-rounded profitable| row, from left, are Pepin, L. A. Landrum, Houston; W. E. Schwarze jr., Philadelphia, Whil 
operation that could withstand ajand E. J. Pfillips, Albany. Back row: C. H. Thomsen, Portland, Ore.; R. D. Schmitt, my 
ne 


couple of slow sales years. San Francisco; G. W. Dobbratz, Chicago, and B. N. Goldthrope, Cincinnati. 


SELLING SLANTS 





DEALERS ACCLAIM... 


these BIG (Xe Hits ¢ 


time-saving AC Spark Plug TOOL KIT , 


Dealers say: “Just the ticket for speeding spark plug removal and installa- 
tion” . . . and only $13.21* to dealers for this package valued at $25.56. “ 






Dealers appreciate this high quality Tool Kit : 
_. HERE ARE i BIG REASONS... : 

p 

; 





« 
Extensions provide easy plug removal Rubber Socket Retainer holds plug, no 
from 90% of V-8's without disconnecting need to “climb into” the engine during 
power units. installation. ‘ 









Valuable time 
saver ... makes 
tough jobs easier 
+. cuts labor time 


as much as 50%. 


In addition to 
speeding service 
on all plug jobs, 
this 7-piece tool 
kit is a big help 
for working on { 
pumps, genera- 
tors, starters and 
oil pan removal. 





Extensions permit service immediately 
without waiting for “cooling off” period 
+ + » no more burned hands on hot 
manifolds, 


GET ALL THE TOOLS to do the job! 








inch 
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mate. 
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Backshop . 


aa W eed 


(Continued from Page 21) 


area now is closed to any new 
dealer unless a miracle should hap- 
pen and the area became rejuven- 


Rose is not quitting automotive 
retailing because he wants to, 
but being a smart business man 
and good manager, he faced up 
to a situation that was getting 
more difficult every day. At last 
count he was selling less than 10 
percent of his vehicles in his 
trading area. 

Operating a top-ranking and prof- 
itable service shop, he was having 
more and more difficulty enticing 
his vehicle customers to stay with 
him as service customers, regard- 
less of the good service he was 
offering. 


I, for one, believe that if he hadn’t | 


have been as service minded as he 
was, Rose would have been either 
out of that business or just plain 
out of business some years ago. 
While he had to invade his brother 
dealers’ trading areas to get his 
new business, he still had a good 








“repeat” customer following because 
his customers appreciated the good 
service he made available. 


Rose claims he will be back in 
business in a new location and I'll 
gamble it will be comparatively 
soon. He isn’t the kind to get any 
pleasure out of “twiddling his 
thumbs” and Chevrolet can always 
use a dealer who has a reputation 
of taking care of his customers, as 
Rose has. 


In this connection this column 
is firm in the belief that the ma- 
jority of dealers who are in diffi- 


Knoxville School Expands 


Automatic-Drive Training 

KNOXVILLE, Tenn.—Fulton Vo- 
cational Training Center has de- 
veloped a top-flight automatic- 
transmission course. 

The school has eight types of 
automatic transmissions and the 
special tools needed to work on 
them. Charles Hood is the automo- 
bile mechanics instructor. 





culty today are in that spot because 
they do not know the fundamentals 
of good dealership management. 
They may be good traders and 
know how to make good profits on 
either new or used vehicles when 
times are normal, but let a slowup 
in vehicle sales come along and 
they are lost. 

* 


* * 


Business Guides 


UTOMOTIVE NEWS is in the 

process of gathering data on 
how a dealer can judge whether 
he is doing a good, well-rounded 
business, and in preparing stories 
of the most successful dealers in 
each make and what they have 
done and are doing to continue to 
make money in today’s market. 


In talking to many of these 
dealers, who incidentally are in 
accord with your column conduc- 
tor’s viewpoint, we find that the 
most important job that any 
dealer has is to develop cus- 
tomers. A dealer cannot develop 
customers if he allows them to 
be insulted in his place of busi- 
ness or if he doesn’t go as far as 
possible keeping them happy in 
their purchase. 

This means that the dealer him- 
self must be continually alert to 








Chevrolet Mechanics 
Spend 14 Hours in Class 


DETROIT.—An average of 14 
hours per man is being spent in 
classrooms by Chevrolet dealer- 
ship mechanics studying latest 
automotive servicing and repair 
techniques in the company’s 
nation-wide training program. 

From the start of the 1958 
model run through February, 9,- 
300 mechanics took a total of 
almost 132,000 hours of training 
on the new cars, E. L. Harrig, 
company service and mechanical 
manager, said. During 1957, Har- 
rig said, nearly a half million 
hours of instruction were com- 
pleted by over 35,000 Chevrolet 
dealership mechanics. 


the helm of a yacht or from the 
19th hole of his favorite golf course. 
He knows whether he is doing a 
good job only when he makes it a 
practice to talk to his owners 
months after they have paid him 
for the delivery of their new ve- 
hicle. 

The customer, regardless of 
whether he is a businessman, 
knows if the dealer is operating 


the details of his business. He can’t) his business properly and the smart 


run a successful dealership from) 


dealer can pick the wheat out of 














AC Marine Spark 


New Waterproofed “SPARE PAC” 


“Boat owners are really going for ACs in the 
‘Spare Pac’.” That’s the big success story 
from dealers stocking this AC “first” in 


spark plug packaging. 


It’s the new way to sell spark 


plugs . . . AC’s famous rust- 
proofed plugs in the smart 
new waterproofed con- 
tainers provide an 
unbeatable sales 
combination. 


Here’s why: 


@ Each plug sealed separately in waterproofed, 
transparent plastic enclosure to assure factory 


freshness. 


of individual plugs. . 
Merchandiser punched for 


. . - where every customer can see it. 


ALL TYPES AVAILABLE from your regular AC supplier 


Watch Walt Disney Studios’ ZORRO every week— ABC-TV 
AC SPARK PLUG @ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Eight plastic-enclosed plugs mounted on mer- 
chandiser that carries a selling message. 


Merchandiser perforated for convenient tear-off 
. sell one to eight. 


“Spare Pac” Merchandiser encourages impulse 
buying . . . quick purchase of extra spark plugs. 


Waterproofed package encourages customers to 
carry a spare in their tool or tackle box. 


of the Selling Seas 


Plugs in the 


traffic area display 


Garden Power Units, Too! 


Attention Power Mower and other Power Unit 
dealers! AC offers a complete line of 2 and 4 cycle 
engine spark plugs. Stock up now. Display banner 
below for more spark plug sales. 















“Spore Pac” Container 
folds flat for 
convenient storage. 









the chaff in the replies to a few 
friendly remarks. 
*” + + 

Goodwill Builder 

EALERS who are looking 

around for some “gimmick” 
that they can hand their customers 
or give away to schools, women’s 
and men’s luncheon clubs, etc., 
should give more than a casual 
glance to the booklet, “You and 
Your Car,” put out by Channing L. 
Bete Co., Inc., Greenfield, Mass. 

This booklet contains a compre- 
hensive course in good driving 
rules and emphasizes the service 
points that go to make up safe 
driving. These, of course, can be an 
invitation to use the dealer’s service 
facilities. 


The outside back cover of the 


or he can use it to feature some 
salient points of his own facilities 
and operations. 


Every dealer occasionally is 
caught “over a barrel” by customers 
refusing to pay for service because 
the factory advertising seems to 
give them an out, The tops in all 
such claims, in my mind, was the 
woman who had put 11,000 miles 
on a new car since the last war- 
ranty work had been done on it 
and then refused to pay the $8.95 
for a tuneup because she claimed 
the factory advertising said the 
engine in her car was a 100,000- 
mile engine and she shouldn’t have 
to pay for any work on it during 
the time she ran up that mileage. 


Even the dealer, himself, is one 
of Detroit's largest dealerships, 
couldn’t make her understand that 
the charge was legitimate. She left 
in a huff. 


Nuts to Slowdown 


GOT a real “bang” out of an 

envelope stuffer that Marty Baz- 
ner of Ammco Tools is using these 
days. It contains a sermon, the 
facts of business life and the best 
advice that any one can give the 
owner of a sick business. The sheet 


policies that have made us suc- 
cessful for over 30 years.” 


The same thing is true in the 
automobile business to a great ex- 
tent. Vehicle sales are down but 
many dealers are still making 
money and going along without 
“hurting.” They are just continuing 
to do the things they know are 
good business and servicing their 
customers to the satisfaction of 
the owner and at a fair profit to 
the shop. 


Dealers who have been through 
the past two years say that current 
conditions are similar to those 
that hit the industry back in 1940. 
If the factories and the dealers 
will bring out the same old pro- 
grams that aided the dealers to 
get back on their feet then, they 
say, those same programs will do 
the same } 

Basically, they include good shop 
layout, treating the customer cour- 
teously, selling him what he needs 
and doing the work properly, 
scheduling the jobs so that there 
is no idle or wasted mechanic time, 
making certain that stalls that 
could be bringing in a profit are 
not garbage or collecting bins and 
keeping everlastingly busy. 

These are good, sound tools for a 
dealer to use any time but they 
pay off handsomely during the 
times when new and used-car 
profits are low. 


Hicklin GM Diesel Moves 


Into New Home in Des Moines 


DETROIT. — Hicklin GM Diesel, 
Inc. newly formed GM Detroit 
Diesel Engine distributor in the 
Iowa-Nebraska area, has occupied 
its new main building at 5425 Sec- 
ond Ave., Des Moines, according to 
owner-president Robert V. Hicklin. 

The new building measures 8,500 
square feet, has a separate injector 
service room, a dynamometer for 
engine testing and a special bay to 
accommodate engine servicing on 
large trucks, Hicklin said. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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‘Long Discounts’ Hurt 
Parts Redistribution 


(Continued from Page 21) 


automotive service industry. It can- 
not, however, adopt a code of prac- 
tice, because it has no legal au- 
thority to do so, and it could not, 
and would not, wish to enforce 
compliance. 


* * « 


Study and Recommendations 


association feels that it 
should not only present to the 
entire automotive service industry 
the factual result of its coordinated 


NSPA feels that wholesalers and 
manufacturers alike should exert 
their influence in correcting these 


saler who sells to dealers, 
etc.. but who also supplies some 
other wholesalers through redistri- 
bution. 


OFEBT wrye that the tom WD 
be changed to “RW” (redistrib- 


Big Space Saving 
Seen in Shelving 
That Is Adjustable 


JENKINTOWN, Pa.—Adjustable 
shelving pays for itself in one or 
two years and then becomes a 
revenue-producing investment re- 
turning in savings over its lifetime 
15 to 20 times its purchase cost. 

These are findings of a study of 
the first cost of shelving made by 
the Columbia-Hallowell division, 
Standard Pressed Steel Co. 

Adjustable shelving saves by sav- 
ing on storage floor space, the firm 
said. This adjustability, by slashing 
initial building costs or annual 
rentals, is probably the shortest cut 
to the biggest savings in either in- 
dustrial or commercial shelf instal- 
lations, the firm added. 

The firm recently introduced a 


shelving, called Erectomatic. 
Savings are possible since most 
installations fall far short 
of full use of the space 
between shelves in day-to-day op- 
erations, Columbia-Hallowell said. 


Detroit Paint Lab 
Opened by Glidden 

CLEVELAND. — Establishment 
of an automotive and industrial 
sales and service laboratory in 
Detroit was announced by 
Glidden Co. 

The new facility is equipped to 
provide evaluation and testing of 
industrial and automotive finishes, 
as well as demonstrate Glidden’s 
new emulsion finishes, said A. D. 

general manager of the 


special 
representative and color coordi- 
nator. G. Sheldon Veil heads the 
Detroit lab. 


uting wholesaler) and that the 
term “Warehouse Distributor” be 
limited to those companies which 
sell to wholesalers only. 


mittees questionnaire included: 

1. Manufacturers do not exercise 
proper control over distribution of 
lines through redistributors, thereby 
creating competition of an unsound 
business nature. 

2. Too many manufacturers will 
appoint any account they sell direct 
to serve as a redistributor without 
regard to its financial condition, 
personnel or capabilities. 

* * 


Solution Is Tighter Controls 


3 INADEQUATE control and in- 
* spection of redistribution re- 
ports submitted to the manufactur- 


ers by redistributors, or no control 
at all, 

4. Manufacturers do not insist 
on redistributors having special 
salesmen to properly serve the 
jobbing trade and do not demand 
carrying of representative stocks. 
5. Too many lines of major im- 

portance and competitive nature are 
available to wagon peddlers who 
have a complete variety of lines 
and practically no inventory cost. 

6. Redistribution has been abused 
to the point that jobbers are be- 
coming discount houses and busi- 
ness that should be going to the 
retailer is being done direct. 

7. Outside distributors come into 
territory and sell lines to firms 
local wholesalers wouldn’t sell for 
various reasons, thereby setting up 
sales resistance to the line, and 
discouraging brand loyalty. 

A solution for overcoming the 
bad practices is for the manufac- 
turer to exercise more control over 
redistributor sales by making cer- 
tain that the distributor perform 
the function for which he is being 
given the functional discount, and 
not use the discount as a “cut- 
price” leverage. 


o 


4 
S 
2 





Plastic Packaging Boosts Sales— 


Transparent plastic packages for avitomotive parts are said to provide customer 
appeal, easy identification, storage advantages and resistance to loss and deteriora- 
tion. Holley Plastics Co., Warren, Mich., originated and manufacture the thermoformed 
electronically sealed capsules for parts produced by Holley Carburetor Co. It also © 
supplies the capsules to Champion Spark Plug Co. for the firm's marine plug. 


SELLING SLANTS 





Hot Weather means | 





FOR 


Soaring summer temperatures can result in poor engine per- 


formance for motorists with “tired” pressure caps. ““Tired’”’ 


PRESSURE 


CAPS 


FAMOUS 


AC PRESSURE CAP 


AND 


COOLING SYSTEM TESTER 


FOR 


ONLY $10.00. 


This carefully calibrated 
device detects cooling system 
leaks and faulty caps in a 
matter of seconds. A fast 
reading of Tester by the 
customer quickly closes 

sales for caps, hoses, hose 
clamps or other needed cooling 
system replacement parts. 


So capitalize on 


tremen- 


dous potential market for 
pressure cap replacement. 

Get your AC Tester and start 
a regular checking program. 
Dealers, who have done this 
report big sales gains 

for cooling system parts. 


caps that can’t hold their rated pressures often contribute 


to engine overheating and power “ping”. Unfortunately, 
your brand of gasoline might get the blame. Surveys show 
that 6 out of every 10 of your customers are in need of a 
new pressure cap. 


Two AC Sales Tools to Help You Convert 


Hot Prospects into Satisfied Customers 


AC TESTER RACK AND “HOT PAD” MITTEN... 
two valuable service items are yours with an order for 
the FM-20 Cap Assortment or any 12 AC Pressure 
Caps. The package includes an all-metal AC Tester Stor- 
age Rack for wall or pump island mounting, plus a heat- 
resistant AC “Hot Pad” Mitten for removing hot caps. 


You buy the 12 caps at the regular price, plus $4.05 
for the Rack and Mitten. Included with the Rack are 
3 AC Pressure Caps, type RC-9, which are worth $4.05 
at retail. When you sell these 3 caps you recover the 
total cost of Rack and Mitten. 


AVAILABLE FROM YOUR REGULAR AC SUPPLIER! 











mer 


med 
also 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of 
AvTomoTiveE News. 


For Make Servicemen 
FORD DIVISION—From July 28 to 
Aug. 22, the 35 Ford district school 
instructors will be engaged in pre- 
senting courses on the alternator 
system, Fordomatic, engine tuneup 
and carburetion. 


GMC TRUCK & COACH DIVI- 
siON—Instruction in the approved 
overhaul, 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 
sonnel sponsored by a GMC truck 
dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 


diesel engine (one-week tuneup 


maintenance and diag-| philadelphia, Washington, Pitts- 





class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angelés, Memphis, New Orleans, 
New York (two centers), Oakland, 


burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 


}11, Mich. 


INTERNATIONAL MOTOR 
TRUCK DIVISION—Dallas Motor 
Truck Technical Training Center— 
Training is now being conducted 
for Southwestern region dealers’ 


servicemen covering complete en- 
gine overhaul, minor and major 
tuneups, automatic transmission, 
LPG fuel systems, Roadranger 
transmission, new IH rear axle, air 
and hydraulic brakes, carburetion, 
and Select-O-Matic transmission. 
Training is conducted by the tell- 
show-do method. As each service- 
man performs the service opera- 
tions, correct diagnosis and service 
procedures are emphasized. Classes 
are limited to 20 servicemen per 
week to allow the three instructors 
to give individual attention to each 
serviceman. 


STUDEBAKER - PACK AR D— 
Mercedes-Benz and Studebaker- 
Packard training centers at New 
York, South Bend and Los Angeles 
will continue to hold dealer schools 
throughout July and August. The 
schools are of one-week duration 
and cover regular and specialized 
courses on all Studebaker-Packard 
and Mercedes-Benz products. Major 
emphasis at this time is being 
placed on the new hydrak clutch 
in Mercedes-Benz 219 and 220 
models and the diesel engine in 
the Mercedes-Benz 180D model. 


WHITE—1. Practical demonstra- 
tion courses for maintenance su- 
pervisors at the White factory 





$52,500 Accident Suit 


Settled for $950 


MEMPHIS.—A_  Robinsonville 
(Miss.) woman has settled a $52,- 
500 defective automobile suit 
against John Wellford Corp., 
Memphis, and Chrysler Corp. for 
$950. 

Lois Harris charged that a 
Plymouth she purchased from 
Wellford appeared to have a 
defective steering system. She 
returned the car to the dealer for 
repairs. Several months later, 
she charged, she was injured in a 
mishap which she blamed on 
faulty steering and defective 
brakes. 





school, showing latest maintenance 
methods and supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 
the individual and his position. 2. 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operator’s 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improvd maintenance 











FOR 





ELECTRIC 


Hot Prospects... 


Vapor lock—the old summer bug-a-boo—can now be virtu- 
ally eliminated with the new AC 6 or 12 Volt Electric Fuel 
Pump. This quality pump can be used either as a booster 
to the conventional mechanical pump or as a replacement. 


Booster installation is recommended where vapor lock or 


greater fuel demand is encountered. The electric pump can 
then be actuated by a dash panel switch by the driver 


FUEL PUMPS 


when these extreme conditions develop. 


The AC Electric Fuel Pump for 
Automotive, Truck, Marine, Stationary Engines 
6 and 12 Volt Systems 


A rugged dependable new type pump specially designed 
for heavy duty operations. Long life rotary type electric 
motor insures safe and reliable functioning under all 
operating conditions. Easy-to-follow installation in- 
structions and versatile mounting bracket included with 


each pump. 


LIST 


YOUR COST 


YOUR PROFIT 





$10.20 | $11.47 


AC Spark Plug #% The Electronics Division of General Motors 


Watch Walt Disney Studios’ ZORRO every week over ABC-TV 








techniques, 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 


Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class Aug. 4-8. 


For All Servicemen 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.—The 
Allen Power-Tune course, an ad- 
vanced course for mechanics, and 
the Allen PM Tuneup School, a new 
school designed especially for 
people who are interested in learn- 
ing the fundamentals of the tuneup 
business, are being conducted 
throughout the U. S. and Canada 
by Allen wholesalers and authorized 
Allen field service stations. Classes 
are instructed by the Allen repre- 
sentatives. A nominal fee is 
charged. Additional information can 
be obtained by writing to Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich. 


AMMCO TOOLS, Inc., North Chi- 
cago.—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruction 
facilities available through 28 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 


BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame 
straightening and is located at 2103 
Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
Clark, registrar. Next classes 
Aug. 4, 18. 

BENDIX PRODUCTS DIVI- 
SION, South Bend—Courses are 
offered covering service and sales 
training on Bendix power brakes, 
Stromberg carburetors, basic brake 
and power steering. The length of 
the course covering an individual 
product is normally one week and 
no tuition fee is charged. Addi- 
tional information may be obtained 
by contacting the nearest Bendix 
distributor or writing to the Bendix 
training director. 

DE VILBISS ©O., Toledo. — Spe- 
cial schools in industrial product 
finishing, maintenance, painting, 
general refinishing, service training, 
automotive jobber and portable- 
equipment jobber personnel are 
offered. 

The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 am. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 

The school is maintained as a 
service to users and distributors to 
increase their knowledge of the 
operation and use of the com- 
pany’s products. For those who are 
unable to arrange a trip to Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four categories: 
Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. White to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos Brake Service School and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m.. 
All phases of brake service work 

(Continued on Page 30, Col. 3) 


NO. 92 OF A SERIES 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 


Safety features are an import 


... they can work hard for you in getting sales! 


As a dealer in the Ford Family of Fine Cars, you’re armed 
with a feature story that can be mighty important in selling 
automobiles . . . special safety features that are built into 
the Ford Family of Fine Cars. 


First, there’s a story on construction you can tell: the rugged, 
durable Lifeguard Frame and built-in safety features that 
carefully package the car’s occupants in a “Safety Zone.” 
Features like lifeguard door locks, deep-dish steering wheel, 


What’s more, you can explain to your customers that all 
Ford Motor Company cars are designed and engineered 
with passenger safety as a major consideration. At our 
advanced Product Study and Research Unit in the new 
Ford Motor Company Engineering and Research Center, 
we pioneered the safety features first introduced in the 
industry on our products. There our engineers continue to 
develop the kind of safety features which will maintain 
our leadership in this vital area of automotive manufacturing. 


dual headlamps, front-seat track stop, safety taillights, and 


safety glass all around. Are your salesmen stressing these Safety Features? 


SAFETY-PADDED VISORS—additional interior protection. 
Cushioning upper windshield area, the padded sun visor is 
covered in vinyl in a color harmonizing with the car interior. 


LIFEGUARD FRAME—our Lifeguard Body Frame flares out 
to form a protective “Safety Zone”’ around the passengers, unlike the 
X-type automobile frames that offer hardly any passenger protection. 


SEAT BELTS—a factory-installed option, pioneered by Ford. 
Tests show they reduce the chance of fatalities by at least 314 
to 1, and injuries 21% to 1; minimize fatigue, improve posture. 


SAFETY-PADDED DASH—cushion of cellular plastic material, 
covered with morocco-grained vinyl in color harmonizing with 
car interior. Reduces head injuries in case of sudden stops. 


FORD MOTOR COMPANY -° THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL «¢ MERCURY « LINCOLN e CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS ¢ TRACTORS « FARM IMPLEMENTS «¢ INDUSTRIAL ENGINES 











nt part of your sales approac 


THE FORD FAMILY OF FINE CARS are rugged and dependable because they’re designed and built that 
way. Each piece of metal or safety glass is tested and fitted in our plants under rigid specifications. Safety is 
built into the car as it rides along the assembly line—from framework right through to the completed car unit. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





Service Competition Winners— 


The 11 winners in the eighth annual service competition sponsored by the Detroit 
Metropolitan Ford, Lincoln, Mercury and Edsel Dealers Assn. and Ford division's 
Detroit district service department receive their prizes at the Ford general office build- 
ing in Dearborn. As in past years, the participating Detroit-area vocational schools 
selected their ovtstanding graduate through a written exam. Finalists then attended a 
three-day training course at Ford's service training school. The winners were selected 
by tests and ratings of mechanical skills. Shown with the winners are A. D. Althouse, 
left, assistant vocational education director, Detroit Public Schools; W. H. Walton, 
fifth from left, Ford district service manager and originator of the contest, and Carl 
T. Doman, right, Ford division national service manager. 





(Continued from Page 27) 


such as major adjustments, minor 
adjustments and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 


mented by a technical, 78-minute, | 


color, sound motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who successfully 
complete the course will receive a 
certificate showing that they are 
qualified to work on all types of 
automotive brakes. The course will 


| ther information, write to J. Kane, 


| Conn. 

SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 





be conducted by A. D’Andrea, di-! 
rector of service training. For fur-| 


Raybestos Division, Bridgeport 2, | 


conducted by field service repre- 
sentatives during the coming 
months. For specific information 
}as to locations and dates, contact 
| the local Sun representative or 
write Sun Electric Corp., 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 


Dayton Rubber Expands 
Replacement-Tire Facilities 


DAYTON, O.—Expanded produc- 
tion facilities to meet the growing 
demand for replacement passenger- 
car tires were announced by Harry 
T. Goodengerger, tire sales vice- 
president for Dayton Rubber Co. 





tablished a factory branch in 
Dallas, with facilities for ware- 
housing and shipping tires and 
tubes and for recapping facilities. 








NEW DELCO SUPER 99 





(lelivers heavy-duty protection 
at economy prices! 


SEE FOR YOURSELF! 


DELCO SUPER 99 


SAE specifications 





For safety’s sake sell the best... Sell Delco 


Coe 





He said Dayton Rubber has es-| 





The boiling point is high—the 
price is low! New Delco Super 99 
flows freely at minus 60° F. for 
extra cold weather safety. It’s 
chemically and physically stable, 
compatible with all brake system 
parts (rubber or metal) as well as 
with other quality brake fluids. 


More volume means more profits, 
so stock new Delco Super 99 
today. Order it through the 
United Motors System, or your 
nearest Chevrolet warehouse. 


*In wheel cylinders under normal static 
pressures. 





Division ‘of General Motors, Dayton, Ohio 


Moraine Products 


distributors throughout Canada, 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J, 
—Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N.J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses. 
Textbooks are furnished at no 
charge. For additional information 
write J. A. McLaine. 

UNITED MOTORS SERVICE— 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
| Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
| Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 












Fume Danger 
Is Under Study 
In Washington 


SEATTLE.—A stepped-up drive 
against poisonous motor fumes in 
service departments, garages and 
shops is being undertaken in Wash- 
ington by the Governor's Safety 
Advisory Committee. 


Fred K. Eells, manager of the 
Washington State Auto Dealers 
Assn., and B. F. Carpenter, busi- 
ness representative of Seattle Auto- 
motive Machinists Union 289, have 
been named to draw up a new 
safety code for the automotive in- 
dustry. 

Management and labor have been 
cooperating for years against car- 
bon monoxide fumes from gasoline 
engines and oxide of nitrogen from 
diesel engines, but it is felt now 
that even further steps must be 
taken against this garage hazard. 

The action follows a survey taken 
by the Seattle machinists on cause 
of death among its members. That 
survey revealed what Carpenter 
considers an alarming preponder- 
ance of deaths from illnesses that 
might be attributable to the gases. 

Last year, it is pointed out, there 
were 19 deaths in the 3,500-man 
local. Of those, 11 died of heart 
ailments, two of pneumonia and 
one of cerebral hemorrhage. 
Average age of death was 50. 

In 1956, the union says, there 
were 12 out of 16 deaths from ill- 
nesses that could have resulted 
from continued inhalation of ex- 
haust gases. 

It was pointed out by Carpenter 
that the major source of exhaust 
gas in a shop isn’t the cars under 
repair and test there, but the cars 
whose drivers leave the motors 
running while waiting for service. 


Philadelphia Service Unit 
Elects Smith President 


PHILADELPHIA.—Eldon Smith, 
Brake & Clutch Co. has been 
named president of the Automotive 
Service Assn. of Philadelphia. Other 
officers are: 

C. E, Cage, Bushong Pontiac Co., 
first vice-president; Charles H. 
Harvey, Quaker City Motor Parts, 
second vice-president; John K. 
Montgomery, Chilton Co., secretary, 
and R. H. Erny, R. H. Erny & Co., 
treasurer. 





Auto-Wash Group Expands 


DETROIT.—The Greater Detroit 
Auto Wash Assn. has been en- 
larged to include operators in 
Wayne, Oakland and Macomb 
Counties. Officers are Jack Milen, 
president; Robert Lee, vice-presi- 
dent; Harvey Geller, secretary, and 
Paul Saracino, treasurer. 
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Service World in Brief 


JACKSONVILLE, Fia.—A new 
warehouse, which is headquarters 
for the Chevrolet zone office and 


General Motors parts operations in 


this area, has been completed on 
Philips Highway, about 10 miles 
south of Jacksonville. 

The warehouse will serve Chev- 
rolet, Oldsmobile and Pontiac deal- 
ers in Florida, Southern Georgia 


| and Southern South Carolina, ac- 


cording to S. R. Browder, Chevro- 

jet zone manager. The building has 

$2,000 square feet of floor space. 
+ : az 


Dodge Group Names Hull 


LOS ANGELES.—Bill Hull, serv- 
ice manager of J. E. Waters Co., 
has been elected president of the 
Dodge service and parts managers’ 
club here. 


+ = 
Racers’ Chief Mechanics 
Get $1,600, Diamond Pins 

LOS ANGELES.—The chief me- 
chanics on winning race cars at 
the NASCAR Grand International 
500 at Riverside, Calif., the North- 
ern 500 at Trenton, N. J., and the 
Indianapolis 500 were awarded 
$1,600 in cash prizes plus diamond- 
studded pins by Wynn's Friction 
Proofing, according to Carl E. 
Wynn, president of the Azusa 
(Calif.) firm. 

The mechanics on Eddie Gray’s 
winning car at Riverside, Lynn 
Gaither and Wes Rourke, Tor- 
rance, Calif., received $200. Paul 
McDuffie, chief mechanic on Fire- 
ball Roberts’ car at Trenton, won 
$200, and George Salih, Whittier, 
Calif. chief mechanic on Jimmy 
Bryan’s car at Indianapolis, re- 
ceived $1,200. 

o 


Blackhawk Chart Gives 
Instructions on Lifting ’58s 

MILWAUKEE.—Blackhawk Mfg. 
Co. amnounced the release of an 
up-to-date 22 by 34-inch wall poster 
with photographs and “easy-to- 
read” instructions on properly lift- 
ing 1958 cars with a one-end lift. 

Below the photographs of each 
car, Blackhawk said, are simple, 
short instructions for lifting both 
the front and rear of the car, with 
additional valuable instructions in 
red for cars with air suspension. 

> * > 


Mullen Marks 10th Birthday 
Of Mechanic Training Setup 

PARKERSBURG, W. Va.—Mul- 
len Motors Co. observed the 10th 
anniversary of the mechanics train- 
ing program maintained at the 
service garage. Mullen mechanics 
are affiliated with the Master Tech- 
nicians Service Conference, a na- 
tional organization. 

A “birthday cake” made up of 
parts used in auto repairs was 
“baked” by the mechanics in honor 
of the occasion. The firm received 





Common Sense 
Called Key to 

. os 
Air-Spring Care 

CHICAGO. — Air suspension sys- 
tems on 1958 automobiles should 
not frighten automotive service 
People if they use common sense, 
George W. Jackson, staff engineer 
for the Delco products division of 
General Motors, told the Automo- 
tive Electric Assn. convention here. 

Ordinary precautions and the 
common sense required of every 
mechanic when first servicing a 
new automotive advancement 
Should keep most good mechanics 
out of serious trouble, Jackson ex- 
plained. 

Jackson told the gathering when 
towing a car where the suspension 
System has been damaged it may 
be necessary to use blocks between 
the axle housing and the frame to 
gain road clearance. If the suspen- 
sion has retained its air, it can be 
towed normally. 

“Always make sure you are 
familiar with the individual make’s 
leveling mechanism before you 
crawl under a car. 

“Undercoating can be applied but 
it should be done with extreme 
Caution so that air suspension 


bellows are not gummed,” Jackson 
said. 





a plaque from the MTSC marking 


the anniversary. 
* . 


New Porter Office 

NEW KENSINGTON, Pa—Two 
divisions of H. K. Porter Co., Inc.— 
Quaker Rubber and Leschen Wire 
Rope—have opened a joint sales 
and service branch office at 450 Sec- 
ond here, to serve West Virginia, 
Eastern Ohio and Western Pennsyl- 


vania. 
t . > 


Conquer Air Pollution, 
Philadelphia Official Urges 


PHILADELPHIA.—Donald C. 
Wagner, the city’s managing direc- 
tor, urged the automotive industry 
to work at the problem of reduc- 
ing air pollution from automotive 
exhaust. 

In an address before the annual 
meeting of the Air Pollution Con- 
trol Association here, Wagner called 
the problem of automotive exhaust 
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an “oversized specter” for which 
“so far as I can learn, no really 
conclusive solution has yet been 


found.” 
o * s 


3 Rochester Schools Get 
Equipment from GM Unit 

ROCHESTER, N. Y.—Automo- 
tive testing and mechanical pro- 
grams at the University of Roch- 
ester, Rochester Institute of 
Technology and Edison Technical 
High School were bolstered by 
gifts from GM’s Rochester Prod- 
ucts division. 

Four auto engines, three trans- 
missions and 20 carburetors, used 


2 Automotive Sales Offices 


Added by Sun Electric 


CHICAGO.—Sun Electric Corp., 
manufacturer of automotive testing 
equipment, has added two new Au- 
tomotive division sales and service 
offices, bringing the total to six. 

Sales managers in charge are: 
E. W. Johnson, New York Eastern 


division; A. T. Cashel, Detroit East- 

ern division; M. F. Shafer, Atlanta 

Southern division; H. E. Cobb, Chi- 

cago Central division; G. W. Cash, 

Kansas City Western division; H. 

M. Lynch, Denver Western division. 
= 


Code for Repair Industry 
Presented to Garage Owners 


MINNEAPOLIS, — A code of 
ethics for the automotive repair 
industry, developed by Minnesota 
repairmen in cooperation with the 
Minnesota Department of Business 
Development, was presented to the 
National Independent Garage Own- 
ers convention in Los Angeles. 

It is believed to be the first code 
written specifically for the industry, 
according to a spokesman for the 
Department of Business Develop- 
ment. Minnesota repairmen hope it 
will be adopted nationally, he said. 


Firestone Opens New Store 


AKRON. — Firestone has opened 
its largest one-stop service store in 
Akron. Two floors of retail display 
space and a 25-car service area 
make it one of the largest stores 
in the chain, Firestone said. 











330" 


In Caracas, Venezuela, a person 
must post a $3,000 bond to be 
eligible to apply for a driver's 
license. 





New tool removes old shocks in minutes! 






GS 


abriel 





THE 








SLASHES LABOR TIME AND COSTS | 
FOR SHOCK ABSORBER REPLACEMENTS 


® Completely New—The only tool that will in- 
stantly remove stud-end shock absorber nuts frozen 


by rust and corrosion. 


® Completely Dependab!e— Made by Gabriel of 


finest tool steels, for long life performance. 


® Works With Standard Ratchet— A few turns of 
the wrench and Pop! . . . the nut splits. So easy you 


can do it by feel. 





This new Gabriel tool gives 
you the jump on profitable 
“shock” replacement business. 


Here's how you get it: 


For a limited time only—you get the “‘Nut- 
Buster” FREE (a $7.95 value) with the pur- 
chase of any 4 Gabriel shock absorbers at the 
regular trade price. For example: on a purchase 
of 4 Hydroshox with stud or eye ends, you get 
a $29.15 value for only $21.20! When you sell 


us 


GABRIEL 


cOMPAN.Y 


“Nut-Buster” speeds job in underhood po- 
sition. No damage to engine or knuckles, 





Ample clearance for rear shock work, too. 
A few swings of the ratchet, and the nut’s 


loose! 





these 4 shocks you recover $32.60 plus installa- 
tion charges. And remember, you also get 
the ‘‘Nut-Buster,” which will really make the 
shock absorber business profitable for you. 
Offer expires September 1st. To get your 
Gabriel ‘‘Nut-Buster” act quickly — call your 


Jobber, or write us direct. 
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What's New... 
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marketing and research committee| struction and the G & O core num- 


In Parts and Accessory Distribution 





Auto Equipment Promotes 


Harp to Executive Post 


PHILADELPHIA. —T. K. Harp 
has been promoted to assistant 
general manager of Auto Equip- 
ment & Service Co., which supplies 
auto repair shops, fleet owners and 
retailers with parts, service and 
instruction in a five-state area. His 
father, R. A. Harp, is president of 
the firm. 


The firm, which was founded in 
1916, recently moved into new quar- 
ters on the northwest corner of 
12th St. and Glenwood Ave. It 
formerly was located at 1522-24 


Fairmount Ave. 
* > = 


General Trading Acquired 


By H & B American Machine 


CHICAGO.—_H & B American 
Machine Co. has acquired Gen- 
eral Trading Co. and its 42 whole- 





PETROLEUM ADVERTISEMENT 


sale branches in an exchange of 
stock, according to David E. 
Bright, H & B chairman. 

Bright said Arnold Main would 
continue as president of General 
Trading, St. Paul wholesale dis- 
tributor of automotive parts and 
accessories. 

* aa * 


Cost-Of-Operation Manual 


Is Published by MEWA 


CHICAGO.—“Cost of Doing Busi- 
ness in the Automotive Service 
Industry in 1957,” a 16-page report, 
has been published by the Motor 
and Equipment Wholesalers Assn. 
The manual, first issued in 1947, 
has been expanded to include sev- 
eral new features, operating studies 
and comparisons. 

The report has been mailed free 
to MEWA members, and copies are 


They may be obtained from the 
association at 309 W. Jackson Blvd., 
Chicago 6, Ill. Requests should be 
addressed to Department 1945. 


Convention Date Advanced 


By Warehouse Distributors , 


KANSAS CITY.—Walter T. De- 
vine, president of the Automotive 
Warehouse Distributors Assn., an- 
nounced that the annual convention 
date has been moved up to Nov. 
3-6. 

He said the conference planning 
committee unanimously voted to 
make this change to avoid hurting 
attendance of the Automotive Serv- 
ice Industries show in February. 

2 * + 


Hedges Gets NSPA Post 


PORTSMOUTH, O.—William 
Hedges, operator of Hedges Auto 


available to nonmembers for $25.| Parts, has been elected to the 


TEXACO 


ANNOUNCES 
THE BIGGEST NATIONAL 


OF ALL TIME! 


Only TEXACO gives its Dealers money-making 
promotions like this! 


For the first time—10 consecutive full-color pages in one issue of Look! Also, 
full-color, 2-page spreads in Life, Saturday Evening Post and American Legion. 
The greatest summer promotion ever... with a FREE TOURING BOOKLET offer to 


draw tourists into Texaco stations! 


This is an example of the aggressive promotion that gives Texaco Dealers a 


INCLUDING 


WHAT To po 
* FOOD . 1 


ABOUT: 





of National Standard Parts Assn. 
Earlier in the year he was named 
a director of Automotive Engine 
Rebuilders Assn. 


* * * 


New Hampshire Supplier 


Enters Foam-Rubber Field 


MANCHESTER, N. H. — Pack- 
ard Mfg. Co., manufacturer of auto- 
mobile seat covers and tops, has 
entered the foam-rubber field, ac- 
cording to Norman Packard, pres- 
ident. 

The company began operations in 
1945 as a small shop in which 
Packard, his wife and two employes 
did all the work. The firm now has 
15 employes and services more than 
1,000 dealers in New Hampshire, 
Vermont and Maine. 

* * * 


Radiator Core Chart 


NEW HAVEN, Conn—A new 
radiator core identification wall 
chart is offered by G & O Mfg. 
Co. It lists the model and year of 
motor vehicle, the original equip- 
ment radiator number, core dimen- 
sions, the number of tube rows and 
sizes, the fin count, top and bottom 
header sizes, type of radiator con- 


| 
mento; 





terrific edge over competition. No other oil company has ever offered its dealers 
such a powerful selling promotion, tied in with point-of-sale selling aids, to help 
dealers get a bigger share of the profitable touring business! Now in full swing, 
it is influencing millions of tourists in all 48 states as they hit the road. 


NEVER BEFORE A BOOKLET LIKE 
THIS! It’s loaded with information tourists 
want. It sells Texaco Dealers, their products and 
services. It brings tourists to Texaco Dealers. 


ANOTHER FIRST! Texaco’s Touring Book- 
let is bound into the pages of Look Magazine! 


BILLBOARDS! Thousands of colorful post- 
ers in all 48 states, backing up the magazine ads! 


A SOLID FUTURE is one of the advantages of being 
a Texaco Distributor or a Texaco Dealer. Proof: 683 
of our Distributors have been with us for 20 years or 
more, 20,096 Texaco Dealers 10 years or more. There 
may be an opportunity for you in the Texaco family. 
Get in touch with the Texaco Division Office nearest you. 


TV AND RADIO! Thousands of TV and 


radio spots, reaching millions of motorists! 


WINDOW STREAMERS! Gay and color- 


ful, selling at Texaco Dealers’ stations. 


BOOKLET DISPENSER! Every dealer 
gets a dispenser containing a supply of the 
booklets. The national advertising tells motorists 
to get their copy from Texaco Dealers. Another 
magnet to attract new business! 


No wonder Texaco Dealers are such busy Dealers! 





DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; 
Buffalo 9, N. Y.; Butte, Mont.; Chicago 4, Ill.; Dallas 
2, Tex.; Denver 3, Colo.; Houston 2, Tex.; Indianapolis 
1, Ind.; Los Angeles 5, Calif.; Minneapolis 3, Minn.; 
New Orleans 16,La.; New York 17, N. Y.; Norfolk 2, 
Va.; Seattle 1, Wash. 
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ber. 
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Stevens Named by Ramco 
PORTLAND, Ore. — Stevens 


Corp. has been appointed distribu- / 
tor for Ramsey Corp., manufacturer | 


of Ramco piston rings, parts 
cleaner and radiator conditioners 
in Oregon and Southern Washing- 
ton. 

* * = 


B & J Auto Supply 


BUFFALO. — A. William Gerber | 
has formed a new company, B & J © 


Auto Supply, which he operates at 
131 Crestwood Ave. 
= + . 
Owatonna in Chicago 
OWATONNA, Minn. — Owatonna 
Tool Co. has opened a new ware- 
house in Chicago at 1923 Indiana 


Ave. 
* = * 


Committees Named 
For 759 Pacific 


Automotive Show 


SAN FRANCISCO.— Robert D. 
Wootten, 
Pacific Automotive Show, has ap- 


pointed his show committee and | 


the chairmen and co-chairmen of 


other committees. The show will be | 


held March 12-15 in New Brooks 
Hall of the San Francisco Civic 


| Auditorium. 


All committeemen are from Cali- 
fornia. Named were: Show Com- 
mittee—Bruce Ayers, Oakland; Mel 
Curtis, San Francisco; J. R. Cloney, 


| Eureka; Berry Hurley, San Fran- 


cisco; Edward G. Jackson, Sacra- 
W. Glenn Jowers, Los 
Altos; Robert E. Sanderson, San 


| Francisco; Thomas E. Salt, San 


Francisco; Frank J. Smith, San 
Francisco, and R. W. Wanger, 
Vallejo. 

Credentials Committee — Fred 
Duttweiler, San Francisco; J. E. 
Holland, Burlingame; Charles L. 
Lobenberg, Albany, and A. E. Zim- 
merman, Modesto. 

Floor Committee—Robert Holden, 
San Francisco, and Glen Gaffney, 
Berkeley. 

Publicity and Public Relations— 
William D. Henderson, Sacramento; 
Harry’ D. Rothman, Oakland, and 
Marv Freeman, San Francisco. 

Booster Activities — Bradford D. 


| Baucus, B-10, San Francisco; Don 


Lawson, B-10, San Francisco; Don 
C. Mynatt, B-43, Sacramento, and 
J. C. Failor, B-43, Sacramento. 
AAR Activities — Warren Culver, 
Oakland, and Leslie D. Morrison, 


Berkeley. 


Housing—Phil Payton, B-10, San 
Francisco, and A. C. Newgquist, 
B-10, San Francisco. 


Woods Mitts 
Materials Group 


PHILADELPHIA. — Kenneth B. 
Woods, head of Purdue University’s 
School of Civil Engineering, is the 
new president of the American So- 
ciety for Testing Materials. 


A. Allan Bates, research and de- 
velopment vice-president of the 
Portland Cement Assn., is vice- 
president. Frank L. LaQue, man- 
ager of the development and re- 
search division, International 
Nickel Co., Inc., continues as senior 
vice-president, 

The ASTM said the following will 
be elected to honorary membership 
at its 61st annual meeting in Bos- 
ton June 22-27: 

Truman §S. Fuller, metallurgical 
consultant to General Electric Co.; 
Herbert J. Ball, former textile en- 
gineering professor at Lowell Insti- 
tute of Technology; John L. Mc- 
Cloud, consulting editor of Metal 
Progress magazine, and James G. 
Morrow, Steel Co. of Canada, Ltd. 


Gilmore Edsel Buys 


Corbitt L-M in Memphis 


MEMPHIS. — Nat Gilmore, of 
Gilmore Motors (Edsel), has taken 
over the Lincoln-Mercury franchise 
and service department of Corbitt 
Motor Co. In addition to the M-E-L 
lines, Gilmore also will handle 
English Ford. Corbitt will retain 
his two used-car lots. 

Gilmore and Corbitt indicated 
that the transaction involved nearly 
$500,000. It included purchase of 
the controlling interest in Gilmore 
Motors which had been held by 
Corbitt. 


president of the 1959 © 
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Auto Personnel 





Three managerial and four other 
appointments in its Michigan divi- 
sion have been announced by Re- 


| yere Copper & Brass, Inc. 


New managers are: G. John 
Gamber, merchandise sales; Weston 
Jenkins, industrial sales, and John 
M. Walker, aluminum sales. Other 
appointments: Clyde A. Glenn, spe- 
cial executive representative; Wil- 
fiam C. Boon, assistant manager, 
interdivisional sales, and Floyd M. 
Lasser and Frank M. Guenther, 
automotive representatives. 

= * * 


Houdaille Names Hummel 


Assistant to President 


Houdaille Industries, Inc., has 
appointed Robert J. Hummel spe- 
cial assistant to the president, a 
newly created position. His office 
will be at Houdaille’s headquarters 
in Buffalo. 

Hummel has 38 years’ experience 
in administration, sales and pro- 
duction in the construction ma- 
terials industry. His most recent 
position was vice-president and 
general manager, consumers divi- 
sion, Vulcan Materials Co., Chicago. 

* = * 


Product-Planning Analysis 
At Dodge Headed by Keeler 


0. F. Keeler has been named to| 


the new position of manager of 
product-planning analysis at Dodge. 
He will be responsible for car- 
planning coordi- 
nation, market 
and merchandis- 
ing analysis in- 
cluding competi- 
tive analysis, and 
advance - prod- 
uct-c os t-analysis 
functions. 

Keeler joined 
the corporate or- 
ganization staff at 
Chrysler Corp. in 
1955. His most re- 
cent assignment was as assistant to 
the executive vice-president. Prior 
to joining Chrysler Corp., he was 
vice-president and director of engi- 
neering for John I. Thompson & 
Co., consulting engineers, and elec- 
tronics engineer for Eastman 
Kodak. 


0. F. Keeler 


Chevrolet’s Reed Retires 


After 22 Years’ Service 

Stanley L. Reed, nationally 
known technical authority on 
vehicle performance, has retired 
as an assistant national manager 
of the Chevrolet truck depart- 
ment in Detroit. 

Reed joined Chevrolet in 1936, 
after serving as a technical ob- 
server for the contest board of 
the American Automobile Assn. 


Chrysler Taps 5 
For Key Posts on 
Production Staff 


Five key assignments to Chrysler 
Corp.’s recently created production 
programming and traffic staff were 
announced. They are: 

John J. DiCicco, director of pre- 
Production planning and analysis; 
Paul G. Fritsching jr., director of 
traffic; Richard J. Gleason, admin- 
istrative assistant to director of 
production programming and traf- 
fic; Lester O. Houghton, director 
of vehicle programming and re- 
ports, and William J. Jones, director 
of production control. 

DiCicco had been director of pre- 
Production vlanning and analysis 
for the company’s manufacturing 
Staff since July, 1957. He joined 
Chrysler in May, 1957. 

Fritsching had been assistant di- 
rector of central traffic operations 
since joining Chrysler in May, 1957. 
Gleason had been manager of bud- 
gets and reports for the production 
Programming and services group 
Since joining the company in Sep- 
tember, 1956. 

Houghton first joined Chrysler 
in March, 1934, as a member of the 
Planning staff of the Highland 
Park plant. In October, 1955, he 
left the company and 16 months 








later rejoined it as manager of ve- 
‘hicle planning, the position he held 
until his present assignment. Jones, 
director of central production con- 
trol operations since May, 1957, has 
held numerous administrative and 
production staff assignments during 
his 34-year career with Chrysler. 
oe * 


Import Post for Hoen 

Ray Heen has been appointed 
general manager of the southern 
district for John Green Corp., Los 
Angeles, Western distributor for 
Renault and Peugeot, Hoen’s ter- 
ritory is southern California, Ari- 
zona and Nevada. 

* * z 


3M Promotes Patterson, 


Mueller and Fisher 

Minnesota Mining & Mfg. Co. 
has elected Maynard H. Patterson, 
Robert W. Mueller and Lyle H. 
Fisher, vice-presidents. Harold F. 
Larson was named assistant treas- 
surer. 


ager of 3M’s international division 
for two years; Mueller, general 
manager of the industrial trades 
tape division; Fisher, director of 
personnel and industrial relations, 
and Larson, general office manager. 


* x * 


General Tire Ups Gulledge 


Fred L. Gulledge has been named 
Southeastern manager of special- 
purpose tire sales for General Tire 
& Rubber Co. Formerly Baton 


Rouge (La.) territory salesman, he| @ 


replaces Roy Simpson, promoted 
earlier to national manager of off- 
the-road tire sales. 


* * * 


Rheem Names Reichardt 
Automotive Marketing Chief 


Appointment of H. G. Reichardt 
as manager of merchandising of 
automotive division, Rheem Mfg. 
Co., with offices at Detroit, has 
been announced, He assumes the 
duties of David M. Diltz, who has 
resigned. John Pendleton was 
named assistant sales manager at 
division headquarters in Fullerton, 
Calif. 

Reichardt has been sales manager 
for the Detroit area since October, 
1954. Previously, he had been em- 


Patterson has been general man-| ployed by MHoudaille-Hershey as 














[WISH | HAD A 
JACK LIKE THAT 

for EASY ROADSIDE 
TIRE CHANGES— 


You know, Ed, | use a 
Heavy Duty Model 1030 
Saf-Lift for service calls. 


by air suspension, too! 


The new two-lift-point 
load member fits any car 
and can hook under a 
bumper that's almost 
touching the ground. 


AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 


Other Plants in Benton Harbor and Hartford, Mich., and Windsor, Ont., Can. 


One End Lift 

Hydraulic and 

Mechanical 
Garage 
Horses 


Truck Transmission Handlers 




























Bipod construction licks the 
creeping problem created 


I'm sold! Put a Saf-Lift 
in my trunk right now! 


1958 


tool engineer. He was graduated 
from the University of Detroit in 
1942. 


* * * 


Tung-Sol Ups Ehringer 
As Witbeck Retires 


Jean E. Witbeck, lamp- 
manufacture vice-president for 
Tung-Sol Electric, Inc., has retired, 
and Frank J. Ehringer, formerly 

espa manager of the 
Electroswitch di- 
vision, has been 
named general 
manager of auto- 
motive products. 

Witbeck was 
with Tung-Sol 39 
years, and many 
of the company’s 
patents are di- 
rectly attributable 
to him. Ehringer, 

F. J, Ehringer who has been 
with Tung-Sol since 1939, will head 
electroswitch, miniature lamp and 
headlamp manufacturing. 

. = = 


£83 


Ford Export Ups Reiss 


Appointment of Gordon S. Reiss 
as administrator of Ford Interna- 
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has been announced. Reiss formerly 

was on the staff of the European 

regional finance executive. He 

joined Ford International in 1951. 
* * +. 


Hood and Chervenak 


Promoted by Gabriel 

Robert T. Hood has been 
named vice-president and treas- 
urer, and Thomas A, Chervenak 
has been appointed controller of 
Gabriel Co., Cleveland. 

Hood joined Gabriel as plant 
manager of the Ward Products 
division in 1955, became controller 
im 1956 and treasurer-controller 
earlier this year. Chervenak 
joined Gabriel in 1948 and be- 
came assistant controller in 1956. 

1. 


* * 


Bass Succeeds Roush 


As Morse Chain President 


Robert O. Bass has been elected 
president and general manager of 
Morse Chain Co., a subsidiary of 
Borg-Warner Corp. 

Bass, formerly executive vice- 
president and assistant general 
manager, succeeds Stanley J. 
Roush, who will devote more time 
to his duties as a group vice- 


tional division’s office of the re-| president in the Borg-Warner 
gional director, Europe and Egypt,| central office in Chicago. 




















Here’s what you want. 
the new, improved Saf-Lift 
for personal use, the fast- 
est, safest and easiest to 
use jack on the market. 


More car owners and ser- 
vice men prefer AUSCO 
SAF-LIFT the original bi- 

pod bumper jack. 
safest bumper jack ever built... 


It’s 
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ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lewrenceberg, Tean.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 

















DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
@%% So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


tab 


lhl] 


"56°67 


Nev. 


WEEE 








The sales ratio was 71.0 percent, 
compared with 67.9 percent in the 
previous week. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. — 


* 
MASON CITY, IA. 


Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of ~~ > 


Strong and active on all models. 
102 cars from 130 consignments. 
—' 57 Riviera, $2,025° (ps); 


Super 
Special Riviera, 760°, $1,680°. 
"56 — , $1,650° (ps); 


Special iviera, $1 

1. conv., $780* "(@s); Special 4-dr., 

"53 Special 4 dr., $540°; 2-dr., $390°; 
Super 2-dr. $355. 

capesao — *b7 sedan de Ville, $3,470* 
ps 

"56 (62) oo ee Ps). 

55 $1,890" (ps). 

"54 (62) coupe, ngi.400" (ps). 

’53 coupe Ville, $945° (ps); 4-dr., 


ied ht 
DAYTONA BEACH — Florida Auto 
Auction. City Tues., 11 


A.M. Dealer-owned. Dealers only. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One et ane ot Gee, 


EVERY TUESDAY—CHECKS INSURED 

At 11:30 A.M, Sharp—Dealers Only 

Auctioneer: Col, W. E. —_ Nagy 
“waieiigare ‘Ga? 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
© a RING" 2 lines running simultane- 


* Conveniogtiy tox lcaated in the heart of the 
automobile worl 


@ Ten acres of Decuaie fenced parking 


@rea. 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
— SALE EVERY WEDNESDAY 


12:30 
D. McCollum, 
ern Road 


Vice-President and M. 
mit West: Phone ‘CEdar 9-492 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 
19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





"6°87 "si "SS 
Dee. dan. 


ror 


Ss? +'S8 
reo 


"57 °68 "Ss? °Ss8 
March Apr. 


Sater te ton Sih a, tn deans en Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


); (60) 
Oe (pe). 


$840 (pe), $835" Special 
i-dr., $940° (pe 


—- = ‘Biscayne ‘S>. station 
$2,200°; 4-dr., $2. *; Bis- 
tion 


cayne (6) sta wagon, $1,995; Be 
Air (8) sedan, $2,285*, $2,130° 

"ST Two-ten (8) 5 020° ; 
4-dr., $1,530°; Two-ten (6) 4-dr., 
$1,300; Bel Air (8) 4-dr., $1,550. 

‘56 Bel Air (8) sport cow $1,415*, 


station wagon, $1,300, 

$1,205 

‘se Bel ‘Ate (8) 4-dr.. $1,006", $900; 
ten (8) tar garde’ grr 


"SA Bel Ale (8) coat, Eg 


-dr., $660. 
OHRYSLER — ‘56 Windsor 4-dr., $1,500* 
(ps). 
5S Windsor 4-dr., $995* (ps), $940°. 
"54 Windsor 4-dr., . 
53 Windsor sedan, $340* (ps), $235°. 
"55 $1,060° 
$1,025* (ps). 
DODGE— 


2-dr., 5°. 
EDSEL—’58 Pacer 4-dr., ae sm; 
FORD—'58 Country aan, Fair- 
lane (8) 500 ooo": 4-dr., 
$2,045*; Cutom ® ay" foo 0 4-4. '$1,800°- 
‘an as 5 Ranch 
Wagon, 80, 81.830 ‘3° aes 4- 


ST. LOUIS AUTO 










aa 6 ae ee a: oa a! ee! ll lh 
dane 


(Copyright, 1958, by Automotive News) 


‘56 Fairlane (8) Crown Victoria, $1,- 
285°; 2-dr., $1,095*; Country 
sedan, $1,288 Wagon, $1,100; 

8) codan, 2 at $1,070, $1,- 
115°, $1,010°, $915. 

‘SS Thunderbird, $1,920°, Fairlane (8) 

$1,080° (ps); conv., $1,055° 
(ps), $890*; 2-dr., Country 
Sedan, $900* (ps); Main (8) Ranch 
Wagon, $820°; Main (6) 2-dr., $580. 


LINCOLN—'56 Premiere coupe, $2,100° | cum 


(ps). 
"54 Premiere coupe, $845* (ps). 
Y—'58 Montclair 4-dr., $2,275*. 


MERCUR 
"ST Monterey 4-dr., $1,715*. 


"56 Montclair 4-dr., $1,505° (ps); 
Cutom 


Mont- 
erey 4-dr., $1,255*; 4-dr., $1,- 
030°, 


"SS Monterey conv... (ps); 4 
2-dr., 


$1,025° 
ar., . 


$895° 
‘54 Custom 3-dr., 
rae ye ( Fiesta, $1,935°; 
sedan, $1,880° {202 
= (88) Super" oe $1,545° (ps); 
08": $1,525*, $1,420° (ps), 
= (88) Super Holiday, $1,385° (ps); 
(88 2. =e: 


SA $875*, $775° 
(ee); ‘oo aan ioe (ps): (88) | 





AUCTION BARN, INC. Shyline Allo Auctions 


SALES EACH TUESDAY 
AND FRIDAY 


We issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 





NEW JERSEY 


CROSSROADS OF THE EAST 


N:A:-D-E 
WEDNESDAY, 11 ray 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Check and 


Center of Empire State. er 
Title Protection. (Wed. 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


wy Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 








e3 





EXCLUSIVELY FOR AUTO DEALERS 
You ore 100% safe becouse all titles 
and checks ore insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





Rovte 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 


Fast, Accurate Market Reports 
Phone: HObart 4700 Al Ao rea Owner 


5 touih. of Befialo Municipal “Airport 
wat - Unicom Auction 
is only five ae cee Gee ee. we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


Dealers’ 
Automobile Auction 
SPORTS ARENA 
TOLEDO, OHIO 
Every TUESDAY 12:00 NOON 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 
our Good Will—Our Most Valuable Asset 
rv. S$. Route 20A Phone 5-9535 





PACKARD—’55 
PLYM 


$635°. 
’53 conv. -- (ps). 
RAMBLER — 


Tuesday. Prices are for sale 
BUICK—’56 Century Hardtop, $1,600° (ps). 





Ma (ps), $660. 

Panama Hardtop, $760*. 

YWMOUTH—’5S Savoy (8) 4-dr., $1,906, 

'ST Belvedere (8) oo * $1, 610°; 
+t (8) Hardtop, $1,560°; 4-dr., $1,- 


; Savoy (8) 2-dr., $945*. 
Suburban, $820; Savoy (6) 


$1,250°, $1, ; 
-dr., $1,100*; Chieftain 


, 37 
$4 Chieftain’ Catalina, $755*; 4-dr., 


Cross Country, $2,200*, 
, $1,065*, $1,020". 
75°. 


Champion 2-dr., 
$640°. 


$725°; Commander 4-dr., 


PORTLAND, ORE. 


Portland Auto Auction, Inc. ee 


July 8. 


*S4 Super Hardtop, 


ae i coupe de Ville, $2,350° 


ps). 
Ba 00) 4-dr., 


$1,795* (ps). 
"53 (60) 4-dr. $1,060° (ps). 
"47 (62) 4-dr., $150 
CHEVROLET—'58 Bel Air (8) Hardtop 
$2, (ps); 4-dr., $2,105° 

‘ST Two-ten (8) station , $2,005* 
(ps); 4-dr., $1,470; 2-dr., $1,450; Bel 
Air (8) $2, (ps), $1,930", 
$1, $1,825; 4-dr., $1,785* 
(ps). 

56 PBel Air (8) Harévep, $1,400°, 

"SS Bel Air (8) $1,535°, 
$1,355; 4-dr., ‘$1225° (ps), $1,050*; 
Two-ten (8) station wagon, $1,330*; 
One-fifty (6) oar, ae. 

0 


. ps). 

S7 Ranch Wagon (8), $1,835, $1,700; 
Fairiane * 4-dr., $1,760° (pe), $1,- 
665° (ps) 2 at $1,455; ne $1,680° 
(ps) 8) 4 “ar. $1,- 
475°. 

"56 Fairlane (8) Hardtop, $1,320°; Cus- 
tom (8) Hardtop, $1,300°; 4-dr., $965; 
Custom (6) 4-dr., $870; "Main (6) 2- 
dr.. $770. 

"SS Sunliner (8) comv., $1,200° (ps); 
Fairlane (8) Hardtop, $1,080*, $1,010; 
4-dr.. $1,070, $1,065°, $950; 2-dr., 
$845° (ps); (6) Ranch a os $1,075; 
Custom (8) 4-dr., $920°; 2-dr., $910°*. 


(Continued on Page 35, Col. 1) 


PENNSYLVANIA 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
%& Dual Lone Selling 
¥%& Auction Checks 
¥%& Titles Guoranteed 
Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





Issued 





WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 

“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








WEST VIRGINIA 


MID-ATLANTIC 
Wate AUCTION 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 





$1,100; Belvedere (8) 4. j 


$ vy 


Austis 
Renat 
Velvo 








2-dr. 


every 
ly 8. 


(ps). 


535°, 
50°; 
30°: 


215° 








ca a ll 


~~ _* ee eee 


Austin—'53 4-dr., 


gnmen 
: = ‘56 Special Riviera, $1,210*° 


: 


| Volkswagen—'58 2-dr., $1,680. 


Used-Car Auction Prices 





(Continued from Page 34) 


54 (6) Ranch Wagon, $845, $825; Crest 


(8) 4-dr., $705; Custom (8) 2-dr., 
$580; Main (8) 2-dr., $550, $455. 
53 station wagon, $735*; 4-dr., $450, 


$415; conv., $450°. 

2 4-dr., 

$1 2-dr., $165. 

URY—’ 57 Monterey Hardtop, $1,920. 

"55 Monterey 4-dr., $1,070°. 

‘344 Custom Hardtop, $825, $750. 

WASH—’53 Statesman (6) 4-dr., $310. 

( OBILE—’56 (88) Hardtop, $1,490°. 
"54 (98) 2-dr., $1,150° (ps). 
‘52 Super (88) 4-dr., $345° 
"51 Super (88) 4-dr., $245°. 

PLYMOUTH— 57 Belvedere (8) 4- dr., $1,- 

610°; Savoy (8) 4-dr., $1,430°. 

56 Suburban (8) station wagon, $1, 490° 
(ps), $1,180, $1,095; Savoy (8) 4-dr., 
$1,100°. 

‘55 Plaza (8) 4-dr., $725*. 

PONTIAC—'57 Safari station wagon, $1,- 

900°. 


(ps). 


56 Safari station wagon, $1,625°; Star 
Chief Hardtop, $1,500°. 
65 Chieftain Hardtop, $1, 160°, $950°*. 


"54 4-dr., $395. 
RAMBLER—’56 station wagon, $1,510*. 
"65 station wagon, $1,275, $1,200. 
STUDEBAKER—'56 Golden Hawk sedan, 
$1,600° (ps). 
‘63 Commander (8) 4-dr., $520. 
MISCELLANEOUS—'56 Dodge pickup, $1,- 


055. 

‘SS GMC %-ton pickup, $1,120. 
50 GMC %-ton pickup, $360. 

‘32 Ford pickup (customized), 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day. Prices are for sale of July 8. 
63 percent of the const t a 


$1,120. 


"SS Rad Hardtop, $1,150°*. 
"M4 Special sedan, $650; Super Hardtop. 


$575*; RM Hardtop, $600° (ps). 
"63 Super 4-dr., $335. 
CADILLAC—’57 coupe de Ville, $3,320° 
(ps). 
CHEVROLET—’S7 Bel Air (8) 4-dr., $1,- 
320°. 
'S6 Bel Air 4-dr., $1,150*. 
"SS Bel Air sedan, $910*. 
"M4 2-dr., $415. 


"53 station wagon, $500; Two-ten sedan, 
$490, $340, $225. 
"52 sedan, $255°, $240°. 
DODGE—'55 Coronet 2-dr., $555. 
"52 Coronet 4-dr., $145°. 
FORD—'5S Fairlane (8) 500 Hardtop, $2,- 
200° 


‘ST Custom 4-dr., $1,365. 


"66 Country Squire, $1,250°; Main 2-dr., 
$750; Custom 2-dr., $875*, $805. 
‘SS Fairlane (8) conv., $1,030°; Vic- 

oria, $1,.015°, $850°. 
"53 Crest conv., $515*. 
LINCOLN—'57 Premiere 2-dr., $2,700*. 


MERCURY—'56 Monterey sedan, $1,250*, 


$1,180°. 
‘4 Monterey Hardtop, $580°; 4-dr., $500. 


"63 Monterey 2-dr. $480°. 
NASH—'52 4-dr., $100°. 
OLDSMOBILE—'56 (98) Holiday, $1,500. 
"5S (88) Holiday, $855. 
"53 4-dr., $150. 
‘52 Hardtop, $210°*. 
PLYMOUTH—'55 2-dr., $175 (taxi); Plaza 
2-dr., $595°. 
"4 Savoy 4-dr.. $470°. 
PONTIAC—'S4 Chieftain 2-dr., $410. 
"53 Chieftain 2-dr. $215°, $195°. 


"51 Chieftain sedan, $170. 
STUDEBAKER — 

$585°. 

"52 Champion sedan, $145. 
MISCELLANEOUS—'54 Chevrolet Chassis | 

and Cab, $400. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
July 10 

Very strong on clean cars of years 
and models - 
BUICK—'57 Special 2-dr.. $1,580°. 

"56 Century Riviera, $1, 315° (ps). 

‘55 RM 4-dr.. $1,060° (ps). 

"4 Super 4- dr., $600°. 


Used Imported 


Cars 


Warehouse Point, Conn. 


Austin—'53 4-dr., $240. 
Renault—’58 Dauphine, $1,300. 
Velvo—'58 2- dr., $1,625. 


"55 Commander 2-dr., 





Mason City, Ia. 


Hiliman—’58 Husky station wagon, $1,280. 
Morris Minor—'57 4-dr., $915. 
Volkswagen—'58 Sunroof, $1,710. 

"ST sedan, $1,540. 


Littleton, Colo. 


Renault—'58, $1,740, $1,720, $1,550, $1,470. 
Vv 58, $1,755, 4 at $1,720, 
"ST, $1,400. 


Albany 


Volkswagen—’55 conv., $1,010. 
Jaguar—'52 4-dr., ‘ 


Seattle 
Lieyd—'57 2-dr., $470, 


Jenison, Mich. 
Isetta—'57, $450. 
Volkswagen—'58 bus, $1,315. 


Detroit 
Isetta— °57, $590. 


Buffalo 
$210. 


Dyer, Ind. 
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LINCOLN—’56 Premiere Hardtop, $2,660*. 
MERCURY—’53 Monterey conv., $315°. 
NASH—’52 Statesman 4-dr., $145. 
OLDSMOBILE—’58 (88) Hardtop, $2,550* 

















































Model Breakdown 
Of Auction Averages 








54 NY 4-dr., 
52 4-dr., $100. 


DeSOTO— 
"51 4-dr., $125*. 





LOADED FOR 


SHORT TIRE LIFE 
Without Monroe Load-Levelers, 
heavy loads change caster of front 
wheels, cause misalignment and poor 
steering. 


SWAYING ON CURVES 


Without Monroe Load-Levelers, 
heavily loaded car sways and swings 
as it rounds curves; passengers are 
thrown from side to side. Car stabil- 
ity is seriously impaired. 


LIGHTS OFF ROAD 
Without Monroe Load-Levelers, car 
sags under weight of heavy load, 
lights are angled upward into eyes of 
oncoming — and road visi- 


BUMPING ON DRIVEWAYS 
Without Monroe Load-Levelers, car 
bumps and scrapes on steep drive- 
ways or rutted roads. Monroe Load- 
Levelers prevent this by increasing 
road clearance of heavily loaded cars. 





Look at the design of today’s cars, and you’ll immediately see the need for the 
new Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. 
Trunks are bigger. There’s more overhang in the rear. Springs are softer, to 
cushion the ride. All this adds up to trouble: cars have plenty of space for 
passengers and luggage but they are not designed to safely and comfortably 
carry the heavy load of rear seat passengers and a trunk full of luggage. 

The entirely new Monroe Load-Levelers absorb the stress of heavy loading 
... prevent sag, sway and dip. They increase road clearance. They give a 
smooth, level ride, with headlamps always beamed safely on the road. When 
the car is unloaded, they automatically compensate for the lightened load. 

A large percentage of the cars that come into your shop need Monroe 
Load-Levelers—the market is wide open! Contact your jobber now—today 
—for complete details... and let Monroe Load-Levelers carry a heavy 
load of profits your way! 


MONROE AUTO EQUIPMENT COMPANY, Monroe, Michigan 


Monro-Matic Shock Absorbers 


WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 





UNCOMFORTABLE RIDING 
Without Monroe Load-Levelers, rear 

passengers are awkwardly seated and 
ride uncomfortably. From this posi- 
tion it is difficult to get out of car. 








MONROE Load i 






Leveler 


$460* (ps), 
’56 Firedome coupe, $1,320° (ps). 





$195°. 










(ps). DODGE—’55 Coronet 4-dr., $585. 
"56 (88) 4-dr., $1,175° (ps). July, 1958 June, May, 54 Coronet 4-dr., $350, $350°. 
= a eee Hardtop, $1,200° (ps);| Model To Date 1958 1958 ’53 Coronet 2-dr., $290°, $230, $255. 
"54 (98) 4-dr.. $825* (ps). 1958............ $2,572 $2,561 $2,619 48 4-dr., $185. - 4,798°. 
53 (88) 4-dr., $395°. 1,658 1,612 | FOR oy ‘Thunderbird, "$3,050" (ps), $3,- 
PLYMOUTH—’57 Belvedere (8) Hardtop, 1,191 1,164 625* (ps); Fairlane (8) 500 Victoria, 
K —— an ao $1,675*; Savoy 4-dr., $1,410*. 918 899 $2,350°*. : 
uper 2-dar., . . vi -dr., $350°*. ’ * 
CADILLAC-81" (62) sonv., $3.278° (pe).| ‘34 Sun” shat” 5O6 SRD |" erecta a iecatia G00" BL 
"53 (62) 4-dr., $700* (ps). "50 2-dr.. $130. 364 361 cee as (8) stati ~ $1,685°; 
‘52 (60) Special 4-dr., $575* (ps); (62)| PONTIAO 56 Chieftain conv., $1,150° (pe); a Cust ; 
-, $410° (ps). (ps); 2-dr., $600. 
‘- ‘= 4-dr., Sess 52 conv., $200°. $965° 
"4 ) conv., . STUDEBAKER—’55 Champion coupe, $550. , *. lane 
CHEVROLET—'58 Bel Air (8) Hardtop, | WILLYS—'55 4-dr., $400. 962 $ 956 heen Guaeee. $1,006 Patni @ 
$2,015°, $1,925° (ps); 4-dr., $1,900°|  '50 station wagon, $100. $965* (ps), $1,075; conv., $1,200°, $1,- 
Brookwood station wagon, §2,- ee Ford %-ton pickup, 050° (ps): Custom (6) oa $695; 
: , . 8) sedan, $885, 
"57 Bel Air (8) Hardtop, $1,610, $1,600°; of tase, oan? 55 Fairlane (8) Victoria, 55075, $955, 
ee. 
ee DYER, IND. ‘ea cone Gasees acée., 9008°. $905; 4-dr., $695; 2-dr., $840; Custom 
Air (8) conv., $1,350. Len Pollak’s Dyer Auto Auction. Sale| CHEVROLET—’58 Impala (8) conv., $2,- se +... aR ie es io saan 
'55 Bel Air Hardtop, $880*. every Friday. Prices are for sale of July 595° (ps), $2,250°; Bel Air (8) Hard- $565*, $495 : - 
"54 Bel Air (8) 2-dr., $535; conv., $705*| 11. Despite showers throughout the day, top, $2,035° (ps); 4-dr., $1,900°. 53 Custom (8) sedan, $450° (ps), $235; 
Two-ten 2-dr., $460. sale was tremendous success with ‘‘red hot’’| ‘57 Two-ten (8) coupe, $1,365, $1,400, Custom (6) 2-dr.. $435, $400; 4-dr.. 
Air 4-dr., $465*; Two-ten coupe, | action on all the 541 units consigned. Sold $1,380; sedan, $1,575°, $1,405, $1,325, $360°: Main (8) 4-dr., $375*.. 2 
. 376 cars from 541 consignments. $1,255. ‘52 Main 4-dr., $170; station wagon, 
CHRYSLER—’52 Windsor 4-dr., $340. BUICK—’57 Special conv., $2,005* (ps). "56 Bel Air (8) coupe, $1,225; 2-dr., $1,- $390° " E 
DODGE — '54 Coronet 4-dr., $565°;| ‘56 Super 4-dr., $1,090° (ps). 165°; conv., $1,225*; Two-ten 4-dr.,/ 457 arain (8) 4-dr., $145; Crest Victoria 
Meadowbrook 4-dr., $395. 55 RM Riviera, $1,000 (ps); 4-dr., $1,100. $125; 2-dr. $150, 2 at $115. F 
"53 Coronet 4-dr., $320°. $995* (ps). "55 Bel Air (8) 4-dr., $1,005*; Bel Air MERCURY—'5? Turnpike Cruiser, $2,170* 
FORD—’58 Thunderbird, $3,750*; Fairlane ‘54 Super Riviera, $635*; Special Riviera, (6) 2-dr., $890, $795; 4-dr., $900, (ps 3 
(8) conv., $2,100° (ps); 4-dr., $1,725° $690, $630°; 4-dr., $530°, $495°; RM $775, $725, $675; station wagon, $950, 56 ae telair cou $1,205*, $1,120°; 
; Custom 4-dr., $1,690. " 4-dr., $560° (ps). $850. Monterey station wagon, $1,500; Cus- 
"57 Country sedan, $1,665* (ps). '53 Special 2-dr., $390°. "54 Bel Air 4-dr., $675; coupe, $550, tom, a $1,030°. 
'56 Custom Victoria, $995*; Ranch| ‘°52 Super Riviera, $305°; 4-dr., $150° $440°; Two-ten 4-dr.. $605°, $445.) io. igumtesey coupe, $910*; sedan, $780* 
. $1,100°; Fairlane (8) 4-dr., $1,- (ps); RM 4-dr., $205° (ps), $345; One-fifty 2-dr., $530, $495. $725, $715, $675, $640° $615. r 
s "51 Special 2-dr., $180, $125. "53 Bel Air 4-dr., $350° (ps); station) ,. 797. ty sedan $600%, $400; coupe 
55 Fairlane (8) 4-dr., $920°; Custom| ‘50 2-dr.. $105. wagon, $550; Two-ten sedan, $420, $450° (pe). , , ; , 
$715°; 2-dr., ; CADILLAG—'58 (62) conv., $4,610* (ps). $325, $310, $235, $230. 153 Monterey coupe, $455*, $325, $285°; 
54 Ranch Wagon, $325. *S7 (62) conv., $3,530* (ps). "51 sedan, $185, $150, $125. 4-dr. $155, $150°. , : ” 
"53 Custom coupe, $210. "56 coupe de Ville, $2,205* (ps); coupe, CHRYSLER—’55 Windsor coupe, $950* *“* ’ 7 
"52 Victoria, $410°*. 2 at $2,240° (ps), $2,235* (ps); 4-dr., (ps). (Continued on Page 36, Col. 3) 





AUTOMOTIVE NEWS, JULY 21, 1958 











’52 2-dr., $235. 


$1,010*. 

"54 (98) 4-dr., $805* (ps). 

’53 (98) 4-dr., $500* (ps), $480*, 
(88) 2-dr., $460*. 


"51 2-dr., $255*. 
"50 Holiday, $255*, $110*. 





ae ie | 


Apis | VALDOSTA, GA. 





dr., $725. 


You can make 150°), PROFIT with an 


AMMCO BRAKE SHOP 


| 
hae 


tee] <a 


AMMCO TOOLS, INC., 


’51 2-dr., $100. 
NASH—’53 2-dr., $135. 
OLDSMOBILE—’57 (88) 4-dr., $2,010*. 
"56 (88) 4-dr., $1,250* (ps). 
°55 (98) 4-dr., $1,225* (ps), 


$1,060* 
(ps); Holiday, $1,140* (ps); (88) Holi- 
day, $1,085*, $1,170*; (88) Super 4-dr., 


$245°*; 


PACKARD—’57 Clipper 4-dr., $1,350*° (ps); 
station wagon, $1,755*. 
"53 2-dr.. $100*; 4-dr., $100*. 
PLYMOUTH 58 Fury coupe, $2,255* (ps) 
’57 Plaza 2-dr., $1,225*. 
’56 Plaza 2-dr., $715; Savoy 2-dr., $800; 
Belvedere conv., $1,075. 
55 Belvedere (8) coupe, $830; sedan, 
$810*, $575; Savoy 2-dr., $575°*. 
'53 Cranbrook 4-dr., $285, 270, $235; | 
station wagon, $350; 2-dr., $135. 
"50 4-dr., $225 
PONTIAC—’56 Star Chief conv., $1,475* 
(ps). 
"55 Star Chief Catalina, $1,100* (ps); 
Chieftain sedan, $555*, $540*. 
'53 Chieftain Catalina, $250* (ps); 2-dr.. 
$115. 
'52 2-dr., $225°, $135°*, $115°. 
"48 2-dr., $100*. 
*29 2-dr., $100 
| RAMBLER—’56 4-dr., $980°. °55 station 
} wagon, $620; 4-dr., $550. 
’52 station wagon, $285. 
STUDEBAKER—’57 station wagon, §$1,- 
610°. 
"55 Commander 2-dr., $510. 
| ‘54 Champion 2-dr., $500; Commander 
4-dr., $600*. 
"53 sedan, $250°, $130; coupe, $450*. 
"52 4-dr., $175 


> | Tom Hewitt Auto Auction. Sale every 
ar ba , Friday. Prices are for sale of July 11. 
Sentai ’ ; Had a red hot sale today. Lots of buyers 
land sellers present and they were doing 
lots of business. 80 percent of the con- 
| signment sold. 
| BUICK—'57 Special Riviera, $1,685*. 
| °S6 RM conv., $1,460; Special sedan, 
i $1,365°; Century 4-dr., $1,300°. 
"55 Century 2-dr.. $1,080°; Special 4- 





_ Used-Car Auction Prices 


(Continued from Page 35) 





4-dr., $1,100*%; Custom (8) Victoria 
coupe, $1,080*; Main (6) 4-dr., $830, 


’55 Custom (8) 4-dr., $900*; 2-dr., $590*, 











’54 Ranch Wagon, $610 (ps); Custom 
(8) 2-dr., $470; 4-dr., $325. 

’53 Custom (8) 4-dr., $430, $400, $350*; 
Victoria coupe, $420*. 

*52 Custom (8) 2-dr., $250*. 

"51 Deluxe (6) 2-dr., $220; Deluxe (8) 
2-dr., $170. 

HUDSON—'54 Jet 2-dr., $335. 

*54 Super coupe, $830*. LINCOLN — ‘57 Premiere coupe, $2,500* 

53 Super 4-dr., $110*. (ps), 

*52 Special 2-dr., $125*. MERCURY—’57 Monterey Sport coupe, §1,- 
OADILLAC—’58 coupe de Ville, $4,750*. 700*. 

"655 (62) 4-dr., $1,910*. *50 Custom 4-dr., $100. 

"54 (62) 4-dr., $1,540*. NASH ’55 Ambassador Country Club, 

*51 coupe, $490*. $710. 

CHEVROLET—’58 station wagon, $2,250*; | OLDSMOBILE — ‘58 (98) Holiday 4-dr., 
Bel Air (8) Hardtop, $2,045* (ps); 2- $3,170* (ps); (88) Super Holiday 4-dr., 
dr., $2,020*. $2.860* (ps). 

"57 Bel Air (8) Hardtop, $1,700*; conv., "56 (98) Holiday coupe, 81,550* (ps); 
$1,680*; 2-dr., $1,580*%; Two-ten (8) (88) 4-dr., $1,450* (ps), $1,250*, §1,. 
Hardtop, $1,550*; 4-dr., $1,300*. 195* (ps); Holiday 4-dr., $1,300* 

"56 Bel Air conv., $1,345*; 4-dr., $1,220*; ’54 (98) Holiday coupe, $1,050* (ps), 
One-fifty 2-dr., $810. $690* (ps); (S88) 2-dr., $560* 

’55 Bel Air Hardtop, $895; Two-ten 2-| PLYMOUTH "57 Belvedere (8) Sport 
dr., $685; One-fifty 4-dr., $605 coupe, $1,750* (ps) 

'54 Bel Air 4-dr., $665; One-fifty 2-dr., ’56 Belvedere (8) conv., $1,230* (ps); 
$510 Savoy (8) 4-dr., $1,050*%; Savoy (6) 

'53 Bel Air 2-dr.. $500; Two-ten 4-dr., club sedan, §680*; Plaza (6) 2-dr., 
$370* $640. 

"52 2-dr., $385 "55 Savoy (8) 4-dr., $775*, $710*; 2-dr., 

"50 4-dr.. $170 $650 
CHRYSLER—'55 300"" 4-dr., $1,175* "53 Belvedere 2-dr., $210. 

"51 4-dr., $210* "52 Cranbrook Belvedere, $110. 
DeSOTO—'57 Firedome sedan, $1,715*. PONTIAC—'56 Star Chief (8) conv., $1,- 

"53 4-dr., $320*. 360* (ps); Chieftain (8) 4-dr., $985*. 

"52 2-dr., $200 "55 Chieftain (8S) station wagon, $1,100*, 
DODGE—’57 Royal (8) sedan, $1,625*. ’54 Star Chief (8) 4-dr., $420* 

"53 4-dr., $285*. ’51 Chieftain (8) station wagon, $200*. 

"52 2-dr., $200. STUDEBAKER "53 Commander Regal 
FORD — '58 Thunderbird, $3,650* (ps); coupe, $130° 

Fairlane (8) Victoria, £2,200*: Custom | MISCELLANEOUS "58 Chevrolet -ton 
(8) 300 4-dr.. $1,765. pickup, $1,550. 

‘57 Skyliner Hardtop, $2,120*; Fairlane 
(8) Hardtop, $1,615* (ps): 2-dr. 1,- iV . f 
500*: Custom 2-dr.. $1,250: 4-dr.. a DANV ILLE, V A, 

055 | Danville Auto Auction. Sale every Wed- 

"56 Fairlane (8) Victoria, $1,205* (ps); | nesday Prices are for sale of Ju 4g 
Parklane station wagon, $1,140* (ps);| Continued shortage of clean used cars 
4-dr., $1,060*, $1.050*: Ranch Wagon | prices remain very high 
$1,025*; Custom sedan, $1,000*, $900*,| BUICK—'56 Special 4-dr., $1,430* (ps) 
$875* | '55 Special 2-dr., $1,080* 

"55 Fairlane Victoria, $1.100*, $975*./ "54 Super 2-dr., %$875*; Century 2-dr., 
790°; 4-dr., $975*, $865*: Custom 4- $780* 4-dr., 7 Special 2-«r., 
dr., $835*; Main 4-dr., $700. $655 

"54 Custom 2-dr. $425 "53 Special 2-dr., $425°*; 4-<r $380* 

"53 2-dr.. $440*. | (ps) 

"52 2-dr., $400. | "52 Super 4-dr., $400*. 

"49 2-dr., $140 CADILLAC—'51 conv., $480* 
MERCURY—’57 Monterey 4-dr., $1,690*. | CHEVROLET—'5S Bel Air (8) 2-dr $2,- 

"53 Monterey 4-dr., $1,210* 155°; Impala (8) 2-dr., $2,130 

"55 Custom station wagon, $1,100; Mon- "57 Bel Air (8S) 4-dr., $1,615*; 2-dr., 
terey coupe, $850*, $750 $1,.520*; Two-ten (8) 4-dr., $1,240°*; 

OLDSMOBILE—'57 (88) conv., $1,.875*. Two-ten (6) 2-dr., $1,205; One-fifty 

"56 (88) Holiday, $1,360* 2-dr., $1,260 

"5S (88) 4-dr., $1,060* (ps): (88) Super| ‘56 Bel Air (8) 2-dr.. $1,380° (ps), $1.- 
2-dr., $1,060° (ps); coupe, $940* (ps). 340°; Two-ten (8) 4-dr., $1,105*. $970, 

"54 (88) 4-dr., $750 $855; 2-dr., $1,010, $905. 

"50 2-dr.. $145°. "55 (8) station wagon, $1,155, $1.055*° 
PACKARD —’'52 4-dr., $255. (ps); Two-ten (8) 4-dr., $735*°: Be 
PLYMOUTH—'57 Belvedere (8) conv., $1,- Air (8) 2-dr., $905°; 4-dr., $710. 

670°; 4-dr.. $1,505* (ps), $1,490°; "54 4-dr., $520; 2-dr., $555. 
Savoy 4-dr., $1,400°*. "53 Bel Air (6) 2-dr., $615°, $455; Two- 

"55 Belvedere 4-dr., $820. ten (6) sedan, $525, $505*°, $365, $290. 

"S52 4-dr., $145. "S52 2-dr., $255, $250, $200°; 4-dr., $265°. 
PONTIAC—'58 4-dr. station wagon, $2,-| DeSOTO—'53 Powermaster 2-dr., $305*. 

610°. FORD—'58 Fairlane (8) 500 4-dr., $2,145* 

‘S7 Chieftain Hardtop, $1.765°*. (ps); Fairlane (8) Victoria, $1,925. 

"55 Chieftain Catalina, $1,120*; 4-dr., ‘57 Fairlane (8) 500 2-dr., $1,605; Cus 
$815°, $710°*. tom (8) sedan, $1,120, $1,115. 

MISCELLANEOUS—'57 Ford pickup, $1,- "56 Fairlane (8) Victoria, $1,195*° (ps); 
090. 2-dr., $1,130°; Town sedan, $1,080*; 

‘55 Chevrolet pickup, $560. 4-dr., $1,130; Custom (8) 4-dr., $1,180, 

"50 %-ton pickup, $275. $905: 2-dr., $840, $825, $795, $515. 

| °SS station wagon, $1,170° (ps); Fair- 
ALBANY lane (8) conv., §950°, $855; Custom 
4-dr.. $900; 2-dr., $780, $750. 

Tim Anspach Dealer's Auto Auction. "54 Custom (8) 2-dr., $685, $405; 4-dr.. 
Sale every Monday. Prices are for sale $505: Main (8) 2-dr., $375. 
of July 7th. '53 Custom (8) 2-dr., $555, $285; conv., 

The surprisingly low amount of car $445; station wagon, $405; Main sedan, 
offerings In today’s auction proves nice $280. 
used cars are scarce! The market re- | LINCOLN—'53 Cosmopolitan 2-dr., $365. 
mained very strong on ready-to-sell mod- | MERCURY—'55 Monterey 2-<r., $730". 
els, steady on second class models, weak "53 Monterey 2-dr., $405° ‘ps). 
on old cars. OLDSMOBILE ‘56 (88) 2-dr., $1,480° 
BUICK—"56 Super conv ° : one 

Gansere Riviere — ois”. (ps); 55 (98) conv., $1,155°; (88) sedan, $1,- 

"55 Special conv $11B0*, $3,000"; Rivi-| 528959, (P9);, 2202, $1170". 

*. . -dr., . : 
Seen at $790°; Super Riviera coupe, ea 4-dr., $480; qs) 4-dr., $285°. 

, — CKARD—'52 4-dr., $165". 

35 ast Riess oon, gasor; specias| PLYMOUTH OT Beivevere (8) 2-r,, $1 
Riviera coupe, $290°*. __ 715°. ness 

CADILLAC—’ST (62) conv., $3,575° (ps).| ‘4, Belvedere (6) 4-dr., $660"; Savoy 

"S4 (62) conv., $1,550° (ps) | (6) 2-dr., $300; Piase (6) 2-dr., S128 

"51 (62) 4-dr., $300°. P "53 Cranbrook 2-dr., $380. 
CHEVROLET—*58 (6) Brookwood station| PONTIAC—’S7 Chieftain 2-dr., $1,260°. 

wagon, $2,130. a, roe ——— Oe, ose 

"57 Two-t (8) 4- *. 7 eftain sedan, 5*, *. 

(6) 2dr SL sio eee": Two-ten| +53 Chieftain 4-dr., $355°;' 2-dr., §390°, 

'S6 Bel Air (8) 4-dr., $1,450° (ps); $265°, $310. 
conv., $1,410*: 2-dr. $1,145*: Two.| WELLYS—'SS station wagon, $510. 
ten (6) station wagon, $1,400: 4-dr., MISCELLANEOUS "55 Chevrolet 3600 
$1,060; 2-dr., Sport coupe, $920. pickup, $575. 

"55 Bel Air (6) Sport coupe, $1,050*; 

Bel Air (8) 4-dr., $950°; Two-ten (6) SEAT TLE 
Sport coupe, $820; 4-dr.. $710. 

"54 Bel Air 2-dr., $685. $675*: Two-ten South Seattle Auto Auction. Sale every 
4-dr.. $700*. ’ | Wednesday. Prices are for sale of July 2. 

'S3 Two-ten 4-dr., $480; 2-dr., $360, —- 57 Century Sport coupe, $1,940* 
$350; Bel Air Sport cou 450 pe). 

52 SL Deluxe 2-dr., $260". _ "56 RM Sport coupe, $1,720* (ps); Spe- 

DODGE—'57 Royal Lancer 4-dr., $1,950* cial station wagon, $1,680*; Sport 
(ps); Coronet club sedan, $1,650*. coupe, $1,290°*. 

’55 Coronet 4-dr., $830*. "55 Special 4-dr., $1,095*. 

54 Coronet 2-dr., $600. "54 RM Sport coupe, $960° (ps); conv., 

"53 Meadowbrook 4-dr., $245*; Coronet $800* (ps); Century 4-dr., $715*. 
club coupe, $200°; 4-dr., $200. ‘53 Super conv., $600°. 

FORD —°57 Thunderbird coupe, $2,710*: CADILLAC—'57 (62) coupe de Ville, $3,- 
Fairlane (8) 2-dr., $1,460°. 650° (ps); coupe, $3,000* (ps). 

"56 (8) Country Squire, $1,585* (ps); "55 (62) coupe de Ville, $2,095* (ps). 


Fairlane (8) Victoria coupe, $1,130*; 





(Continued on Page i4, Col. 1) 





Volvo Dealers Honor Regional Manager— 


David Beesley, standing, is shown at a testimonial dinner in New York given by 
40 East Coast dealers for Volvo. Beesley is Eastern regional sales manager for Volvo. 
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$2,500* 


AUTOMOTIVE NEWS ‘sales tests’ 
give 30,000 answers to car critics 


You hear a lot of talk about what’s wrong with 
American cars, but how often do you find facts on 
what’s right with them? Says a recent article in 
AUTOMOTIVE NEWS: “There’s a lot right with 
the ’58s, and regardless of what car a dealer sells, 
his competitor has a good car, too.” 


The proof lies in 30,000 miles of behind-the-wheel 
testing by AUTOMOTIVE NEWS writers of all 
makes and models under typical (and some not so 
typical) driving conditions throughout the U. S., and 
the results appear in AUTOMOTIVE NEWS’ popu- 
lar series of “Sales Testing the New Models” articles. 


The response to these unbiased road reports? Aside 
from the usual reader reaction, we like to point to 

the more than 1,000,000 reprints of the articles, re- 
uested by dealers and makers throughout the in- 
ustry, 

This series is typical of the kind of reporting that 

commands respect—the kind of fact-finding reader 

service that has made AUTOMOTIVE NEWS the 


"s Right with 58s 


with any of these. 
was no trouble st® 2 d during ' 


transmission trouble, no rear- 
end trouble, no shock-abso 


suspensic 


leader in its field and spokesman for the automotive 
industry for more than 33 years. 


It’s another reason why more than 150,000* readers 
—buying influences from factory executive level and 
engineering to sales and service divisions as well as 
almost every car and truck dealer—count on the 
Weekly Newspaper of the Industry to keep them 
abreast of everything new in the world of wheels. 


Put your message where reliable readership is guar- 
anteed—put your message before the men you want 
to sell personally—call your AUTOMOTIVE NEWS 
Representative today. 


*44,000 paid subscribers, 85% of whom annually 
renew their subscriptions at the regular $8 rate. 
They're offered no premiums, cut-rates or special in- 
ducements. 


NEW YORK: Edward Kruspak, 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


Howard E. Bradley, Ray 


The most influential publication in the automotive industry. 


The Newspaper of the 


‘Vel KXKL, Mo 268 


Industry 


Jaapen New Care Now os. 679,000 in "56 ~~ ' 


Samnomne.. 
Stocks Dip but Top 
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High ways & Safety 2:08 


Wider Driver Training ® 


AUTOMOTIVE NEWS, JULY 21, 1958 


Called Big Need in U.S. 


Extension of high-school driver 
education to more schools and eli- 
gible students will contribute im- | 
portantly to the safety of future 
travel, according to Norman 
Damon, Automotive Safety Founda- 
tion vice-president. 

He spoke on “Survival in a | 
Motor Vehicle Age” at the an- | 
nual meeting of the National | 
Commission on Safety Education | 
in Cleveland. 

An encouraging sign, Damon 
said, is the increase in the number 
of states “recognizing the impor- 
tance of driver education to the 
point of extending financial aid to) 
local school systems.” He placed 
the number at 14. 

The Government’s interstate high- 
way program will offer many chal- 
lenges in the field of safety educa- 
tion, Damon emphasized. 

Since the Government has in- 








dicated it will stick to its target 
date of 13 years for completion 
of the interstate network, “a 
great many related things we 
used to be able to push off have 
suddenly taken on real urgency,” 
he said. “We no longer can post- 
pone the decision.” 


Damon continued: 

“Driving on these new express- 
ways is going to be a different kind 
of driving than you and I knew 
when we were growing up or even 
than we know today. 

“We are going to need different 
skills for driving the expressways 
of tomorrow than we need for to- 
day’s conventional road or street.” 

He said younger people should 

be prepared for driving at higher 
speeds, given some training in 
emergency procedures and what 
to do in case of accidents. 

“We can’t continue to rely solely 


Edsels for Police Duty— 


First Edsels to be placed in police service in the Detroit area are handed over to 
the Allen Park (Mich.) authorities by Floyd Rice, center, of Floyd Rice Edsel, Dearborn. 
| Mayor Osborne Dunn, left, accepts the keys of the first of five Edsel Rangers to be 
| delivered to the city. At the right is Police Sgt. William Heslip. 





on the time-tested accident-| applied,” he added. “We are going 
prevention methods of the past,|to have to develop some new and 
even though the record shows) better methods.” 

| they have produced good results Damon said the nation is trying 
|\where they have been effectively’ to handle a “burgeoning” automo- 
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with these HOLMES units” 





HOLMES Offers a Choice of 
Low Cost WRECKER Equipment 


It takes far more than “Drive-in Customers” to build a profitable 
shop volume. Today most shops know from experience that the only sure 


way to increase profits is to go after the business with their own HOLMES 


Units. Being in a position to reach outside customers gives a shop two 
important advantages—First, it permits them to render 100% service 
and thereby hold on to many of their customers who could be taken over 
by a competitor. Second, it enables any shop to extend its services miles 
away and actually bring-in jobs they could not otherwise obtain. The 
handling of modern cars is a field in which HOLMES offers a wide choice 
of tried, tested and proven equipment. Send today for details. Find out 
first hand how a HOLMES unit can increase profits for you. 


HOLMES 460 WRECKER 


This unit although small and compact has power 
and flexibility for fast pick-up and towing 
service on a | or 2 ton truck. It is power- 
operated, has dual controls and double 
swinging booms, each with a rated 3 ton 





capacity. Designed low in 


most desirable for work in 
highly: congested areas. Send 


today for details. 





height and 


Chattanooga 7, ‘ 


Universal Towing Sling 


Here’s the new Sling that tows all cars 
with cushioned safety assuring a very 
fast method of handling without scar- 
ring, denting or defacing light chrome 
and body parts. Easy to install on al- 
most any tow truck. Write factory to- 
day for full details. 















Tennessee 








tive transportation system with too 
few qualified personnel. 

“We are lagging far behind in 
the training of traffic engineers, 
driver-license examiners, accident- 
record analysts, traffic police, 


driver-education teachers and 


safety supervisors,” he said. 
He also suggested new teaching 


methods for the rapid training of © 


personnel and college courses for 
traffic-safety specialties. 


> * * 


Special Permit to Be Needed 
When Renting Truck in N. Y, 


Beginning next year, the average 
driver will have to obtain a chauf- 
feur’s license before he may rent 
a drive-it-yourself truck in New 
York. 

This, it was learned, is the way 
the State Motor Vehicle Bureau has 
decided to interpret a law enacted 
by the 1958 Legislature. A statewide 
organization of car and truck rental 
companies is girding to fight for 
repeal or modification of the mea- 
sure in the 1959 Legislature. 

* * = 


Link Planned for Illinois, 


Indiana Toll-Road Systems 


Govs. Harold W. Handley of 
Indiana and William G. Stratton 
of Illinois announced an agreement 
between the two states for im- 
provement of U.S. 41 to make a 
connection between Indiana’s East- 


West toll highway and the Illinois | 


Tri-State toll-road system. 


Handley said US-41 will be im- 
proved from a two-way highway to 
a modern four or six-lane express- 
way. He declared that the esti- 
mated cost of $24 to $26 million 
would be split 50-50 with the Fed- 
eral Government. 


> > * 


Turnpike from Richmond 
To Petersburg Opened in Va. 


The State of Virginia has opened 
the 34.7-mile, $67,024,000 Richmond- 
Petersburg Turnpike. Officials said 
the superhighway is expected to 
cut the trip from 65 minutes for 
passenger cars to 38 minutes. 

It now is possible to drive from 
Augusta, Me., into North Carolina 
almost entirely on limited-access 
highways, officials said. 


Computers Decide Location, 
Traffic on Future Roads 


Locations of superhighways of 
tomorrow and the traffic loads 
they will carry are being deter- 
mined today by electronic compu- 
tation which will save Federal 
and state governments thousands 
of man-hours monthly and will 
enable motorists to travel new 
highways years sooner, according 
to the Computer division, Bendiz 
Aviation Corp. 

Samplings of traffic at various 
points of entry and return on 
roads are taken and projected 
by digital G-15 computers into 
long-range traffic forecasts, Ben- 
diz said. Traffic loads for the 
next 20 years can be determined, 
officials said. 


Police Chiefs Give 
117 Safety Awards 


Nine states and 108 cities have 
been honored by the International 
Assn, of Chiefs of Police for police 
traffic supervision activity in 1957. 
Two states and 53 cities will 
receive outstanding achievement 
awards, and seven states and 55 
cities will get certificates of achieve- 
ment. 

Outstanding achievement awards 
are based on performance evalua- 
tions of 90 percent or higher for 
states and 85 percent or higher for 
cities, as rated in the police traffic 
supervision section of the Annual 
Inventory of Traffic Safety Activi- 
ties. 

Certificates of achievement are 
given on the basis of 85 to 90 per- 
cent performance evaluations for 
states and on 80 to 85 percent for 
cities. 

* 


Highway Group Formed 


The Ohio Citizens Highway Com- 
mittee has been established as 4 
nonprofit educational corporation 
to develop, encourage and stimu- 
late highway planning and con- 
struction. The committee’s head- 
quarters will be in Columbus. 


* * 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
A FEW weeks ago a higher court 
rendered an unusually impor- 
tant decision that an insurance 


' eompany is liable on its insurance 


policy delivered to an auto dealer, 


| although the dealer failed to pay 


the premium due on the policy. 
For illustration, in Negvesky v. 
Security Insurance Co., 312 Pac. 
(2d) 728, the testimony showed 
facts that a dealer applied to Se- 
curity Insurance Co. for a policy 
of liability insurance that would 
cover all persons 


driving autos 
with the dealer’s 
consent. 


Laterthe 
dealer gave Mrs. 
Marian Corbin 
permission to 
drive one of his 
autos for a day or 
two to see if she 
wanted to buy it. 
While driving the 

L. T. Parker ear, she collided 
with a car driven by one Rose- 
mary. 

Notwithstanding the fact that a 





bank check given by the dealer to 


the insurance company, in payment 


| for the insurance policy, was re- 


turned from the bank marked “in- 
sufficient funds,” the higher court 
held the insurance company liable 
to Rosemary for $8,674 and said: 
“The policy being in effect, it is 
immaterial whether or not the in- 
sured (dealer) failed to make pay- 
ment of the premium.” 
= * aa 


Dealership OK Delayed 


FEW weeks ago, a higher court 

held that a contract for sale 
of an auto agency is automatically 
rendered void if either of the 
parties to the contract fails to ful- 
fill any element or clause of the 
contract. Moreover, this court held 
that both contracting parties are 
responsible absolutely as to their 
obligations assumed in the con- 
tract. 


For example, in Salyer v. Cen- 
tral National Bank, 312 Pac. (2d) 
458, the testimony showed: A 


to purchase the latter’s Cadillac- 
Oldsmobile dealership for $30,000. 

The consummation and final de- 
termination of the contract was 
dependent upon approval by the 
manufacturer and authorized dis- 
tributors of these autos. Salyer de- 
posited $5,000 with the dealer, under 
a written agreement that this $5,000 
would be returned to Salyer if the 
manufacturer failed to approve 
_— new dealership before Aug. 


The manufacturer did not ap- 
prove Salyer’s dealership before 
Aug. 25, but did approve it soon 
afterward. 


In subsequent litigation, the 
higher court held that Salyer was 
entitled to recover the $5,000 de- 
posit from the dealer. 

This higher court explained that 
in contracts of this kind, the court 
will look to detailed provisions and 
render its opinion according to the 
original intention of the contract- 
ing parties when the contract was 


signed. 
a a 


| Patent Held Infringed 


el 


Bish aoe aes i Ne te i BS 


For many years the courts have 

held that a person who invents 
@ new and useful invention can 
obtain a patent on his invention, 
and that the issued patent prohib- 
its all persons, firms, and corpora- 
tions-from making, using or selling 
the invention. 

Last month a higher court held 


valid and infringed a design pat- 
ent on a frame for auto license 


The principal features of the in- 
vention are these: There are two 
indicia surfaces or headers, one at 
the top and the other at the bottom 
of the frame, in which advertising 
(such as the dealer’s name and ad- 

) may be inserted; both in- 
dicia surfaces are depressed, so 
that the advertising stands out in 
the form of raised letters; one in- 
dicia surface is almost double the 


) Width of the other, so that the ad- 


) Vertising inserted in the wider sur- 


face may be emphasized. This court 
said: 


“Commercial success is of great 
importance in determining the va- 
lidity of a design patent. The fact 
that the Bessolo design was widely 
copied by competitors is another 
indication that it was deemed a 
novel and superior design.” 

* > ca 


Standards Cited 


‘TT‘HIS court explained that the 

standard of invention required 
for design patents is the same as 
that for mechanical patents. In 
both cases, there must be original- 
ity in the exercise of the inventive 


Reeder Receives Plaque 


KNOXVILLE, Tenn.—Ross R. 
Reeder, president of Reeder Chev- 
rolet Co., received a plaque in 
recognition of more than 25 years 
as a Chevrolet dealer. The plaque 
was presented by T. L. Pritchett, 
Atlanta zone manager. 


faculty. And further that a design 
patent is valid although in addi- 
tion to being decorative, it has a 
utilitarian purpose. 

On the other hand, all higher 
courts agree that a design patent 
will not be granted on a mechan- 
ical device which is purely mechan- 
ical, and with no decorative or 
ornamental appearance. 

= a2 * 


Purchaser Takes Chance 


—— to a late higher 
court decision, a used-car 
dealer must take heavy chances 
when purchasing an auto from an 
unknown seller. If a dealer pur- 
chases an auto from someone who 
is not the lawful owner, the pur- 
chaser stands to lose money al- 
though he acted in good faith. 

For example, in Brown v. 
Thrower, 256 S. W. (2d) 962, it 
was shown that one Thrower was 
the owner of certain equipment. 
Thrower loaned it to a relative 
who later sold it to one Brown. 

In later litigation, the higher 
court ordered Brown to return the 
equipment to Thrower, or pay him 
$189.50, the reasonable value of the 
equipment. The court said: 

“The burden is upon the appel- 
lant (Brown) to defeat the claim 
and prove all the facts necessary 
to establish his defense. He must 


not only show that he paid a val- 
uable consideration in good faith 
and without notice, but it must ap- 
pear that appellee (Thrower) did 
something with the intention of 
misleading appellant (Brown) or 
was guilty of some form of negli- 
gence calculated to deceive him, 
(Brown).” 

This court also explained that 
Brown could sue Thrower’s rela- 
tive and recover his loss. 

* * * 


Freeze Is Contractor’s Loss 


F. RICE, executive of a large 
* automobile corporation in Den- 
ver, wrote an interesting letter, in 
part, as follows: “If concrete 
poured one day for a driveway and 
parking lot freezes that night, due 
to an unexpected drop in the tem- 
perature, who is liable for payment 
of the cost of repairing or repour- 
ing the concrete?” 
Last month a higher court clearly 
answer this question. 

For instance, in Thompson 
Construction Co. v. Schroyer, 298 
Pac. (2d) 239, the testimony 
showed that a contractor installed 
certain concrete. That night an 
unexpected freeze ruined the con- 
crete work. 

In subsequent litigation, the 
higher court held that since the 
contract contained no clause which 


relieved the contractor for damage 
caused by freezing, the contractor 
was liable for the payment to the 
property owner for the reasonable 
and necessary expense of removing 
and repouring the concrete which 
was frozen. This court said: 
“Schroyer (property owner) is 
entitled to have what he contracted 
to receive, or to have deducted from 
that which he owes appellant (con- 
tractor) an amount reasonably nec- 
essary to provide him with a proper 
and suitable concrete driveway.” 
* . * 


Ad Valorem Truck Tax 


Is Upheld in Kansas 

TOPEKA, Kans. — The Kansas 
Supreme Court has upheld a sec- 
tion of a 1955 law which empowers 
the State to levy an ad valorem 
property tax on the over-the-road 
equipment of truck lines operating 
in Kansas although not domiciled 
in the state. 

However, the section of the law 
which placed an additional tax on 
franchise rights and licenses in in- 
terstate commerce was ruled un- 
constitutional. 

Various truck lines paid about 
$785,000 in taxes under protest in 
1956 and 1957. They stand to re- 
cover about $140,000, which was the 
amount levied on the franchise and 
license privileges. 
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get modern ARO LUBE EQUIPMENT 





. 
THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO @ Piants at Bryan and Cleveland, Ohio 
Aro of Calif., 3141 S. Grand Ave., Los Angeles 7, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


ARO 


@ 
LUBRICATION EQUIPMENT 
Automotive—Farm 


AROLUBE 


Appearance and efficiency count when motorists pick a dealer 
for lube service. They like to do business with.a service station, 
car dealer or garage that has the modern pro; 
get with ARO Lube Equipment! This is also t 
more efficient service . . . producing greater profit. 
Choose ARO overhead reels, drum cover models or porta 
cabinet lubricators for your needs. You'll like ARO’s trend- 
as styling and profit-boosting performance. See your ARO 
0 now! 
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Publications advertised 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 
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Covers 
Fordomatic, Merc-O-Matic 
m and Turbo-Drive Transmis- 
sions thru 1957. Over 200 


AUTOMOTIVE NEWS, JULY 21, 1958 
woe |Sales Conditions in Various Areas 


Auto Market Reports 


in this section are not 


MANUAL WHICH COVERS . 
The Controlled Coupling 
Hydra-Matic 
Covers all Controlled Coupling 


cE Hydra-Matic Transmissions 


(VJetaway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 


Each manual covers . . . 


e Fundamentals 

e Diagnosis 

@ On-The-Car Service 

e@ Total Overhaul 

e Complete Fiat Rate Data 
@ Tool and Equipment Data 


Clare Covers all 


Hydra-Matic 


Transmissions thru 1957. Over 


Be era 
Mr ustuiess 


Louisville 

New-car sales in Louisville and 
Jefferson Country for June totalled 
1,266, compared with 1,033 in May. 

For the first half, the 1958 total 
was 7,007, compared with 9,611 in 
the first six months of 1957 and 11,- 
257 in 1956. 

By makes, June sales were: 
Chevrolet, 403; Ford, 289; Plym- 
outh, 116; Oldsmobile, 90; Buick, 
65; Mercury, 56; Pontiac, 46; 
Rambler, 38; Dodge, 25; Cadillac, 
19; Edsel, 17; Chrysler, 12; Volks- 
wagen, 12; DeSoto, 9; Lincoln, 8; 
Studebaker, 7; English Ford, 6; 
Hillman, 5; Imperial, 4; Metro- 
politan, 3; Nash, 1; Packard, 1, 
and miscellaneous, 30. 

June new-truck sales were 140, 
compared with 170 in May. First- 
half totals were 817, compared with 
1,069 a year ago and 1,255 in 1956. 

June registrations by makes 
were: Ford, 46; Chevrolet, 39; In- 
ternational, 34; White, 5; Volks- 
wagen, 3; Dodge, 2; English Ford, 
2; GMC, 2; Mack, 2; Willys, 1, and 
miscellaneous, 4.—(A. W. Williams.) 


+ * * 


Washington, D. C. 


Preliminary figures showed 1,435 
new cars registered in the National 
Capital area during June, compared 
with 1,423 in May. 


month 

with 144 in the previous month. 
By makes, new-car registrations 
were: Chevrolet, 418; Ford, 270; 
Plymouth, 129; Pontiac, 92; Oldsmo- 
bile, 72; Buick, 58; Cadillac, 55; 
Dodge, 47; Rambler, 47; Chrysler, 
40; Mercury, 29; DeSoto, 11; Lin- 
coln, 9; Metropolitan, 6; Imperial, 
3; Studebaker, 3; Packard, 3, and 
miscellaneous, 143. There were no 
Edsels registered. 

Truck registrations were: Chev- 
rolet, 66; Ford, 59; GMC, 18; Inter- 
national, 16; Mack, 10; Dodge, 9; 


the BIG" things that 


Diamond T, 4; White, 3; Willys, 2, 
and miscellaneous, 2.—(William 
Ullman.) 


aa * * 


Detroit 


June saw 8,084 new cars regis- 
tered in Detroit, compared with 
7,716 in May and 13,484 in June a 
year ago. 

For the first half, totals were 
48,020 this year and 81,616 a year 
ago. 

June sales by makes (with per- 
cent of market penetration in 
parentheses) were: Chevrolet, 2,305 
(28.51); Ford, 1,957 (24.21); Plym- 
outh, 688 (8.51); Oldsmobile, 510 
(6.31); Mercury, 510 (6.31); Buick, 
379 (469); Rambler, 322 (3.98); 
Pontiac, 309 (3.82); Cadillac, 296 
(3.66); Dodge, 217 (2.68); Edsel, 126 
(1.56); Lincoln, 83 (1.03); DeSoto, 
77 (0.95); Chrysler, 74 (0.92); Stude- 
baker, 19 (0.24); Imperial, 16 (0.20); 
Packard, 1 (0.01), and miscellane- 
ous, 195 (2.41). 

Used-car sales totalled 9,386 in 
June, compared with 9,317 in May 
and 13,151 in Jume a year ago. 
First-half totals were 51,727 this 
year and 73,608 in 1957. 

New-truck sales amounted to 539 
in June, compared with 507 in 
May and 957 in June a year ago. 
Registrations by makes (percent of 
penetration in parentheses) were: 
Ford, 242 (44.90); Chevrolet, 133 
(24.67); Dodge, 72 (13.36); Inter- 
national, 18 (3.36); Mack, 17 (3.15); 
GMC, 12 (2.23); Willys, 6 (1.11); 
White, 5 (0.93); Autocar, 3 (0.55); 
Diamond T, 3 (0.55); Divco, 2 
(0.37); Studebaker, 2 (0.37), and 
miscellaneous, 24 (4.45). 

Used-truck sales numbered 369 
in June, compared with 414 in May 
and 652 in June a year ago.— 
(Robert M. Lienert.) 

> . 
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Toledo 


Dealers in Toledo and Lucas 
County sold 1,106 new cars during 
June, compared with 1,657 in June 
a@ year ago. 

By makes, registrations were: 
Chevrolet, 354; Ford, 273; Oldsmo- 
bile, 80; Buick, 76; Pontiac, 74; 
Plymouth, 68; Mercury, 36; Ram- 
bler, 27; Cadillac, 22; Dodge, 19; 
Studebaker, 16; Chrysler, 12; De- 
Soto, 10; Volkswagen, 8; Edsel, 6; 
Lincoln, 2; Imperial, 1; Willys, 1, 
and miscellaneous, 21. 

New-truck registrations totalled 
105 in June, compared with 113 in 
the year-ago month. By makes, 
registrations were: Chevrolet, 38; 
Ford, 23; GMC, 12; International, 
12; White, 5; Dodge, 3; Willys, 3; 
Diveo, 2; Volkswagen, 1, and mis- 


cellaneous, ¢. 
- 


Boise, Id. 


A total of 204 new cars were sold 
during June in Ada County (Boise), 
Id., of which 15 percent were im- 
ports. A month earlier, the total 
was 235 and the imports’ share was 
16 percent. 


trations were: Chevrolet, 1,260; 
Ford, 1,009; ‘Plymouth, 365; Olds. 
mobile, 321; Buick, 265; Pontiac, 
234; Mercury, 214; Dodge, 209: 
Cadillac, 123; Rambler, 119; Volks. 
wagen, 53; Chrysler, 50; DeSoto, 4; 
English Ford, 29; Edsel, 26; Stude- 
baker, 23; Lincoln, 20; Metropoli- 
tan, 20; Vauxhall, 15; Simca, 14; 
Continental, 13; MG, 13; Volvo, 
12; Imperial, 11; Triumph, 11; Opel, 
9; Isetta, 5; Morris, 5; Renault, 5; 
SAAB, 5; Packard, 1, and miscel- 
laneous, 31. 

New-truck registrations totalled 
321 in June, compared with 327 
in May. The June breakdown 
showed: Chevrolet, 108; Ford, 75; 
GMC, 40; International, 33; Dodge, 
20; Volkswagen, 15; Diamond T, 
7; White, 7; Willys, 6; Divco, 3; 
Mack, 3; Autocar, 1; Reo, 1, and 

(See MARKETS, Page 41, Col. 2) 


get your & 
“so-so” 


More people are buying 
mobile homé@s to LIVE IN 
than ever before. And 
there's a healthy increase 
in sales of the truly travel 
trailer, too © 4). 
sand semi- 


for vaca- 
tions, spo 


By makes, June sales were: Chev- 
rolet, 47; Ford, 38; Rambler, 20; 
Vo . Dodge, 10; Pontiac, 
10; Oldsmobile, 9; Plymouth, 9; 
Mercury, 8; Edsel, 6; Chrysler, 5; 
Buick, 4; ‘Cadillac, 3; Simca, 3; 


1; Mercedes-Benz, 1; 
Opel, a5 Packard, a3 Porsche, 1; 
Triumph, 1; Volvo, 1, and miscel- 
laneous, 6. 

New-truck registrations num- 
bered 78 in June, compared with 125 
im May. By makes, they were: Chev- 
rolet, 38; Ford, 16; International, 
10; GMC, 7; Kenworth, 1; Willys, 1, 
and miscellancous, 5. 
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Cleveland 


New-car sales in the Cleveland 
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mS The decline in used-car sales was 
; less severe—amounting to 15 per- 
cent as the total dropped from 
45,494 to 38,524. 
In June, new-car sales numbered 
4,534, compared with 5,143 in May 
and 7,109 in June, 1957. 
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ELEMENTS “Feridium,” “Discardit” and “Micralytic” are the Registered Trade Marks of Lee Filter Corp. By makes, June new-car regis- 
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company is known as Rambler 

- Greenville, Inc. Since leaving Ameri- 

Across the Nation... can Motors, he has been general 
eee manager of Marquis Motors (Ram- 


bler), Beaver Falls, Pa. 
= * > 


Auto Dealer Changes | enue rime: diuributor cere 


Eastside Motors, 10502 Main 
St., Seattle, has been named dis- 
, 1,260; ] gtudebaker-Packard has signed| DeLeigh Motors, Klamath Falls,| ‘tibutor for Renault and Peugeot 
; Olds- | y new S-P dealerships. They are:|Ore.; Southern Motor, Inc. Au- in Washington. e 
Emmons Sales & Service, Inc.,/ gusta, Ga; Port Jefferson Im- 
Mt, Holly, N. J.; Bennett Motors,| ported Car Center, Inc., Port Jef-| Greene Buys Coast Deal 2 ‘ 
Riverhead, N. ¥.; Firth Motor|ferson, N. Y.; Tobin Motor Sales,| Harold Greene has purchased the 94.2% of all Elks own one or more automobiles. In this 
Sales, Inc, Jackson, Mich.;| Gary, Ind. Chevrolet-Buick dealership in ificati ine i eeds 
Broecker Motors, Inc., Buffalo;| C. Fischer Kinderhook Sales, Inc.,| Ridgecrest, Calif., and will operate Starch classification only pare i the eo 
Summers Motors, Inc., Junction| Kinderhook, N. Y.; Wonderlin-|it as Hal Greene Chevrolet-Buick the Elks Magazine while only one other equals the Elks. 
City, Kans.; Cloverleaf Motors, Inc.,| Summers, Inc., Decatur, Ill; Tom| Co. 
, | fort Wayne, Ind.; Park Motor Car| Bushey Mounds Road Auto Sales, ae 31.2% of all Elks made a new car purchase in the last 12 


., Williamsport, Pa.; Bonner Mo-| Anderson, Ind.; Conde Motor, Inc., 2 
2 Sandpoint, Id.; Gwent Boe! Hempstead, N. Y.; Beecher Motor an od by a months. In this category The Elks Magazine is exceeded 
) Motor Co., Barron, Wis.; aw’s| Sales, Adrian, Mich.; Sarasota Mo-| Acquir iv : 
er Sales, Caribu, Me.; Croxton| tors, Sarasota, Fla; Sam Wollard| Howard Hively, Inc, Edsel- by only one of the 58 consumer magazines reported. 
} Motor Sales, Hanover, Ind. | Motor Co., Excelsior Springs, Mo.; | Lincoln-Continental-Isetta dealer- ie . 
| ©. G. Peck, Inc. Canandaigua, er ao — eon ship in Cincinnati, has purchased This high percentage of car ownership, plus an 
. Per Motors, Lexington, astway otors, Inc., son,| assets of two new-car dealers in es 
; i ah: bene Hudelson, Inc., Cham. Ore.; H. A. Taylor’s Garage, Inc.,|/a deal that involved approximately above-average median income of $6,636, makes 1,209,351 
paign, Ill; Kuhlman Motor Sales,| Glens Falls, N. Y.; Webb Brothers, | $700,000. Elks a valuable mass market for auto manufacturers. 
Berrien Springs, Mich; Dale ale = a oo ane ease) a*e — ao 
feldt Oldsmobile-C adillac, au a, s.; R. H. oe nc., vely, president, inclu new ad 
ae penton, Ia.; Equire Motor| Kalamazoo, Mich.; Benning Auto| Fords from Riccardi Ford, Inc., To best reach and sell this vital market, the buy you ought 
Co., Watertown, Mass.; Forstner| Sales, Inc, Washington; Young/and’108 Mercurys from Downtown to make now is... 
Motors, Green Bay, Wis.; L & H| Motor Co., Anaconda, Mont.; Rob-| Mercury, Inc. Hively said he has 
Motors, Inc., Rocky Mount, N. C.;|erts Motors, New London, Wis.;| received franchises to sell Ford and 
leanne ____| Karl J. Duell, Warrensburg, N. Y.| Mercury cars. 
. * * | Hively said he plans to operate 
Pearson Moves Deal a service garage at the Riccardi 


Raymond Pearson (Ford) held al Ford location in Oakley, a suburb THE MAGAZINE 


; : ; f Cincinnati. He said he would 
location | ° 
FRE E LOCK rae a Baker, Posndenn, Sen. move the purchased Ford inventory 
> > > 


to his dealership, and would sell ‘ 
|Lincolns and Mercurys at the New York + Chicago + Los Angeles + Portland, Ore. 
Hoehn Chevrolet Adds | former Downtown Mercury loca- 
Beverly Hills Outlet | tion. 
Hoehn Chevrolet Co., a Memphis 
| dealership for 20 years, has ac- 
quired a Chevrolet franchise in 
, i | EW Beverly Hills, Calif. The firm also 
di des operates a Chevrolet dealership in 


wm | Ka City. 

F a E 3 a LO Cc a4 «ff Rudy enaaiicnn general sales 
manager of Hoehn operations here, 
Auto-Lock HUB : 


. . 
ell Ra. i a 










of the California firm. He has been 
succeeded by G. M. Hoagland, 
former used-car manager. 

T. W. Hoehn jr. is president of 


has been named general manager 
for 4-wheel drive vehicles . 





. 
Meister Signs Rambler 
| John R. Meister, who retired from 
American Motors in 1956 as parts 
land service manager of the Pitts- 
| burgh zone, has opened a Rambler 


| dealership in Greenville, Pa. His 


The Hub a Child Can Engage § Markets 


(Continued from Page 40) 
Available for: 


miscellaneous, 2. — (Sanford Mar- 
® Willys © Dodge © GMC key.) 


® International © Chevrolet 


® Ford @ Land Rover Los Angeles 

® Marmon Herrington May saw new-car registrations in 
Los Angeles County jump to 16,018 
from the 14,607 recorded in April, 
according to figures compiled by 
Donnelley’s Motor Recorder of Cali- 
fornia. 
| Volkswagen, which was in sixth 
| place in April, dropped to ninth in 
| May, exchanging places with Ram- 
| bler for the two months. 
By makes, May registrations 
were: Chevrolet, 4,416; Ford, 3,366; 
Plymouth, 1,255; Oldsmobile, 716; 
Cadillac, 605; Rambler, 513; Pon- 
tiac, 504; Buick, 498; Volkswagen, 
487; Dodge, 446; Mercury, 385; 
Renault, 329; Fiat, 245; Chrysler, 





Simple engagement — Set = 207; Volvo, 190; Triumph, 183; MG, 
row to “in” position and walk 1140: DeSoto, 130; Edsel, 130; Opel, 
away. Hub engages automati- 129; Lincoln, 123; Hillman, 122; 
cally and positively as vehicle English Ford, 86; Metropolitan, 83; 
moves. To Disengage, simply Simca, 76; Borgward, 71; Stude- 
turn to “out”. No tool ever! — Bs ———, = pene. 

i ith the fin- ; Austin- ey, 48; Porsche, 44; 
procter cat Mercedes-Benz, 39; Jaguar, 38; 
: i at b DKW, 37; Morris, 37; Vauxhall, 
ully guarante: year. 28; Isetta, 21; Goliath, 15; Sun- 

beam, 15; Alfa-Romeo, 12; Citroen, 
JOBBERS—DEALERS 9; Packard, 8; Willys, 1, and mis- 
FREE-LOCK hubs proven over cellaneous, 49. 
millions of miles of use are New-commercial car _ registra- — 
preferred by thousands of tions totalled 2,146 in May, com- SS: oe ea 
owners. Write for information pared with 1,811 in April. By makes, “> Ss 
concerning your territory they were: Chevrolet, 872; Ford, — ~~ 
. 739; GMC, 109; International, 103; SI SS NS 
Dodge, 97; Volkswagen, 92; White, Ss wSwsss 
FREE-LOCK 44; Willys, 17; Fiat, 11; Diamond WARS 






T, 9; Reo, 8; Freightliner, 8; Peter- 
Bek 2 Bek 2 Oe kek, Bae | pit 6; Kenworth, 4; Studebaker, 3; 
‘ . English Ford, 3, and miscellaneous, 

21.—(William Carroll.) 
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UTILITY PUMP—The PAR “Handy Boy” 
utility pump, with its interchangeable 
fittings, is said to drain crankcases, trans- 
fer fuel, scavenge water lines, clean oil 
filter and drain avtomatic transmissions 
through the dip stick hole. Measuring 
11% inches in length, the pump delivers 
up to 30 pounds air pressure, ample for 
any inflation job and to blow out oil 
and fuel lines, it is claimed. Peters & 
Russell, Inc., Springfield, O. 

a 





BATTERY TESTER—The Hoyt model No. 
700 “Piggy Back" battery tester, featur- 
ing @ removable meter, has been an- 
nounced by Burton-Rogers Co., Sales Di- 
vision of Hoyt Electrical instrument Works, 
42 Carelion St., Cambridge 42, Mass. 
Featuring an adjustable pointer thet re- 
moins at the first cell reading as a 
“builtin memory” for comparison with 
other cell readings, the tester is said to 
indicate a questionable battery if more 
then a five division is apparent. The 
unit tests all six and 12-volt batteries. 

8, @ 





Introduces 


Electric Typewriter 
The Documentor, an electric 


| 


space between the individual keys. 

A reverse tabulator key makes 
quick indentation possible from 
both directions, and a new key 
(exclamation point and degree sym- 
bol) makes the Documentor a 44- 
key machine, Standard carriage 
width is 13 inches, and widths of 
16, 21 and 27 inches are available. 





STEAM CLEANER—A portable Hot Shot 
steam cleaner which operates on electric 
power and corries its own water supply 
has been developed by Avtomatic Steam 
Products Corp., 140 W. 4ist St., New 
York, N. Y. Heavy road or engine greases 
and oils are said to be dissipated by the 
steam and flooding is eliminated because 
dry steam is generated rather than wet 
steam or hot water. In addition to emit- 
ting dry steam it further differs from 
other equipment in that woter reservoir, 
pump ond motor ore contained in one 
“package unit" which can be moved by 
hand, it is said. 





CARBURETOR HEAT TUBE—Brake Ports 
Specialty, 1914 W. Washington Bivd., Los 
Angeles 18, Calif., announces the addi- 
tion of models covering all ‘55-57 Chrys- 
ler products to its line of Choke-Stoves. 
Choke-Stoves replace the original equip- 
ment carburetor heat tube. Choke-Stove 
eliminates sticking choke, plugged pos- 
sages, wasted gos and corburetor fail- 
vre, it is said. Also available for Ford 
products, Chevrolet and Oldsmobile. 





VACUUM CLEANER — Power, capacity 
and filtering capability were boosted in 
the P-1005 vacuum cleaner produced by 
Premier Co., Dept. KP, 755 Woodlawn 
Ave., St. Paul 16, Minn. A 1% horsepower 
(1,300 watt input) GE motor powers the 
unit, and employs a ventilating fan to 
force ovtside air over the commutator to 
lengthen its life. All bearings are perma- 
nently lubricated and sealed at the fac- 
tory. The P-1005 is operated from a 
standard 115-volt AC/DC circuit. Avail- 
able with a variety of cleaning tools, the 
Premier cleaner weighs 72 pounds. It is 
33% inches high, 25 inches long and 
20 inches wide. 
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NEW PRODUCTS 








BODY TOOL—tThe Jiffy-Pull is said to 
be a self-aligning body tool for easy 
one-man operation manufactured by Bee 
Line Co., 3216 Brady St., Davenport, la. 
Mounted on wheels for portability, the 
unit can be hooked up in a matter of 
seconds, it is claimed. The height of the 
pull can be adjusted for various body 
corrections from roof to floor panels. The 
unit is used with a 10-ton rom. 

SP 





POWER SAW KIT—A power sow kit 
has been marketed by Wen Products, 
Inc., 5812 N. Northwest Highway, Chicago, 
i. The kit consists of a metal carrying 
case that holds the saw with blade in- 
serted ready for use, a Perfect Circle 
cutter, a rip-sawing attachment and five 
assorted blodes. The saw operates on a 
115-volt AC/DC motor which develops 
2,650-%-inch strokes per minute under 
load. 








AIR CONDITIONER—Clardy Automobile 
Air Conditioning Co., 1728 Layton St., 
Fort Worth, Tex., has announced its 1958 
line of automobile air conditioning units. 
Three basic units comprise the Clardy line. 


The Champion and the Clipper, which are| | 


under-the-dash units and the Adventurer, 
which mounts in the trunk. Featuring push 
button controls for instant selection of 
the proper cooling, the Clipper Towne 
and Country model has an aviomatic 
clutch for aviomatic temperature control 
and three speed squirrel cage blowers. 
a 





and has holes in the back panel for wall 
mounting, if desired. The top of the 


cabinet opens for refilling when necessary. 
e648 


Seat, Fender Protectors 


Introduced by Plastisol 
Plastisol Products Co., Inc., 1802 

South Main St., Los Calif., 

offers seat and fender protectors 


‘ 


1958 


for use in garages, service stations 
and dealerships. 

The Safe-T-Guard fender protec- 
tors are constructed of heavy 
gauge vinyl plastic tops perma- 
nently laminated to a new type of 
plastic foam backing. The item is 
grease and oil resistant, water and 
stain proof, is easily cleaned, the 
firm said. 





BATTERY—Production of a battery de- 
signed especially for the small and 
foreign-car market, has been announced 
by Electric Avuto-lite Co., Toledo, O. 
Featuring the design features of Avto- 
Lite original equipment ond replacement 
batteries, the model is approximately 
seven inches square and exceeds all 
service requirements of the Volkswagen 
(U. S. A. models 1955 through 1958), 
Jaguars and XK-120 (1950-54) and XK-140 
(Fixed Head Coupe 1955-57), as well as 
the British-buvilt MG (MGA-1956-57) and 
German-made Opel (1957-58). Available 
either wet or dry-charged. 





TIRE CHANGER—The problem of break- 
ing beads on the newer, tighter 14 inch 
tubeless tires on rims with the square 
type safety hump is said to be solved 
with the Bishmoan air-powered tire 
changer, This double bead breaker is 
powered by a large air cylinder operat- 
ing off a regulor air supply. The air is 
applied by a regular air hose through a 
valve in the end of the breaker handle. 
The upper and lower breaker shoes can 
be operated together or individually. The 
wheel chuck holds all disc wheels and 
demountable rims from 12 through 17% 
inches, inclusive, Bishman Mfg. Co., 
Osseo, Minn. 





WHEEL WEIGHT—A wheel weight de- 
signed to solve the problem of balancing 
wheels that incorporate the new-type rim 
“| flange and wheel cover assembly, has 


been announced by Snugi Wheel Weight 
Mfg. Co., P.O. Box 605, Kokomo, Ind. 
The effectiveness of the snugl weight is 
said to be explained by the closer loca- 
tion of the weight to the wheel edge. 
This positioning of the weight is made 
possible by the special design of the 
spring steel clip. The snug fit of the clip 
over the rim allows the wheel cover to 
go on and come off without interference, 
it is said, 








: 
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TROUBLE LIGHT—A plastic trouble light | 


has been marketed by M. Black Mfg. Co., 
300 N. Third St., Philadelphia, Pa. Advan- 
tages of the light are said to include its 
resistance to oil, grease, acid and alkalis, 
an improved pushbutton switch located so 
thet it's protected by the metal guard, a 
positive contact convenience outlet and « 
metal cord strain relief. The product is 
offered in red, green and biack high- 
impact plastic and is available with 
handle, socket, guvord and voried cord 
lengths or in separate units. It will ac- 
commodate a range of wire gauges from 
20 to 14. 





DISTRIBUTOR PLATE — Renderies Prod- 
ucts, 18606 Fitzpotrick Ave., Detroit 28, 
Mich., monvufacturer of Dyna-Flyte ball 
bearing distributor plotes, has announced 
the addition to its line of a model for 
servicing 1957-58 Avto-Lite eight-cylinder 
distributor. A feature in the design is 
said to be a special linkage device which 
transposes the same vacuum curve to the 
concentrically mounted Dyna-Flyte ball 
bearing as is established by the eccentri- 
cally pivoted original equipment friction 
plate. The design permits the use of one 
model for ali Chrysler Corp. V-8 cars, 
except the Chrysler New Yorker and 
Imperial, it is coimed. 

> a 





BAND WRENCH—An “automatic” rear 
band adjustment wrench designed to 
eliminate the possibility of visual error 
is available for the 1958 Thunderbird 
Cruise-O-Matic transmission from Manze! 
Division, Hovudaille Industries, Inc., 244 
Babcock St., Buffalo 10, N. Y. The tool in- 
cludes a torque limiting wrench with 
ratcheting head permitting continuous 
turning in the restricted working area. A 
socket with bent handle is included, which 
tightens the locknut securely after set 
screw adjustment is made. The wrench 
is said to be preset . . . an audible sound 
and break in handle pull occurs when 
proper set screw torque is reached. With- 
out removing the wrench, a flip of the 
ratchet enables the set screw to be backed 
off the required number of turns. A num- 
bered indicator assures accurate control 
of back-off turns, it is claimed. 


—_ 


































By Martin L. Whitmyer 
Staff Writer 

Sixty-eight percent of the major 
industrial companies surveyed by 
Dun’s Review & Modern Industry 
report they are “holding the line” 
on public relations, advertising and 

otion activities, compared to 

% percent who have cut back pro- 
grams and four percent that have 
} stepped up programs. 

According to the latest of the 
business magazine’s presidents’ 
panel surveys in which 162 com- 
pany presidents are participating, 
large industrial companies are 
currently budgeting an average 
of $117,000 yearly on public rela- 
tions functions. Individual com- 
pany budgets, however, range 
from $5,000 to more than $1 mil- 
lion. 

In aggregate, the 162 companies 
surveyed represent over $25 billion 
in total assets and over $30 billion 


Affecting Factories and Dealers . . . 


Auto Advertising 





in annual net sales, the magazine 
reported. 

In 60 percent of the companies, 
public relations reports directly to 
the president; in another 25 per- 
cent, to some other corporate 
officer; 10 percent, to non-officer 





Dunlop Expansion 
To Up Output 10% 


BUFFALO.—Dunlop Tire & Rub- 
ber Co. announced it is spending 
$175,000 to expand production of 
passenger-car tires at its Buffalo 
plant, 

New equipment will increase pro- 
duction capacity of passenger-car 
tires by 10 percent, a spokesman 
said. 

The money is being spent on 
tire-curing equipment which will 
be in operation by the last quarter 
of the year, the spokesman added. 





BE READY? 
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Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 
Fi 





EXECUTONE, INC., Dept. M-3 
415 Lexington Ave., 
Without obligation, please send booklet describing 


how Executone helps turn out more service jobs. 








ii hdmi 
In Canada—331 Bartlett Ave., Toronto 
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lew York 17, N. Y. 
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|ings indicates that corporate offi- 





| 


| New York home office as an east-| 


|25 percent delegate the job to a 


| tions and advertising responsibili- 
| ties. In the balance of the com- 


|is decentralized, often to the local 
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managers, and 5 percent, directly 
to the chairman or some other 
board member. 


According to presidents of com-j 


panies on the panel, 88 cents of 
every corporate advertising dollar 
is allocated to product advertising 
and the other 12 cents to corporate 
or institutional advertising. 
Pointing out that every pres- 
ident does many things personally 
te promote his company’s image, 
the magazine reported that the 
typical large company president 

gives seven or eight speeches a 
year, with nine of every 10 mak- 
ing anywhere from one to 30 
speeches annually. 

Company presidents, however, 
concede their companies don’t al- 
ways succeed in making the ideal 
public impression the company 
seeks. 

Only four percent of the panelists 
think they are doing an “excellent” 
job. At the other extreme, four 
percent admit flatly that they are 





doing a “poor” job. But three- 


| fourths of the concerns believe 


they are doing a “good,” “fair,” 
or “satisfactory” job of achieving 
a positive, public identity. Ten 
percent rate their efforts “above 
average.” 

An analysis of the survey find- 


cers handle the public relations 
function in 30 percent of the com- 
panies. Non-officer management 
handles public relations in 25 per- 
cent of the companies and another 


public relations department. 
Ten percent combine public rela- 


panies. public relations is handled 
by miscellaneous departments or 


plant or community level. 

Currently, the major corporate 
public relations problems, accord- 
ing to the presidents, include 
product acceptance; plant com- 
munity and labor problems result- 
ing from layoffs; identifying a 
company after broad diversifica- 
tion or change in name, and 
justifying high or rising prices. | 

Asked for their views on what! 
non-business areas should get more 
attention and bigger contributions, 
company presidents made a strong 
plea for increased education aid,| 
better community relations pro-| 
grams, and more political activity. 

Education is singled out as the 
greatest unmet need by 42 percent 
of the respondents, with exactly 
half as many stating that com- 
munity relations deserve increased 
company emphasis, Eight percent) 
would like to see their companies | 
more active in politics; 13 percent} 
would like to see their’ companies) 
do more in all areas. and 16 percent 
feel they are already doing enough 
or too much. 


> > > 

VDO Picks Powell 

Powell Advertising, Inc., has been | 

named advertising agency for VDO| 

Instrument Co., Detroit. 
. 7 





Names | 

Joe Walderman, advertising man-)| 
ager of Revista Industrial, is join- | 
ing American Exporter Publica-| 
tions. He will be located in the 


ern manager on all the company 
publications. 

William J. White has joined the 
eastern sales staff of Macfadden 
Publications. Prior to joining Mac- 
fadden, White was with Fawcett 
Publications. Robert Thomas, for- 
merly eastern advertising manager 
of Macfadden Publications’ Sport- 
Saga Men’s Group, has been ap- 
pointed to the post of advertising 
manager. 

Brooke, Smith, French & Dor- 
rance, national advertising agency, 





has elected Gerald M. Millar, ac- 
count executive, and Charles V. 
Hicks, executive copy director, as 
vice-presidents of the company. 


Kenneth V. Moore has joined 
Ross Roy, Inc., Detroit, as vice- 
president to head the Hollywood 
office and western states operation 
of the agency. He succeeds Joseph 
G. Mohl, who recently became 
Dodge truck account executive. 
Moore most recently was Los An- 
geles manager of Johnson & Lewis. 

Rolls-Royce, Inc., 10 Rockefeller 
Plaza, New York, has announced 
the appointment of Winthrop Bru- 
baker as public relations officer, 
succeeding Don Lawder, who is 
retiring. Brubaker formerly was 
with McCann-Erickson. 





safer braking for 
today’s heavier and 
faster vehicles! 


super 703 


HEAVY-DUTY BRAKE FLUID 


This all-new EIS Super 703 Heavy-Duty Brake Fluid 
EXCEEDS SAE 70R1 SPECIFICATIONS AND CONFORMS 10 


THE NEW SAE 70R3 REQUIREMENTS! 


Eis Super 703 Brake Fluid can operate in excess of 400° F 
without boiling, yet flows freely at minus 60° F. It works 
perfectly with all rubber and metal parts in the brake 
system and is miscible with brake fluids of equal quality. 
It will maintain its chemical and physical properties in 


today’s high operating brake temperatures. 
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__ gm hand! Order from your EIS 


EIS AUTOMOTIVECORP. MIDDLET 
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United States 
Distributorship Available 


SENSATIONAL PATENTED AUTOMOTIVE PROD- 
UCT (MANUFACTURED IN ENGLAND), CUR- 
RENTLY SWEEPING EUROPE AND THE UNITED 
KINGDOM, AVAILABLE FOR DISTRIBUTION AND 
PROMOTION IN THE UNITED STATES. 


THIS PRODUCT WASHES, CLEANS AND WAXES 
IN ONE SIMPLE, ORDINARY WASHING OPERA- 
TION AT APPROXIMATELY 3 CENTS RETAIL 


MATERIAL COST PER APPLICATION. 


PRINCIPLES MUST SHOW ADEQUATE FINANCIAL 
RESPONSIBILITY AND BE PREPARED TO UNDER- 
TAKE NATIONAL PROMOTION. 


LAVANE SUPPLIES 
28 CURZON STREET 


LONDON, W. 





ie 


1, ENGLAND 





Promote YOUR 
Leader Cars with this Multicolor 
Revolving Light Sensation! 


They 
this 


won’t pass you by if you catch their 
fascinating attention getter! Nothing like it! 


with 


No installation necessary. Ready to operate the 
minute you plug it in. Use indoors and outside... 


completel 
the first day. Simp! 


Segienpoess ! Can increase traffic 25% 
y press suction cup on car roof 


—or mount in showroom window or in car 


Don't Delay! Get the Facts! 
TRIPPE MFG. CO 






Used-Car Auction Prices 


(Continued from Page 36) 


’63 (62) coupe de Ville, $1,105° (ps); 
4-dr., $905* (ps), $805°. 

"S51 (62) 4-dr., $615°*. 

"50 (61) Sport coupe, $450°. 

OHEVROLET —'58 Impala Sport coupe, 
$2,750° (ps), $2,690°, $2,540°; Brook- 
wood station wagon, $2,470° (ps); 
Biscayne 4-dr., $1,955. 

‘ST Bel Air (8) Sport coupe, $2,025* 
(ps), $1,890*°; Two-ten (8) station 
wagon, $2,000°, $1,990°; Sport coupe, 
$1,845°; Hardtop 4-dr., $1,780° (ps), 
$1,645* (ps); 4-dr., $1,570*, $1,530°, 
$1,295. 

"56 Bel Air (8) 
4-dr., $1,310°; 
190; 2-dr., $970; 
$1,050. 

5S Two-ten 
Delray 2-dr., 
$1,190°. 

"54 Bel Air Sport coupe, $905*, 
4-dr., $755*, $740*. 

"53 Bel Air conv., $505; 2-dr., $500. 
"51 Sport coupe, $400°; 2-dr., $320°*. 
CHRYSLER—'56 NY 4-dr., $1,730* (ps). 
DeSOTO—’56 Firedome (8) station wagon, 

$2,095° (ps) 
$835", 


"54 Firedome (8) 
(ps). 

DODGE—’'57 Coronet conv., $2,045* (ps). 
"56 Royal Lancer Sport coupe, $1,435°. 
"55 Coronet Sport coupe, $1,130°, $990*. 
"52 4-dr., $190. 

FORD—’58 Fairlane (8) 500 Victoria, $2,- 
450°; Country sedan, $2,295; 2-dr., 
$2,070. 

*S7 Fairlane (8) station wagon (9 pass.), 
$2,115* (ps); (6 pass.), $1,835°; 500 
conv., $1,950° (ps); Hardtop 4-dr., 
$1,765° (ps), $1,750°; Custom (8) 300 
4-dr.. $1,530°, $1,470°, $1,460°, $1,- 
35, $1,430. 

‘56 Fairlane (8) Crown Victoria, $1,550* 
(ps); Victoria, $1,415° (ps); 4-dr., 
$1,375* (ps), *, $1,265°; Cus- 
tom (8) 4-dr., 2-dr., $925°. 

"55 Country sedan, $1,235*; Ranch Wag- 
on, $995; Fairlane (8) 2-dr., $995°*; 
Custom (6) 2-dr., $580. 

"54 Country sedan, $1,070; Custom (8) 
4-dr., $690, $660°, $580, $565°, $390. 

"63 Crest (8) Victoria, $645°; 
Wagon, $565; Custom (8) 4-dr., 
$535° 


"52 Custom 2-dr., $395*, $305°. 
LINCOLN—'57 Premiere Sport coupe, §3,- 
185° (ps). 
"55 Capri 4-dr., $1,195* (ps). 
MERCURY —'°58 Commuter 4-dr. station 

wagon, $2,750° (ps). 
"57 Montclair conv., §2,095* (ps); Sport 
coupe, $2,090° (ps). 
"56 Custom station wagon, $1,495* (ps). 
by _ seemed Sport coupe, $1,105*, $1,- 


"54 Monterey Sport coupe, $650° (ps). 

"53 Monterey Sport coupe, $635°; conv., 
$445°. 

NASH—'S1 Statesman 4-dr.. $245°*. 

OLDSMOBILE—'S6 (98) Hardtop 4-dr., 

; $1,825° (ps); (88) Super Sport coupe, 
$1,570° (ps); (88) 4-dr., $1,535°, $1,- 
485°. $1,390° $1,300°. 

"55 (S88) Super Sport coupe, $1,400* (ps), 
$1,325°; (98) 4-dr., $1,320° (ps), $1,- 
250° (ps). 

"54 (98) Sport coupe, $1,160*, $1,100° 
(ps); (88) Sport coupe, $1,100° (ps). 

"S53 (88) Super Sport coupe, $695° (ps); 
4-dr., $670° (ps); (88) 2-dr., $485*. 

"S52 (98) 4-dr.. $285° (ps). 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,545*; 
Savoy (6) Sport coupe, $1,400; Hard- 
top 4-dr., $1,295. 

"56 Savoy (8) 4-dr., $1,230°, $1,150*. 

"55 Savoy (6) 4-dr., $690. 

$650°. 


Sport coupe, $1,425°*; 
Two-ten (8) 4-dr., $1,- 
Two-ten (6) 2-dr., 


(8) station wagon, $1,360*; 
$750°; Bel Air (8) 4-dr., 


$730°; 


4-dr., $415° 


"54 Belvedere 4-dr., 
"S3 Belvedere Sport coupe, $545, $495°; 
4-dr., $495°. 
PONTIAC—'56 Chieftain (8) Sport coupe, 
$1,350°; 4-dr.. $1,185°. 
"53 2-dr., $400; 4-dr., $315°. 
"49 2-dr., $165°. 
RAMBLER — ‘56 Hardtop station wagon, 
$1,560 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


... when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 


AUTOMOTIVE NEWS, JULY 21, 1958 


Bel Air (8) 
’56 Bel Air (8) 4-dr., 
(8) 4-dr., $1,250°. 
’55 Bel Air (8) 
4-dr. 
on $1, 115; Delray 
$775; 2- dr., 

2-dr., $435, $425. 
"54 Bei Alr 4-dr., $465°. 
'53 Two-ten 4-dr., $350°*, 
$285. 
’52 SL Deluxe 4-dr., $250°. 
*51 SL Deluxe 4-dr., $170. 


‘55 Cross Country station wagon, §$1,- 
270*, $1,210*, $1,080°, 
51 station wagon, $295. 
STUDEBAKER — ’'52 Champion conv., 
$295°*. 
WILLYS—'S4 2-dr., $375. 
MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,070. 
"51 Henry J 2-dr., $125. 
’40 LaSalle 4-dr., $220. 


JENISON, MICH. 


Grand Rapids Auctions. Sale every Tues- 
day. Prices are for sale of July 8. 

The holiday held down our consign- 
ment. Buying was brisk throughout; 
prices strong .on all clean cars, Sold 94 
cars out of 142 offerings. 

BUICK—’57 Special station wagon, §$2,- 
275°; Riviera 2-dr., $1,810*; Century 
conv., $2,130° (ps); Super Riviera 
2-dr., $1,900° (ps). 

"56 RM conv., $1,455* (ps); Special 
viera 2-dr., $1,200*. 

"55 Special 4-dr., $1,040°; 2-dr., $650; 
Century Riviera 2-dr., $1,010°, $975*, 
$950*. 

*53 Super Riviera 2-dr., $345*. 

"52 RM Riviera 2-dr., $225* (ps); 
Riviera 2-dr., $145*. 

CADILLAC—’58 (62) coupe, $4,175* (ps). 

"46 4-dr., $130°. 

CHEVROLET—'58 Impala sport coupe, $2,- $1,625*, 
135° (ps). "56 (88) Holiday 4-dr., 

"57 Two-ten (8) station wagon, $1,700*; $1,250°; (98) 4-dr., 
4-dr., $1,410°, $1,395°; 2-dr., $1,345; "5S (88) Super 4-dr., 


‘52 Saratoga 4-dr., 
DeSOTO— 56 4-dr., 
’53 conv., $185. 
DODGE—’56 Coronet 4-dr., 

"51 4-dr., $210°*. 


$125*. 


(ps). 
‘57 Custom (8) 300 4-dr., 
*56 Country Squire, $1,575* 


$925° (ps). 
"55 Country sedan, $1,115*; 
4-dr., $845*, $625. 
"54 Crest (8) 
$570°; Custom (8) 4-dr., 
53 Country sedan, $495; 
"51 conv., $100*. 
HUDSON—’55 
(ps). 
Ri- 
$2,600°. 
’55 Monterey 4-dr., 
’54 Custom 2-dr., 


$740°*. 
$380. 


$445. 
NASH—’53 Statesman 2-dr., 
OLDSMOBILE — '57 (98) 
(ps); Holiday coupe, 
(88) Holiday coupe, 


Super 


The parts buyer with the furrowed 
brow has reason to be worried. 
Better than anyone he knows that 
an automotive air brake system is 
no stronger than its weakest link, 
that failure of a single device can 


cause unnecessary downtime expense 


sport coupe, 
$1,440°; 


station wagon, $1,160*; 
$660; Two-ten (8) station wag- 


$690, $475; "One-fifty (6) 


CHRYSLER—’53 Windsor 4-dr., 
$1,340° (ps). 
$1,025°. 
FORD—’58 Fairlane (8) 500 4-dr., 
$1,375. 


$1,025; Fairlane 
Victoria club coupe, 


Fairlane (8) 


club coupe, $650*; 
$415. | °S3 
Victoria, $165. 


Hornet club coupe, $560* 


MERCURY —’'58 Meteor station wagon, | CHEVROLET—’'57 Bel Air (8) 
station wagon, $1, 705* ; 
$1,295; One-fifty 


"53 Monterey club coupe, $480*; 


$155. 
conv., 
$2,075° 

$1,765°; 


$1,415°; 
$1,325° 
$975*. 


$1,615°. $425° (ps); 


"53 (98) 4-dr., 
Two-ten 25°. 
'66 Belvedere club coupe, 
°55 Plaza 4-dr., 
"53 Cambridge 4-dr., $210. 
PONTIAC — ’57 Chieftain (8) 
coupe, $1,640°; 4-dr., 
54 Star Chief 4-dr., $425°. 
"63 4-dr., $245°. 


; 4-dr., 


$330; 2-dr., | 


RAMBLER—’52 club coupe, $220°. 
STUDFBAKER — 
| $250°, 

MISCELLANEOUS — ’58 Chevrolet %-ton 


$150*. 
pickup, $1,350. 
"55 Ford %-ton pickup, $600. 


DETROIT 


$2, wl Motor City Auto Auction. 
Market steady. Sold 
(ps); Ranch| 246 offerings 

(8) 2-dr., | BUICK—'56 Special 2-dr. 
$985°, | "55 RM 2-dr., $1,050° 
dr., $950°; Special 2-dr., 
*54 Century station wagon, 
Super 2-dr., $615°, 

2-dr. $470¢. 
$375* ; 


RM 4-dr., 
$300°, $250. 
"52 Super Riviera, $220°. 
CADILLAC—’57 (62) conv., 
"56 (62) sedan de Ville, $2,400° 


(ps); 


4-dr., 


775* (ps); 
| Air (6) 2-dr. 
| 2-dr., $1,200, $1,050. 
"56 Bel Air (8) 2-dr., 

(8) 2-dr., $1,110*; 
$760. 


2-dr., 


$2,300° | 
(ps); | 
2-dr., dr., 

"54 Bel Air 2-dr., 
4-dr., $500°; 2-dr., 

"53 Two-ten 2-dr., 
$320. 


$850°, 
$710. 


$805°, 


$300. 
" $375; 


4-dr., 
(ps). 


(88) 4-dr., 
$3: 
PLYMOUTH—’58 Belvedere conv., _~ 330°. 


Catalina 
$1,600°. 


53 Champion 4-dr., 


Sale every | 

Monday. Prices are for sale of July 7. 

139 cars out of 
$1,175*, $905°. 
Century 4- 

2 at $850°. 

$740°*, 

2 at $600°; 


$655°; 
Special | 


Special 4-dr., 


$3,650° 
(ps). 
4-dr., 


$1,155; Two-ten 
One-fifty (6) 2-dr., | 


‘55 station wagon, $915; Bel Air (8) 2-| 
$800; Two-ten (8) | 


$700, $560; Two-ten| 


club coupe, | 


OHRYSLER—’55 Windsor Newport, $920%), 
’53 NY 4-dr., $250° (ps). 
DeSOTO—’57 Firedome 4-dr., 
*56 Firedome Hardtop 2-dr., 
os bee: Sportsman 2-dr., $1,095*. 
55 Fireflite 4-dr., $855°. 
BS 2-dr., $175*. 


DODGE—'56 Coronet 2-dr., 
55 Royal Lancer 2- 
2-dr., $795*; Coronet 2- dr., 
’54 Royal 4-dr., $500°. 
FORD—’ 57 Fairlane (8) 500 2-dr., 
760° (ps), $1,625*, $1,565* (ps), 
| 560° (ps), $1,500°; station wagon, 
| $1,650*; Custom (8) 4-dr., $1,375*; 
Custom (6) 4-dr., $1,055; 2-dr., $900, 
| 


$1,500*. } 
31,3508 


$970*. 
$8 


$1,- 
$1,- 


"56 Custom (8) 4-dr., $835*, $805; 2-dr., 
$785. 

’55 Crest (8) Sunliner conv., $900*; 
sedan, $925*, $810, $675*; 
2-dr., $800°; 4-dr., ease, 
4-dr., $775*. 

"54 Ranch Wagon, $400. 
HUDSON—’54 Wasp club coupe, $450 
| _ 53 Hornet 4-dr., $230. 
| LINCOLN — ’57 Premiere 2-dr., $2,750* 

(ps), $2,650° (ps). 

"53 Capri conv., $155° (ps). 

| MEROURY—’56 Monterey 4-dr., 
55 Monterey 4-dr., $1,065*; 
2-dr., $800*. 

$500, 


».| °5& Monterey 2-dr., $430°. 
ilo 4-dr., $260. 
| NASH—’54 Ambassador 2-dr., $530* 
Statesman 4-dr., $325*. 
OLDSMOBILE—’57 (88) Super 4-dr., 
925° (ps). 
"56 (98) 4-dr., $1,400° (ps). 
"55 (88) Super Holiday 2-dr 
(88) club coupe, $1,075* (ps). 
"53 (88) 2-dr., $325°. 
PACKARD—’55 Clipper 2-dr., 4-dr., 
0. 
| PLYMOUTH—’58 Belvedere 2-dr., $2,250°. 
"57 Savoy 4-dr., $1,235°; Plaza 2-dr., 
$1,425, $1,025°, $995. 


| (Continued on Page 45, Col. 1) 


club 
Victoria 
Custom (8) 


$1,025*, 
Montclair 


(ps); 
$1,- 


$1,- 
Bel | 
(6) | 


$1,095*; 


$830°*; 


AIR BRAKE PARTS 


Which method 


and may even risk lives and valu- 
able property. A trivial saving, he 
well knows, can become a costly 
extravagance! 

By way of contrast, the buyer at 
right reflects “systems serenity’’. 
He is systems conscious, and when 


he buys air brakes he buys genuine 
Bendix-Westinghouse Air Brake - 
systems. He knows that Bendix- 
Westinghouse Air Brake equipment 
is “system engineered” —that each 
unit is designed to perform 4 
specific operation in a closely related 
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$815*. pickup, $1,765*, $1,675*. °52 Wayfarer 2-dr., $130. 
54 Country Sedan, $850* ( ’56 Dodge (6) 1%-ton truck, $1,275;| roORD—’57 Fairlane (8) 500 Victoria, $1,- 
e e LINCOLN—’58 Premiere 2-dr. sa araten, $4,- =e pickup, $785; Ford %-ton pick- oat rept Pte £9 aa Wag- 
( . 000* (ps), »790* (ps). up, . on, $1, ; 4-dr., police). 

Used- ar Auction Prices "57 Preauters Par hardtop, $3,110* (ps), *55 Willys pickup, $640; Ford (8) %-ton ’56 Custom (8) Country Squire, $1,450*; 
$2,900* (ps), $2,680* (ps); 4-dr. hard- pickup, $595. 2-dr., $910*; Ranch Wagon, $1,250*; 
top, $3,100* (ps). *53 Ford (6) %-ton pickup, $365. Fairlane (8) Victoria, $1,320; 2-dr., 

’52 Capri 2-dr. hardtop, $350*. $950*; Main (8) 2-dr., $660. 


MERCURY—’58 Cruiser 2-dr., $3,095* (ps). WAREHOUSE POINT, CONN. ’55 Fairlane (8) conv., $950°%; 4-dr., 


(Continued from Page 44) ’56 Monterey 2-dr., $1,250°%; Custom 4- $800, $690; Main (6) Ranch Wagon, 


dr. station wagon, $1,210*. ‘ Southern Auto cs Inc, < a3 on” $815*; Custom (8) 4-dr., = gree 
. - *; Pl 2-dr., 150* (ps), 4 at $2,125° (ps), 8 at *55 station wagon, $1,165* (ps), $1,000°; | Wednesday. Prices are for sale of July 9. ’54 Custom Ranch Wagon, . " 
gp — eee $2, 075° $2,010, $2,005. Monterey 2-dr. hardtop, $965°, Dealers need more units. Bidding was $540, 2 at $530, $425. 
i P Ivedere 2-dr., $575*, $550. °57 Bel Air (8) 4-dr. hardtop, $1,730*, "47 conv., $120. very active throughout the sale. Sold 127 53 Crest (8) Victoria, $530*%; Main (8) 
= aare 4-dr., $350. | $1,675*,  $1,660*, $1,455*, $1,290*; | OLDSMOBILE—’57 Super (88) 2-dr. hard-| cars from 154 offerings. a : Ranch Wagon, $425; Custom (6) 2-dr., 
os ‘Camnetage” 2-dr., $315, $265, $255. Two-ten (8) station wagon, $1,505°*; top, $2,155* (ps). BUICK—’56 RM Riviera, $1,445 (ps); $280, 2 at $260. 


boone” 8) conv., $1,- 4-dr., $1,435*, $1,325*, $1,270, $1,250. "56 (98) 4-dr., $1,595° (ps); (88) 2-dr. Special Riviera, $1,160*; 4-dr., $1,160°. IMPERIAL—’55 4-dr., $1,225* (ps). 
oy S* Guiwtotn (8) 400. Ti'198°, ‘66 Bel Air (8) 2-dr. hardtop, $1,495*, hardtop, $1,495°*. ’55 Special Riviera, $1,170*. LINCOLN—’52 Capri coupe, $310°, 
870: od Be wagon, $1 020°." $1,230*. "55 (98) conv., $1,315* (ps). ’54 Super Riviera, $765* (ps); Special MERCURY—’'56 Custom 2-dr., $850*, 
r., $850° (ps) ” $800° "55 Bel Air (8) 4-dr., $1,010*, $935*, *54 (98) 4-dr., $1,085* (ps), $1,050° (ps). 4-dr., $625°*. °. a ’55 Monterey Hardtop, $970*; 2-dr., $700, 
. $260. : : $910*; Two-ten 4-dr., $790*, $700. PACKARD—’55 Clipper 2-dr. hardtop, $1,- ’53 Special 4-dr., $425*°; RM 4-dr., $300°; $690°, 
2 .” $315°. ’54 Bel Air 2-dr. hardtop, $810, $640*; 095* (ps); Patrician 4-dr., $945* (ps). Super Riviera, $300°. ’54 Monterey conv., $625; sedan, $440. 
pe AKER °63 Commander 4-dr. Two-ten 4-dr, station wagon, $775. PLYMOUTH—’58 Belvedere (8) 2-dr. hard- "52 RM 4-dr., $175* (ps). ’52 Custom Hardtop, $420. 
ag = | °52 SL Deluxe 2-dr., $335°. top, 9 at $2,125* (ps). ’51 Special Riviera, $250*, $155°. ‘51 Custom 4-dr., $220. 
OHRYSLER — '58 Windsor 2-dr. hardtop, 57 Belvedere (8) 4-dr., $1,540°; conv., | CADILLAC—’56 (62) 4-dr., $2,175° (PS); | nag '53 Statesman 4-dr., 2 at $290°. 
$3,620° (ps). $1,535* (ps); Plaza (8) 4-dr., $1,150*; (60) Special 4-dr., $2,175*° (ps). OLDSMOBILE—’56 (8%) 2-dr., $1,100*. 
LITTLETON, COLO. 57 Windsor 2-dr. hardtop, $1,975* (ps). Savoy (6) a. couaveata er Tee ten 4-dr., $1,300 (88) Holiday, $1,225*, $1,130°. 
’ redome (8) 4-dr., $1,350° "50 Suburban, 10. SHEV [T— a -dr., 300, 54 (88) 4-dr 760* (ps). 
Sr tele gee cee ithe at tae t.” ~~. er : . PONTIAC—’56 Star Chief (8) 4-dr., $1,- $1,265, 2 at $1,200, $1,195. 53 (98) saraten’ $420°.- 
7 — 57 Century conv., $1, 810° (ps); ’55 Firedome 4-dr., $880* (ps). 225°; Chieftain (8) 2-dr. hardtop, $1,- "56 Bel Air (8) 2-dr., ’ . $1,300. '52 (88) Hardtop, $190° (ps). 
Special 2-dr. Riviera, $1,700 DONO, $LI85* (ps), $1,680"; Coronet (8) | °SS Star Chief (8) 4-dr., $875* cation wagon, & ic., ° $1,008. | (51 (88) 4-dr., $145°. 
‘ *, « ° 1,680*; Coronet ( . ar Chie -dr., . ’ : ° . '® od. 80* (ps). 
tase tes}, oe See $1,350", $1, se on ETS". $1,000". 54 Star Chief (8) 2-dr. hardtop, $665°*, $905, $885: $875; One-fifty 2-dr. $865. ~ as 3-4r., =" $4 P 
Special 4-dr., $785*. ’55 Custom Royal (8) 4-dr., $800* (ps). $640*. ’55 Bel Air (6) Hardtop, $980. PLYMOUTH —'55 Belvedere (8) conv., $1,- 
= Supe r 2-dr. Riviera, $425*. "53 Coronet (8) 4-dr., $255*. *53 Chieftain (8) 4-dr., $155. "54 Two-ten 2-dr., $585. 000*, $810: 2-dr.. $695. 
GApILLAG—"0s (62) 4-dr., $4,750* (ps);| FORD — '58 Thunderbird, $3,800* (ps); | RAMBLER—’58 Super. (8) 4-dr., $2,425*; "53 Bel Air sedan, $555° (ps), $500; '54 Cranbrook 4-dr.. $465°. 
$4 365* (ps), $4,035* (ps). Fairlane (6) 2-dr. hardtop, $2,310* American (6) 2-dr., $1,6 conv., $400; Two-ten 4-dr., $370. 53 Belvedere Hardtop, $325. 
* red 4-dr $3,400° (ps), $3,185* (ps); (6) Ranch Wagon, $2,110; Cus- "57 (6) station wagon, $1,875*; Custom "52 2-dr., $305, $200. 52 2-dr.. $135. 
ies), Pa a tom (8) 300 4-dr., $1,370*. (8) station wagon, $1,730°. '51 4-dr., $260*, $235. PONTIAC’56 Star Chief Hardtop, $1,205* 
tee 4-dr., cou de Ville, $2,725* ’57 Thunderbird, $2,545* (ps); retract- *56 Cross Country, $1,490. CHRYSLER—’54 NY 4-dr., $355° (ps). ° (ps) 4 
"ss "es eis? ( a. : ; able hardtop, " $2,245* (ps); Fairlane *52 2-dr. hardtop, $295. DeSOTO—’57 Firesweep Hardtop, $1,895 ‘55 Star Chief Hardtop, $1,005°; 4-dr., 
sPtth) A-dr., $2.345° (ps); (62) 2-dr. (8) 2-dr., $1,470; Custom (8) 2-dr.,| STUDEBAKER — ‘56 Champion (6) 2-dr. (ps). $880° (ps) 
AR a ‘va 4 $2,135° (ps); conv $990 5 station wagon, $1,015; Commander (8) "53 Firedome 4-dr., $165*. '54 Chieftain 4-dr.. $545°*. 
$2,035° (ps). no "| °56 Country Sedan (6) $1,200* (ps); 2 of, Mation wagon, $1,006. DODGE—'ST Coronet (8) 4-dr., $1,540") 453 Chieftain Catalina, $445°, 
ROLET—’5 . - ; ch | W s—’ eep, ,095. ps). , » ane 
oo $2 capes cmaeie eae’ Fecmna Wagon (8). $1,000.” eae. "56 Jeep, $435. e *56 Coronet 4-dr., $610° _{Police). RAMBLER'S9 2-0. e500"; conv., $420°. 
’ station wagon ” $2 425°; Bel Air ’55 Crown Victoria 2-dr., $1,275* (ps), "50 Jeep, $560. "55 Royal (8) 4-dr.. $900*. "52 station wagon, $145. 
(8) 4-dr, hardtop "$2,335°; 4-dr., $2,- $1,010*; Fairlane (8) 2-dr., $900*, | MISCELLANEOUS — ’58 Chevrolet %-ton 53 Coronet (8) 4-dr., $345. 


BENDIX-WESTINGHOUSE AIR BRAKE 






STUDEBAKER—’58 Scotsman station wag- 
on, $1,515. 
"52 Commander 4-dr., $130. 
WILLYS—’51 Ford %-ton pickup, $310. 


'48 Ford %-ton, $130. 
SYSTEM ve 


— Auctions in Brief — 


BORDENTOWN, N. Jd. 
National Auto Dealers Exchange. Sale 
every Wednesday (July 9). Prices remain 
firm, clean cars in every year and model 
brought top-dollar. Trucks and foreign 
Sa cars still scarce and in great demand. 
Sold 84 percent of 423 cars registered. 
* * * 


ATLANTA 

Dixie Auto Auction. Sale every Tuesday 
(July 8). Prices here today were very firm 
and steady. Our buyers from all over the 
country were wanting more. and we can 
easily use 200 more cars each week. Per- 
centage selling was tops in any field. 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
/ every Thursday (July 10). All cars sold 
well today as 203 of the consignment of 
y . eed 269 cars changed hands. Prices remained 
Vi 4 the same as last week. Demand for all 
models was a bit stronger. 


be y * . . 
Be CHICAGO 
Greater Chicago Auto Auction. Sale every 
; Thursday (July 10). Sold 324 cars from 
ne enn 463 consignments. 

* . * 

Ree - FARGO, N. D. 
~ Tri-State Auction Co. Sale every Thurs- 


day (July 10). Good clean cars scarce, Sold 
\ 85 cars from 161 consignments, 


FLINT 

Flint Auto Auction, Inc. Sale every 
Wednesday (July 9). Certainly no itmme- 
diate signs of any weakness in the used 
car prices. Indications are that a shortage 
will remain for some time. Sold 160 cars 
Peers Care ; from 218 consignments. 
. : "ip ey et? * * * 
Dealers’ Automobile Auction. Sale every 
Tuesday (July 8). Our first sale was great 

with 153 cars consigned. 


How Should 
Salesmen Be Paid? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.”’ 


.. AIR BRAKE SYSTEMS Ts buat bt 


ond printing 
and has been hailed as the “bible” 














aN Le ter tin ae a re SO 











more? og gt 
&s ers y e now. If, after 10 days, you are not 
convinced that this book belongs 


system to assure maximum per-_ tryformorethanthirty years,helped the truck manufacturers and fleet ow your shelf for permanent. ref- 


erence, return it. and we will re- 


formance of the entire train of to establish the high safety stand- operators of America, to equip their fund your momey! Order now, 


2 f before it slips your mind! 
devices—and not merely individual ards the American trucking industry trucks with complete Bendix-West- 


component performance. presently enjoys. It is a position of inghouse Air Brake systems—sys- 
A pioneer in development of auto- responsibility that we accept andof tems forwhose performance, depend- 

Motive air brake systems, Bendix- which weare proud. Thatiswhywe ability, and long life we can accept 1 gnclone 

Westinghouse has paced the indus- shall continue to urge our customers, full and complete responsibility. ) died tells Gib. ets Ge 


| Bendix fffesthnghouse | E | 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


a or eee of the new book, 


0) 1 enclose check covering books at 


AUTOMOTIVE AIR BRAKE COMPANY City 2 Stat 
General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif. and Oklahoma City, Okla. nanan an anes asemenananeanenandn 
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Chevrolet Dealer 
Lowest Bidder 
On Police Fleet 


TORONTO.—What is believed to 
be the largest single automotive 
purchase by a Canadian police de- 
partment was made by the metro- 
politan Toronto police department 
from Robertson asotees Ltd. (Chev- 
rolet). 

The order for 127 new Chevrolet 





The following tmported-car prices are 
Port of Entry figures at New York. 
include ocean freight, U. 
and import duty. They 
“emergency freight’’ charges, U. 8. 
portation fees, state and local 

t 


optional equipment. 

(Copyright, 1958, by Automotive News) 

ALFA ROMEO—Glulietta—Spider, $3,- 
298: Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 2000 Series— 
4-dr, sed., $4,994; Spider roadster conv., 
$4,982. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $5,190. 


$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION—*‘'1000" cpe. deluxe, $2,- 
standard 


495. (Heater 5) 
BENTLEY. S — Standard Steel 
Saloon, $13,450. (Automatic transmission, 
steering, power brakes standard.) 
models are custom-built and vary 
considerably in price. 
BERKELEY — 328-c.c. roadster, $1,595 
in New York ($1,695 in Los seome. West 


Coast is principal entry point 
BMW — Mode! 502/32 $6. ise: Mode) 
503/8 , 292. 
ISETTA 300 — sunroof, $1,048 
cabriolet, $1,008. BMW (lIsetta) 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 
sed., $2,- 


295. (Alr suspension, heater, | 
brakes, power steering, sutomatic 
standard on DS-19). 


DATSUN—4-dr. sed., $1,799. 

5. bar bas sed., $2.395; 2-dr. sed., 
hardtop, $2,195; stat. wag., 
" (Heater standard on all models.) 


$1,- 
$2,- 


a 
i 
N 


i 
BR 
BB 





mE 
ae 


i 
7 
; 


! 
i 


; 
i 


: 
: 


gs 
i 
| 
3° 
i 


f 
; 
ih 


ER] 
i 
of 
iit 
i 
bh 


t 
: 
; 


ff 
i 
3 
8 
b 
ERs 


| 


ge 
38 


REE 
ih 
iy 
e 
be i 


Sedan—( 


Port-of-Entry Prices 
On Imported Cars 


- 689; Deluxe Tourer (conv.), 
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two-door sedans in a variety of | 
colors, was made on a low-bid basis, | 
with the Robertson Motors bid at | 
$209,466. Four of the cars have | 
automatic transmissions, the re-| 
mainder having standard transmis- 
sions. 

Delivery of the fleet is being made 
over several weeks. The cars will 
replace more than half the depart- 
ment’s fleet of 216 cars. The de- 
partment also operates 25 trucks 
and 169 motorcycles. 





MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-D "4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO conv. or roadster, $12,273, (Power 
brakes standard on 219 sed.; sutomatic 
transmission standard on 300-C sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
626.10; conv., $1,650.10. 

MG—MG “A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740, (Heater standard on Magnette.)' 

MORRIS—4-dr. sed., $1,794; 4-dr. De- 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,- 
$1,745; stat. 
wag., $1,912; Deluxe stat. wag., 

(Heater standard on Deluxe models.) " 

OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. deluxe sed., $1,995. 
(Heater standard.) 

—<—«_ — 403 — 4-dr. sunroof sed., 

NSU PRINZ—2-dr. sed., $1,398. (Heater 
standard.) 


(with 


PORSCHE — Speedster — 70 r, 
$3,215; 88 horsepower, $3,615; 115-125 
horsepower (Carrera), $5,215. 70 
, $3,665; 88 , 4,115: 
115-125 horsepower (Carrera), 665. 
70 horsepower, $3,830; 88 
power, $4,280; 115 horsepower ( ) 
$5,830. 70 horsepower, $3,915; 
88 horsepower, $4,365; 115 
(Carrera), $5,915. 


RENAULT—4CV 4-dr. sed., 


(Heater stand- 
ard.) 
4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3, 
(automa and overdrive) 


sed. (automatic clutch), $1, 
riamoe 750-—2-dr. sed., $2,568. (Heater 
standard on ‘‘93"" models.) 
SIMC. Sertes —— luxe 4-dr. 
sed. $1,645; Elysee 4-dr. sed., $1,745; 
4-dr, sed., $1,810; Grand 
Large 2-dr. hardtop, $1,980; Large 


SKODA—S-440 deluxe sed., $1,686; 8- 
445 deluxe sed., $1,787; 88-450 sports 
conv., $2,395; VSS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 


VOLVO—2-dr. sed., $2,238.53; 2-dr. 
wag., $2,490. (Heater standard 
models. ) 


Current Prices on U. S. Cars 


The following prices tmetude the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 


(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. seda., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
stat, wag., $3,145; 4-dr. 2-seat nesatep 
stat. wag., "$3,261. Centaury—4-dr. sed., 

316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
-, $3,680; 4-dr. 2-seat hardtop 
wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., ,680. Limited—4-dr. oe 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125 

(Variable-piteh Dynafiow standard ‘on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Lithited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAO — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power 
power brakes standard on all models.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Bisenyne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Aitr— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 


Traffic Solution? 


‘Sky Car’ Carries Four, 
Flies at 150 MPH 


PHILADELPHIA.—Ground traf- 
fic jams may be eliminated in the 
future by the “sky car,” developed 
by the Piasecki Aircraft Corp., and 
designed to fly above congested 
traffic at speeds up to 150 miles 
an hour. 


Piasecki said the “sky car,” 
which is expected to be in test 
flights within the next month or 
two, was designed for the Army. It 
is powered by two horizontal three- 


“| bladed rotor-props, one at the front 


and one at the rear, and can carry 

a driver and three passengers. 
Operated by two conventional 

aircraft engines independently, the 


=e “sky car” will hover or descend | jan. 
slowly. The wheels are powered so 


that it may be driven in or out of 
a parking lot, garage or used for 
ground travel. 

Since there is no overhead rotor 
usually found in a helicopter, the 
“sky car” can down narrow 
streets between buildings and 
under bridges, Piasecki said. 

Although the craft will be capa- 
ble of flying over hills and moun- 


tains, it is designed primarily to| aoe” 


operate close to the ground. Pia- 
secki said it plans to modify the 
Army model for civilian use. 


, 
standard on Adventurer.) 


hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413;. 4-dr, 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283, (Turbo- power steer- 
ing, power brakes standard on all models. ) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr, hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFliite standard on 
Fireflite and Adventurer. Power brakes 


DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, = res: 
2-dr. hardtop, $2,679; conv., $2,94 
Royal—4-dr. sed., $2,797; 4-dr. Saieee 
$2,915.25; 2-dr. hardtop,’ $2,854, Custom 

Royal—4-dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat. ae 
$2,970.25; 4-dr., 2-seat Sierra, $3,034 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. Soon 
Custom Sierra, ca 25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354 


E -dr, sed., $2,592; 2- 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, "i 2-dr. hard- 


top, $2,805; conv., $3, Co7satr—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 

-dr. 615; 2-dr. hard- 
top, $3,535; conv., $3,801 Wagons 


2-seat, $3,190; 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD — (Prices are for six-cylinder 
models. For V-S8s add: $107 for station 
Fairlane 500 


‘ar. bare top. 


Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 
Ranch Wagon, $2,450.76; 4-dr. 2-seat 
$2,557.24; 4-dr. 3-seat 
Pience’ 4-dr., S-cont 


IMPERIAL, — Imperial — 4-dr. sed., $4,- 


ard on all models.) 





LINCOLN—Capri—4-dr. sed., $4,951; 4 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803, 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo- Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2 e13; 
2-dr. sed., $2,547. Monterey—4-dr. sed.’ 
$2,721; 2-dr. sed., $2,652; 4-dr. ha: itop, 
$2,840; 2-dr, hardtop, $2,769; conv. §3,- 
081. Montelair—4-dr, sed., $3,236; 4-dr, 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr, 
hardtop, $3,577; Turnpike Cruiser 2-dr, 
hardtop, $3,498. Park Lane—4-dr. hard. 
top, $3,944; 2-dr, hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr, 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 


$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 


2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr, 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 
hardtop, $3,262; 4-dr, 2-seat stat. 


ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
nodels. For V-8s, add $107.) Piaza—4-dr, 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
ur. sed., $2,254.25; 4-dr. hardtop, §2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
i-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv, $2,762. —— 
2-dr. hardtop (V-8 std.), $3,066.50. 
tion Wagons (Suburbans)—2-dr. 2-seat = 
tuxe, $2,431.50; 4-dr. 2-seat Deluxe, 
485.50; 2-dr. 
4-dr. 2-seat 
Custom, $2,747; 4-dr. 
759.75; 4-dr. 3-seat Sport, $2,899. 75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr, 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Ohief—4-dr. sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 


RAMBLER — American — Deluxe 2-dr. 


$2,751. 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2.- 
822; 4-dr. 2-seat stat, wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., 33, 116. 


STUD 
oa 2-dr. sed., $1,795; 
Champion 


$2,055. 

$2,253; 2-dr. sed., $2,189. 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 





New Commercial Car Registrations, 
Four States for June, 1958-1957 


Illinois ‘58 875 24 130 764 162 47 4! | 
‘57 814 21 9 8% 155 36! 46 12 


N. Hampshire ‘ss 
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Slow Climb Under Way... 


Many Signs Now Point 
To Business Recovery 


By Kenneth C. Kelley Jr. 
Staff Writer 

ORE and more observers are 
finding that the recession has 
hit bottom and a growing number 
are reporting that the economy is 
on the way up. The big question 

now is: What comes next? 
This week’s column will deal 
with the signs that 


point toward a grad- 

Naws ual increase in the 
OF business pace over 
the next few months. 

FINANCE Next week’s column 


will deal with some 
of the effects of the recession and 
what they mean for the future. 

The first signs of the recession 
were on the horizon more than a 
year ago, although they were not 
generally recognized as such at 
the time. Probably the first real 
blow to the economy was the 
budget-cutting in Washington in 
early 1957. 

The budget cuts were most | 
noticeable in the cancellation | 
and stretching out of aircraft | 
contracts by the armed forces. 
These moves brought large lay- 
offs which struck a severe blow 
at the few communities on the 
west and east coasts where the 
aircraft industry is concentrated. 

The result was a layoff scare} 
which swept the country and closed | 
a lot of consumers’ pocketbooks. | 

The economy moved down hill) 
through the rest of 1957 and the 
bottom fell out when the Christmas | 
rush was over and the nation faced | 
the normal wimter slowdown in 
January and February. 

The end of the Suez crisis cut | 
foreign trade, particularly oil ex-| 
ports. Capital expansion was cut} 
back. Sales tapered off slightly and, | 
as a result, business inventories 
were cut drastically. 

. . * | 

April Looks Like the Low 
B* APRIL, some optimistic signs 
began to appear. However, for | 
the economy as a whole, April was| 
a bad month and will probably) 
prove to be the low point of the 
recession. 

May showed the first real signs | 
of improvement and June was 
better when the favorable develop- | 
ments are balanced off against the 
unfavorable reports. 

are several reasons why 
recovery from a recession is 
dificult to recognize. For one 
thing, not all segments of the 
economy start moving up at the | 
same time. The easing of the cur- 
rent recession may have come 
teo late in this model year to 
bring any spectacular gains in 
auto sales. By the time large 
numbers of consumers feel con- 
fident enough te consider buying 

a new car, the new model year 
may be here. 

Another factor is that recovery 
from recessions is normally a slow, 
gradual process. A spectacular 
crash may send business into a 
headlong fall but, barring a war, 
recoveries are most usually a rather 
slow climb. 

A number of observers feel, how- 
ever, that the economy has already 
begun its climb from the bottom 
of the recession. These optimistic 
signs have already appeared: 

Industrial production, employ- 
ment and wage and salary income 
increased in May over April. Unem- 
ployment took more than the usual 
dip during the month. 

ao * 


Steel Output Soars 


QQNE specific example of increased 
production is in the steel indus- 
try, where production picked up by 
almost 500,000 tons a week between 
late April and the beginning of the 
normal summer dip. 

The Government has increased 
its own spending, moved from a 
tight to an easy-money policy and 
taken steps to ease home financ- 
ing. An increase in the number of 
housing starts is one result of these 
moves. 

Machine teol orders. have been 
encouraging in recent months 
and the stock market 
moving 
ning of 
May 





reports are encouraging with 
large crops and good prices in 
sight. 

Some segments of the economy 
have not yet reversed themselves. 
One notable example is the abnor- 
mal rate at which consumers are 
adding to their savings accounts. 
The saving splurge has been one 
of the causes of the recession and 
still shows no signs of easing off. 

* > > 


No Boom in Sight Yet 
— signs do not point to 

any strong upsurge of the total 
economy during the rest of the 
summer. The auto industry is going 
down for changeovers, vacations 
will cut production in other in- 
dustries, other segments of the 
economy go into a seasonal lull 
during the summer. 


It will be fall before the bulk | 
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of the nation is ready to begin its 
economic recovery in earnest, 
hence the rash of predictions of an 
upturn in the fourth quarter. 

One thing that is certain for 
the rest of this year is that pessi- 
mistic reports have to be dis- 
counted. Toward the end of a 
boom, most people expect only 
the best in the future and, to- 
ward the end of a recession, most 
people expect only the worst. 
When steel production began 

falling off last year, each report 
of fewer orders was followed by 
predictions that things would be 
better “next month” or “in the 
fall.” 


* * 2 


Steel Gains Played Down 


WHEN steel production turned 
up in April, each increase 
was greeted as a flash in the pan. 
Later the increases were followed 
with warnings that production was 
sure to plunge downward after 
July 1. Now, the industry is ready 
for a good July, after allowance for 
the normal summer dip. 

The steel upswing proved to 
be no flash in the pan. Most of 
it can be credited to the below- 











Herr” 


“I hope you’re satisfied, Haskins 
—you’ve been top salesman for 
years, and now they say the auto 
business may be oversold!” 





normal inventories in the hands 
| of steel users. 

If the steel recovery follows the 
classic pattern, the bulk of the 
industry’s customers will decide 





they need to increase their inven- 
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tories at about the same time and 
the steel industry will be running 
at a brisk pace by the end of this 
year. 

* * * 


Dayton Rubber Sales Set 


Record, but Earnings Dip 


A new sales record of $38,210,005 
for the six months ended Apr. 30 
was established by Dayton Rubber 
Co., according to C. M. Christie, 
president. Sales for the correspond- 
ing period of 1957 totalled $37,356,- 
158. 


Earnings declined, however, total- 
ling $969,282 before taxes this year, 
compared with $1,863,170 a year 
ago. 


* * . 


Sales and Earnings Rise 


For Hoover Ball & Bearing 


Cc. H. Simmons, president of 
Hoover Ball & Bearing Co., Ann 
Arbor, Mich., reported increased 
sales and earnings for the nine 
months ended Apr. 30. 

He said sales were $17,291,187, 
compared with $16,607,628 for the 
nine months ended Apr. 30, 1957. 
Earnings were $1,414,948, compared 
with $1,287,380 for the year-earlier 
period. 











Ds new way to control service parts... 


PLANNED STORAGE WITH REPUBLIC PARTS BINS 





Frank Ribant, Parts Manager, Race Motor Sales, Edsel dealership in the 
Detroit area, is pleased with the simplified adjustments of Republic 


to maximum efficiency. 


Flexi-Bilt Parts Bins. 


tion. No tools required. 


Flexi-Bilt Parts Bins that make it easy to rearrange shelving to take 


care of new parts. This flexibility saves considerable time and effort. 


REPUBLIC STEEL 


BERGER DIVISION 


C. 


BERGER 
DEPT. C-6166 


O Republic Flexi-Bilt Parts Bins 
O Have representative call 


1078 BELDEN AVENUE « CANTON 5, OHIO 
Please send additional information: 
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Control stock turnover and keep your capital circulat- 
ing and growing by utilizing available storage space 


Planned storage is the answer. You can tell at 
a glauce what to order, when to order, through 
engineered inventory control that uses Republic 


Shelves can be completely rearranged in seconds 
to meet changing needs. Simply lift, pull, and reposi- 


Let Republic’s factory-trained experts design bins 
and shelving to your specific needs and services. Call 
your Republic-Berger representative, or write direct. 


| 
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Silver Anniversary— | 


Walter Weathers, Houston, International 
truck solesman, receives from J. S. Turner, 
1H Houston district manager, a sterling 
silver tray marking attainment of 25 years 
of membership in the Triple-Diamond 
Club. This club, organized by International 
Harvester, limits its membership to truck 
salesmen who achieve top sales records. 
Weathers, who is 72, has been among 
the firm's leading salesmen for 30 yeors 
—since before the club was formed. 
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for signature. 
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Legislative Roundup 





(Continued from Page 17) 


taxes on trucks to obtain at least ;is being reported at the municipal 
another $500,000 a year, and to | 48 well as the state level through- 


add $2 for the highway fund to 
the vehicle registration fee. 

Probability that an increase in 
the Washington State gasoline 
tax will be recommended by the 
Legislature’s interim committee on 
highways was indicated at a recent 
committee hearing in Seattle. 

In Florida, Gov. LeRoy Collins 
said he may recommend that the 
1959 Legislature enact special taxes 
to finance highway construction. He 
suggested the possibility of an ad- 
ditional penny tax on gasoline to 
be spent on roads only in the 
counties comprising a special road 
and bridge district in which it is 
collected. 

An additional registration levy, 
also confined to special road dis- 
tricts, was mentioned by the gov- 
ernor as another possibility. 

Pressure for new revenue sources 


out th country, in many instances 
involving levies of direct and in- 


AC to Construct 
West Coast HQ 


LOS ANGELES.—AC Spark Plug 
division of General Motors will 
construct a West Coast headquar- 
ters building here, Martin J. 
Caserio, manager of AC’s operations 
in Milwaukee, said last week. 

The new structure will house 
both engineering and sales activi- 
ties, he said. Estimated completion 
date is Dec. 1. 

The new building—to be located 
at the corner of South Eastland 
and E. Washington Blvd.—will con- 
tain 11,500 square feet with offices 
and engineering laboratories for 75 
to 100 persons. 








WE HANDLE ALL THE DETAILS 


GUARANTY PROGRAM 


ALVOLINE 


Division of 


FREEDOM, PA. 





It’s a simple matter to put all your new car customers on the Valvoline Guar- 
anty Program. Just fill in the Application Form when you make out the bill 


Valvoline will make out the new car guaranty and mail it to your customer 
with a letter requesting him to bring the guaranty to your Service Manager 


Never has a program covered so much with 
such a small amount of effort or detail. 


AN-758 





Ashland Oil & Refining Company . 


direct significance to the automo- 
tive industry. 


Cities Seek More Revenue 


r WISCONSIN, for example, a 
proposal for an increase of as 
much as $10 in State automobile 
license fees was taken under study 
by the Milwaukee Metropolitan 
Study Commission’s revenue sources 
and distribution committee. 

Under the plan, all the addi- 
tional income from such a boost, 
estimated at between $15 million 
‘and $20 million, would be re- 
funded to cities, towns and vil- 
lages by the State in proportion 
to the number of cars registered 
in each. 

San Francisco broadened its 1 
percent local sales tax to apply to 
purchases made in the city and 
delivered to the suburbs. The mea- 
sure, which went into effect July 
1, is expected to yield $3.5 million 
in additional annual revenue. 

Santa Fe (N. M.) voters recently 
rejected a proposed 1 per cent local 
sales tax. The Arizona Supreme 
Court ruled that business firms 
located in Phoenix which deliver 
to purchasers outside the city 
limits need not collect the city’s 
one-half percent privilege license 
(sales) tax. 

An increased Iowa sales tax, with 
the State returning part of it to 
cities and towns, was suggested by 
Des Moines City Manager George 
Forster. 

Nevada’s Municipal Assn. is con- 
sidering a move to seek enactment 
of State enabling legislation to per- 
mit cities to adopt sales taxes and 
to provide for higher automobile 
license fees. 

The Utah State Legislative 
Council’s taxation and highways 
committee agreed to submit to 
the full council a proposal by an 
advisory committee that the 
State levy and collect a half- 
cent sales tax for the benefit of 
local governments. 

At a hearing conducted by the 
Texas State Tax Study Commis- 
sion, Steve Matthews, executive di- 
rector of the League of Texas 
Municipalities, contended that 
cities need much broader taxes— 
possibly general sales or income 
taxes. 





Aluminum Plant 


Right on Schedule, 
Chevrolet Says 


MASSENA, N. Y.—Construction 
of Chevrolet’s new aluminum 
foundry here is progressing on 
schedule and the plant will begin 
production in mid-1959 as originally 
planned, Edward H. Kelley, general 
manufacturing manager in charge 
of Chevrolet’s 32 plants, told a 
group of civic and business leaders. 


Kelley said that if progress con- 
tinues as expected, equipment will 
be moved into some areas of the 
building in September, and the 
structure will be completely en- 
closed in October. Late fall and 
winter months will be utilized for 
interior work and completion of 
equipment installations, he added. 


He said that although a few 
castings may be made prior to 
the mid-1959 completion date, vol- 
ume production of parts will not 
begin until it is time to start mak- 
ing them for 1960 model auto- 
mobiles. The plant is scheduled to 
cast aluminum automotive parts, 
most of which will go into engines 
and transmissions. 


+ Kelley mentioned what he termed 
“doubts” by some local residents 
that Chevrolet’s operations here 
would begin next year. “Apparently 
they have stemmed from the fact 
that aluminum production and au- 
tomotive production have dropped 
this year,” he said. 

“I assure you that any doubts 
about the startup of Chevrolet pro- 
duction here are strictly in the 
rumor category. There is no basis 
of fact whatsoever to support 
them,” he continued. 


Fire Strikes Morton-Ayers 


DAVIS, Okla—Fire caused an 
estimated loss of $130,000 at 
Morton-Ayers Motor Co. here. Two 
new cars, three new trucks and a 
used car were destroyed. Owners 
are Maurice Morton and Jess Ayers. 
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BALL JOINT LOOSENESS 
At tele d 


KIT! 


FOR ALL FORD, GM 
AND CHRYSLER CARS 


@ STOPS WOBBLY STEERING 
©@ LENGTHENS TIRE LIFE 
® ENDS MIS-ALIGNMENT 
© INSTALLS IN MINUTES 


Here's the self-adjusting, easily in- 
stalled ball joint kit that holds accu- 
rate front end alignment by removing 
looseness from the ball joint, yet lets 
ball joint work freely, absorb road 
shock thru special rubber bushing. 
Keeps dirt and moisture out—-seals 
grease in. 


CM 


Cw wa | BESTE. 2 8SSF 


Eve 


_ 


Builds real customer sat- 
isfaction—makes you 
more profits! CMC kits 
are guaranteed against 
manufacturer's defects; 
are individually boxed 
with complete instructions 
enclosed. 


ASK YOUR JOBBER FOR 


£ 
os 
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The Original, Patented* 
IDLER ARM and BALL JOINT KITS 


Jobber and Dealer Inquiries invited, write 


1332 Speer Bivd., Denver 4. Cole. 
*Pat. and Pat. Pend. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


e@nacoenr d<a+5p°?>ea 


@ Relieve Your Inventory! 


-—sSs 2 & = «Ge lhl 


@ Step Up Sales Volume! 
®@ Pian on Steady Business! Fe 


OUR TRADES ARE GOOD t 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
ln Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


MOTOR | 
MASTER 


MOTOR MASTER PRODUCTS CORP. 

BOX 96., DEFIANCE, OHIO 
| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

OGENUINE BLUE CROWN SPARK 

PLUGS.° 


OMOTOR MASTER UNIVERSAL 
JOINT KITS. 


REET 
CITY & STATE 
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(Continued from Page 2) 


the shop showroom, and message 
ubes similar to those used in large 
department stores reach from the 
grvice offices to the parts depart- 
ment. 

The showroom has Florida hotel 
influences. The roof is made up of 
four 18-foot “barrels” of poured 
concrete. Open steel channeling sus- 

ded from the “barrels” holds 
modern lighting fixtures. 
* > . 
E showroom walls are of gray 
glazed brick. Joe Slatkin noted 


Bootlegging Blow 
Seen in New Law 


Stickers Must List 
Names of Dealers 








(Continued from Page 1) 


labelling law, two definitions must 
be kept in mind. They are “new 
automobile” and “ultimate pur- 
chaser.” 

Under the law, a car remains 
“new” until it is purchased by a 
person for purposes other than 


resale. 


* ” 


E “ultimate purchaser” is de- 
fined as “the first person, other | 
than a dealer purchasing in his 
capacity as a dealer, who in good) 
faith purchases such automobile for 
purposes other than resale.” 
And the law requires that the 
price sticker remain on the “new” 
automobile until it is delivered to 
the “actual custody and posses- 
sion of the ultimate purchaser.” 
Thus, when the sticker law takes 
effect Oct, 1, any car that is offered 
for sale as a new automobile must 
earry the manufacturer's price 
label. If it doesn’t, somebody has 
violated the Federal statute. 
Enforcement of the law is in the 
hands of the Federal Government, 


* 


the whistle if he spots a violation. 
A call to the nearest U. S. district 
attorney's office will set the ma- 
chinery in motion. 
> > 
ENFORCING the measure, 
officials will use the “intent” 
criterion. According to the Senate 
report on the bill, this was adopted 





Dter Chevrolet Moves to New HQ See 
$1 Million to F 


that each of the bricks, laid in a 
Flemish bond, retails for 22% cents 
apiece. 

Touch of the practiced builder 
also is evident in the shop’s por- 
celainized painted walls, which can 
be wiped clean with damp rags. 
Car stall areas are marked off by 
inlaid tile and will never require 
painting to retain identification. 

Helping to keep the building 
cool and well-insulated, besides 
two air conditioning systems, is a 
constant gool of water on the 
roof. Downspouts empty rain 
water onto the roof, and the sun’s 
rays are reflected away from the 
top of the building. 


Dexter Chevrolet is long on 
offices, none of the extravagant 
type but all compact and modern- 
looking. 

The nine closing rooms off the 
showroom adjoin offices of Ralph 
Sparr, Dexter general manager 
since 1946, and Seymour Marcus, 
newly appointed sales manager. 
Marcus formerly was with Packer 
Pontiac operations in Miami and 
Detroit. 

as 


IDDEN closing rooms reflect a 
Joe Slatkin belief that cus- 
tomers desire to keep their income 





Chevy Expands | 
Aid to Dealers | 


DETROIT.—Chevrolet has organ- 
ized a new department in its central 
office in a move to expand its aid | 
to dealers. 

V. R, Cramer, 
Chevrolet’s na- 
tional business) 
management) 
manager for the! 
last 10 years, has| 
been named man-| 
ager of dealer 
development ac-| 
tivities to direct} 
the new function. | 
Succeeding) 
Cramer is M. W.) 





Vv. R. Cramer 
but any private citizen can blow Worden, who moves up from assist-| duty truck sales-service center said | forged in the first three decades of | 


ant national sales promotion man- | 
ager. 

In the new position, Cramer will | 
act as direct liaison with Motors 
Holding division of General Motors 
on the operation of the Chevrolet | 
Motors Holding dealers throughout | 
the country. In addition, he will} 


ollow a Market 


a secret matter, particularly if 
they have to buy on credit. 


Second-story offices include a 
sales conference room and eventu- 
ally will house the home-building 
organization. An executives’ lunch- 
room has a built-in range and re- 
frigerator. 

Marcus said he had hired 14 
salesmen and that business had 
improved since the new building 
opened for business the first of 
July. Twenty-five new-car orders 
were taken the first three days 
in the new location, he said. 


Dexter Chevrolet and most other 
Detroit Chevrolet dealers already 
have started complying with the 
Monroney price-sticker law. A long- 
standing price pack in this area 
was completely missing from prices 
posted on showroom cars in the 
new building. 

a - + 


HREATENED with an AFL 


for its mechanics. 


The Teamster drive reportedly 
evaporated with the start of the 
Senate labor-rackets investigation, 
but Dexter knew a new building 
was no place to neglect employe 
relations. 


Possibly the ultimate praise was 
paid the Slatkins at their an- 
nouncement party by Saul Rose, 
their longtime midtown competi- 
tor, who closed Grand River 
Chevrolet the day Dexter Chev- 
rolet moved out: 

Greeted by several Grand River 
salesmen who had joined Dexter, 
Rose said: 

“You did the smart thing.” 

Joe Slatkin’s doubts disappeared 
at this. He said: 


“Well, if Ed Cole and Saul Rose 
ik @...” 


Louisville Depot 
Opened by Mack 


LOUISVILLE.—A new heavy- 
to be the largest ever constructed | 
in Kentucky—has been formally| 


opened by Mack Trucks, Inc. 
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Detroit Dealer's New Headquarters— 
Dexter Chevrolet's new $1 million building on the northwest city limits of Detroit 


features a new showroom styling concept. 


The showroom ceiling is made up of four 


mall 7 concrete “barrels,” each 18 feet across, from which steel channels that support interior 

Teamster organizing drive last light fixtures are suspended. Dexter Chevrolet recently opened in its new headquarters 
as Dexter Chevrolet has pro- after a “changing neighborhood" obsoleted a midtown location it had occupied since 
vided a lunchroom and stall showers | }93), 





S-P Policies Unchanged . . . 


Curtain Falling on Packard 


(Continued from Page 2) 


business, with maximum dealer 
profits. Packard’s slogan, “Ask the 
man who owns one,” became a 


watchword. 


* . * 


— depression and the Cadillac 
V-16, to which General Motors 
gave an unprecedented merchandis- 
ing push, doomed Packard's 
straight-eight snobbery. 

A 160-horsepower V-12 Packard 
was introduced in 1932 to meet 


| Cadillac’s competition. Many col- 
| lector’s classics emerged from this 
| period, such as the '34 Le Baron 


phaeton and stylist Howard Dar- 
rin’s 160 and 180 series designs, but 
the company was never able to 
regain the prestige niche it had 


the century. 
The 120 and six-cylinder models 


kept Packard from suffering the | 


J. L. Sohm, Mack district man-| fate of Cord, Pierce-Arrow and 





ager, said the new depot, covering 


nearly three acres of land, is equip- | 


ped to service all types of combus-| 
tion engines — from 
gasoline engine to the largest diesel 


“in order that the subterfuge of| handle special surveys on metro-| power plant. The depot is located | 
registering the car in the name of! politan and other larger dealer) at 1820 Arthur St., adjacent to the) 


a ‘dummy’ or of a person connected 
with the dealer's business could not 
operate to allow the sticker to be 
lawfully removed before sale to the 
‘ultimate purchaser.” 


The inclusion of the dealer's name} 
and address on the price label is a 
device to protect the customer. As| 
the Senate report explains it: 


“It is the intent of the commit- 
tee that, although no restriction 
be placed on the bootlegging of | 
new automobiles, the purchaser 
will be put on notice of such | 
practices.” 

David Busby, counsel for the 
Monroney Auto Marketing Prac-| 
tices subcommittee, explains it this | 
way: 

“The sticker gives the customer a 
basis for asking questions. If the 
car was originally assigned to a 
dealer hundreds of miles away, the 
customer will be led to ask how it 
got to where it is now.” 








| new, 


operations. 


new north-south expressway. 


Ohio, New Hampsh ire Study 
Used-Car Warranty Plans 


(Continued from Page 4) 


the commissioner added, 
there are no regulations to cover 
the customer. In fact, it has not) 


| been decided whether the cover- 


age is really “insurance” or a war-| 
ranty guarantee similar to those | 
involved in home appliance sales 
and not subject to regulation. The 
question may be settled by a case 
now pending in California courts, 
Knowlton stated. 

Meanwhile, the commissioner 
revealed that his department has 
set up a minimum standard for 





No. 39,000,000 Rolls Off Line— 


Ann Garner Long, 16, daughter of Missouri Lt.-Gov. Edward V. Long, is at the 
wheel of the 39 millionth car made in the U. S. by Chevrolet at the Corvette plant 


in St. Lovis. With her are her father, left, 


Manufacturing manager. 


and Edward H. Kelley, Chevrolet general 


companies relative to financial 
responsibility and ability to in- 
spect cars and service claims 
before they can sell insurance in 
New Hampshire. He conceded he 
may be walking on “thin ice” as 
far as his authority is concerned, 
but insisted that “public good” 
demanded action. 

Eight companies were selling the 
“insurance” when the commissioner 
started his crackdown. Four of the 
firms met his standards, while the 
other four did not and they no 
longer are doing business in the 
state. 

Thomas F. McKoan, secretary of 
the New Hampshire Automobile 
Dealers’ Assn., said his group was 
aware of the new problem and is 
doing what it can to make certain 
that only responsible firms sell 
used-car warranties. 


Delaware (O.) Dealers 


Name Shively President 


DELAWARE, O. — Charles R. 
Shively has been elected president 
of the reorganized Delaware Auto- 
motive Dealers Assn. 


Other officers are Gene David, 
vice-president, and Ted Ramme, 
secretary-treasurer. The associa- 


tion boasts 100 percent member- 
ship. 


LaSalle in the prewar period. 


The postwar shortage of new 
cars rejuvenated the Packard car, 


the smallest; making possible 100,000-unit years 


in 1948 and 1949. Sales in the next 
four years, however, dwindled to an 
annual rate of no more than 80,000, 
and in 1954 the company was 
merged with Studebaker under 
James J. Nance, now a Ford Motor 
Co. vice-president. 

One effect of the S-P merger was 
to link up the two franchises na- 
tionaly, eliminating exclusive Pack- 
ard dealers. S-P originally intended 
to stay in competition on a “full 
line basis,” but this goal now has 
been scrapped. 

> 


7; end for Packard as a sepa-| 


rate entity was hastened in 1956, 
when Curtiss-Wright signed a 
three-year management contract 
with S-P and the venerable Pack- 
ard plant on Detroit’s E. Grand 
Blvd. was put up for sale. Produc- 
tion of Packard was moved to the 
Studebaker plant in South Bend for 
economy reasons. 

Packard “firsts” include the 
steering wheel, H-slot transmission, 
hypoid gears and, in 1940, air con- 
ditioning. The early industry days 
were highlighted by Ralph De 
Palma’s racing successes in a Pack- 
ard Gray Wolf. Marine engines and 
trucks also have borne the Packard 
label. 

American Motors’ abandonment 
of the Hudson and Nash cars last 
year rekindled tion that 
Packard, too, would soon end up 
an automotive memory. 

Associated in the organizing of 
Packard Motor Car Co. in 1902 

were investors whose descendants 
still are prominent in Detroit so- 
ciety: Henry B. Joy, Russell A. 
Alger, Truman Newberry and Philip 
McMillan, James McMillan cur- 
rently is a director of S-P. 


GH J. FERRY, another S-P 
director, served a8’ both chair- 
man and president of Packard 


before Nance took over in 1953. 
Alvan Macauley, for many years 
president of the Automobile Manu- 
facturers Assn., George Christopher, 
Col. James G. Vincent, Max Gilman 
and Hugh Hitchcock were others 
long active in Packard manage- 
ment in the prewar and early post- 
war years, 

Besides Nance, Packard was a 
eareer stop for Roy Abernethy, 
American Motors sales vice- 
president, and Clare Briggs, 
Chrysler division general man- 
ager. 

Ray Chamberlain, former NADA 
convention manager, was Packard 

| truck sales manager in the 1920's. 
Lyman Siack, Chevrolet dealer in 
Portland, Ore., occupied Packard 
| executive sales positions for 13 
| years during the 1930s and 1940s. 
—Maynarp M. Gorpon 


Auto-Lite Plant in Ohio 


Is Taken Over by GE 


CINCINNATI.—Transfer of the 
Electric Auto-Lite Co. plant at 
Evandale, near here, to General 
Electric Co. has been completed. 
The purchase price has been re- 
ported at $15 million. 

The deal, first reported in March 
of last year, involves 135 acres 
containing 14 buildings with more 
than 3 million square feet of floor 
| space. Purchase of the property 
|has increased GE-owned space at 
| Evandale to almost 5 million square 
| feet. 


King Motor Co 
CES ee aL 





A Winner— 


King Motor Co. (Rambler), Sioux Falls, 
S. D., was named first-place winner in the 
automotive division of the fifth .annual 
highway display competition sponsored 
by Minnesota Mining & Mfg. Co., St. 
Paul. The highway display competition is 
sponsored annually to find the most cre- 
ative, attractive highway signs surfaced 
with reflective sheeting for nighttime vis- 
ibility. Other winners were Stigall Motor 
Co. (Oldsmobile), Wharton, Tex., second 
place, and Day-Neal Ford Co., Enid, 
Okla., third place. 
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News on Imported Cars .. . 





Simca Dealer Practices Lauded 


(Continued from Page 6) 
Coast exclusively, due to the vital 


importance of this vast automo- 
tive market,” Hansen said. 


At a preview reception, Hansen 
told the press, “Basic equipment in 
our list price of $2,222 includes fuel 


Southern California dealers: Holt 
Dodge, Van Nuys; Art Frost De- 
Soto, Culver City; Walter Lynch 
Dodge, Redondo Beach; Balboa 
Motors (imports), in San Diego; C. 
Standlee Martin Oldsmobile, Long 
Beach, and Art Frost DeSoto, Glen- 
dale. 


the country of the car’s origin.” 
Hansen indicated that future 

plans include establishment of 

sales outlets on the Eastern sea- 

board by Jan. 1, to be followed 

by distribution in the Midwest by 

(“or as much more as neces- | February or March. 

sary”) will be spent in the next —WILLIAM CARROLL 

18 months to gain quick accept- fe 

ance of the car. Most of this is Fiat 


= fer mewspager and IAT captured second place in 
California in May, 


and oil filter, fresh-air heater, di- 
rectional signal, door-open light, 
twin electric windshield wipers, 
multi-toned horn, deluxe steering 
wheel and horn ring, two sun 
visors, speed-limit warning light, 
complete undercoat insulation and 
whitewall tires in the 6.40-by-15- 
inch size.” 

Attending the conference was O. 
Nakae, export manager for Toyota 
Motor Co., Ltd. Japan., who said 
“We are prepared to double pro- 
duction if demand in the United 
States warrants it ... Toyota has 
a policy of continuous improve- 
ments and changes will be made 


Jack R. Holmes, former regional 
manager for MacManus, John & 
Adams, Inc. advertising agency, 
has been appointed national adver- 
tising director. A Los Angeles 
agency, Hixson & Jorgensen, has 
been selected to handle the adver- 
tising. 

Holmes indicated that $500,000 


Chrysler Appoints 
Nelson and Ostby 


DETROIT.—Lawrence E. Nelson 


to arrive in Los Angeles before 
July 30; a shipment of 25 is sched- 
uled for San Francisco and another 
load of 50 cars is slated for Port- 
land, Ore., prior td announcement 
day. 

It is expected that 700 to 1,000 
Toyopets will be in the U. S. by the 
end of this year. Most of these will 
be sedans, with a sprinkling of 
station wagons scheduled for ar- 
rival in October or November. 

The wagon is larger than similar 
imports and is expected to be 
priced in the $2,600 bracket. 

Asked if persons of Japanese 
descent (of whom there are 


magazine space. ; 
- trati i 
Some 65 additional cars are due imported-ear  anaenlae = 
Hoffman of California, Inc., dis- 
tributor of the Italian-made car in 


California, Arizona and Nevada. 

Citing figures published in the 
Motor Recorder by Reuben H. Don- 
nelley Corp., Hoffman said Fiat took 
12th place in California’s overall 
registrations (imported and domes- 
tic) for May. 

Hoffman introduced Fiat in Cal- 
ifornia a year ago and now has 
60 dealers there. The firm is headed 
by Max E. Hoffman, who also is 
the Fiat distributor for nine East- 


ern states. 
aa > = 


in the car as required .. . to gain 


and hold a permanent share of the 


market.” 

“As far as shipping goes,” said 
M. George Hattori, secretary of 
the import firm, “there is no 
problem. Japan is the United 
States’ No. One customer, and 
there are many ships leaving 
Japan with only partial cargo.” 
On the subject of eventual sales, 

Hattori was optimistic. 
the U. S. market will absorb the 


“I think! 


has been appointed vehicle sales 
director for Chrysler Corp.’s general 
sales division. 
Formerly mar- 
keting staff di- 
rector, Nelson 
joined the corpor- 
ation in 1933 as a 
member of the 
Dodge manufac- 
turing staff. In 
1936 he became a 
member of the 
sales staff at 


thousands in California) will buy Datsun 


the car, Hansen said: “So far, Aft and Jack Woolverton have 
imported cars have always ap- | been appointed distributors for 
pealed last to ethnic groups from | the Japanese-made Datsun. They 


Circuit Bench Backs IRS ~ 
On Dealer-Reserve Policy 


Supreme Court decision will be 





CHICAGO. — The Internal Rev-| 





Chrysler Detroit 
L. E. Nelson Co., and in 1955 
was named sales planning director. 


major portion of Toyota output,” | 
he said. 


enue Service finally has persuaded 
a Federal Court of Appeals to en- 
dorse its policy of taxing funds 





needed to settle the matter. The 
Supreme Court has adjourned 
until next fall. 


(Nakae said output is slightly 
less than 100,000 units yearly, with 
Toyopet passenger cars about 20,- 
000 of yearly production.) 

At present, Toyota has signed six 





Nelson has appointed Thomas A. 
Ostby as national car sales man- 
ager for the general sales division. 
Ostby previously had been new-car 
manager. 


held in dealer reserves. The IRS position previously had 

The decision, by the Seventh| been overruled by four Circuits— 
Circuit tribunal here, is expected to| the Third in Philadelphia, the 
prolong the lengthy legal dispute| Fourth in Baltimore, the Fifth in 
over whether these funds must be| New Orleans and the Eighth in St. 





SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 





FLASH-A-CALL SERVICE CONTROL 





A REPLACEMENT PANEL of stainless- 
steel that can positively be installed in 
one hour. Just the thing for busy New 
Car Dealers, Used Car Dealers and Body 
Shops. Saves costly time and labor. 


GIVES NEW 


reported as income while they are/ Louis. 


in the hands of a bank or finance 
company. 

With the Circuit Courts now 
divided on the issue, a U. S&S. 


Retread Plant Opens 


EAST RUTHERFORD, N. J. — 
General Tire & Rubber Co. has 
opened a Giant Tire Retread plant 
here as the major Eastern link in 
a series of such plants to service 
the needs of contractors under the 
Federal Highway Program. Other 
retread plants in the General net- 
work are in Charlotte, N. C.; 


2170 South Canalport Avenue, | Akron, Kansas City, Corpus Christi, 
Dept. AN-188, Chicage 8, Hl). - Boise, Ida. and Los Angeles. 


RUB Ga 
PANEL 
RULE 


holes. The top molding telescopes for the 
longest or shortest cars. 


CARS THAT SUPER- 


DELUXE LOOK! Made of dazzling 


stainless-steel, with screws fastening on 


PLEASE YOUR CUSTOMERS with a 
beautiful rigid fluted (ribbed) panel of 
dazzling stainless-steel on rocker panel 
sills. SAVES YOU BIG MONEY. The great- 
est aid to a body shop or car dealer ever 
invented. Large rust-proof ‘‘attach strips” 
underneath will cover long rusted out 


screws visible. 


the bottom of the rocker panel. No 


Only tools required are 


drill and screwdriver. Anyone can install 
one in an hour. 
inches wide and 31% inches wide to fit 
90% of all 1951 thru 1958 cars. Tele- 
scopes to fit longest or shortest cars. 


Comes in two widths, 2 2 


BE PREPARED FOR THOSE ROCKER PANEL JOBS! .. . WITH TWO SIZES ONLY! 


HAVE THESE IN YOUR SHOP ALWAYS! 


Order from your local jobber. If he cannot supply, write direct to: 


GROBOSKI INDUSTRIES INC. / 4344 s. Western Ave., Chicago 9, IMinois 





The Fifth Circuit case, involving 
Texas Trailercoach, had been ap- 
pealed by the IRS to the Supreme 
Court. An appeal from the dealer's 
side in the Seventh Circuit case, 
just decided, would present the 
Supreme Court with a dual claim 
and facilitate an early decision. 

Departing from the views of four 
other appeals benches, the Seventh 
Circuit declared that profits on a 
transaction accrue when the loan 
is made “regardless of when re- 
ceived.” 


“Therefore,” the court said, “no 
portion of the profit is rendered 
non-taxable at that time by the 
subsequent act of the (dealer) in 
selling the retail paper to a 
finance company in a transaction 
which left a part of the sales 
price of the paper temporarily 
retained as a security by the 
finance company.” 

Pointing out that funds held 
back in reserves take into account 
delinquencies, the Court noted that 
in this case the dealer actually 

took bad-debt payments. 

Other Circuits have maintained 
that the “right to receive” is para- 
mount in determining income in a 
time deal. 


Auto-Lite Parley 
Maps Plans for 
New Sales Drive 


TOLEDO. — Electric Auto-Lite’s 
general products group sales repre- 
sentatives met last week with 
group executives to launch a new 
sales program for strengthening 
the present base of the group’s di- 
verse operations. 

Four Auto-Lite manufacturing 
divisions (wire and cable, instru- 
Joent and gauge, bay manufactur- 
ing and foundry division) are in- 
cluded in the general products 
group. All but the foundry division 
will participate in a new sales 
program covering products and 
production ranging from inkless 
recorders and thermometers to an- 
odized metals, plastics and stamp- 
ings, as well as aircraft, automo- 
tive and industrial wire and cable. 

Chief features of the new pro- 
gram are integration of the previ- 
ously distinct division sales forces, 
providing the general products 
group with multi-product repre- 
sentatives in all parts of the 
country, and the availability of 
specialized Auto-Lite research, en- 


gineering and production capacity) 


to assist the Group's customers in 
meeting their cost reduction and 
product performance requirements. 


——— 


will operate as Western Datsun 
Distributors and will be located at 
5967 Lankersheim Bivd., N. Holly. 
wood, Calif. 

Western Datsun will set up out- 
lets in the 11 Western states— Cali. 
fornia, Washington, Oregon, Ari- 
zona, Nevada, Idaho, Utah, Wy.- 
oming, Montana, New Mexicc and 
Colorado. 


The Woolvertons were Borg- 
ward distributors before that line 
went to Earle C, Anthony, Inc. 
More recently, they have headed 
an Edsel - Hillman - Borgward 
dealership. No decision has been 
announced regarding their con- 
tinuation of these franchises. 


The Datsun, a four-door sedan, 
has been used as a taxicab in 
| Japan for many years and has a 
| reputation for toughness. It has 
| foam-rubber seats which eliminate 
| springs, and all seats and door 
|panels are covered with vinyl. 


| The car has a 45-horsepower, 


| overhead-valve, short-stroke engine 
jand a four-speed synchromesh 
| transmission. Standard equipment 

includes heater, white sidewall 

tires, turn signals and _ electric 
| windshield wipers. The New York 
| port-of-entry price is $1,799. 


| 
| 
| 





Mr. Auto Dealer: 
NOW You Can Stock 


HOLIDAY 
FIBERGLASS 
BOATS 


GREATEST NEW PROFIT 
OPPORTUNITY IN YEARS 


Pleasure Boat Soles are Booming. 


While other businesses ore on the 
decline, boat sales in 1958 will hit an 
estimated all-time high of $2% billon. 


CASH-IN ON 
THE BOAT BONANZA 


Quolify as a franchised dealer of 
Holiday boots, the fastest selling fiber- 
glass boots in the industry. Popularly 
priced. Safety-designed for the family 
market. Orders filled promptly. 


For Full Details, 
Write, Wire or Call Collect 


HOLIDAY PLASTICS, 
INC. 


1301 Fairfax Trofiicway 
MAyfair 1-5300 
Kenses City, Kansas 


NEW 
1958 
PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


Sowie 
BUILDY BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
assures better serv- 
fee relations . . . builds 
repeat business . . . in- 
creases sales volume. 
Typical sample, complete 
| details on request. 


Division of C. A. Norgren Co 
5434 So, Delaware, Littleton, Colo. 


| - Stematw 
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fhe Man Behind the Wheel .. . 





Sales Testing the New Models 


By L. H. Houck 


Travelling Correspondent 


7 SAY that it was a pleasure 
to drive the new spring model 
of the elegant Chrysler New Yorker 
from Jefferson City in a 2,000-mile 
drcle trip that included the Great 
Plains, the Black Hills and the 
yerdant meadows of Iowa, would be 
to make a maximum understate- 
ment. 

The New Yorker is all Chrysler 
and is as blue-blooded as they 
come, and this test drive proved 
that it is a thoroughbred in the 
top class. Its distinctive styling 
attracts the attention of the best 
class of people and many of them 
did not hesitate to ask questions 
and comment favorably. 

But as we all know, underneath 
the paint and chrome and behind 
the superb styling there must be an 
engine that knows what the score 
is now and what it is going to be 
tomorrow. 

There must be a team of corre- 
lated parts and accessories—trans- 
mission, electrical system, shock 
absorbers, differential, driveshaft, 
front wheel alignment—to support 
the engine, and this test trip. in- 
volved long distances and terrain 
that amply proved the New 
Yorker’s reliability. 

The comfort and the convenience 
of the TorqueFlite transmission, 
the electric seat, the ease of han- 
dling with the Constant-Control 
power steering, were byproducts. 





Auto-Pilot Great 


R. NEAL JR., Chrysler district 
* manager in Kansas City, de- 
livered the car to me in Jefferson 
City and brought along C. L. 
Strahota, zone manager for Perfect 
Circle Corp., who showed his mo- 
tion picture on the Auto-Pilot. After 
that they demonstrated the New 
Yorker and the Auto-Pilot. 

And as I subsequently dis- 
covered, the exclusive Chrysler 
Auto-Pilot put the New Yorker in 
a class by itself. The trip on 
which I tested the New Yorker 
was ideally suited to test the 
Auto-Pilot as well. 


The Auto-Pilot was much more 
than I thought it was, and I'm 
afraid that a lot of us in the auto 
industry have not been made aware 
of all the advantages of this device 
which does a lot of things better 
than the human hand and brain. 


Many of us who have thought of 
Auto-Pilot as a governor with 
automatic features, did not know 
that it also can be used as a warn- 
ing of reaching a preset speed. 
Consequently, Chrysler does not 
use a red-light warning which be- 
came popular last year. 

I think it is important that the 
salesman who is selling the 
Chrysler New Yorker or the Im- 
Perial with Auto-Pilot should be 
particularly thorough in his ex- 
planation and demonstration. 

I found by visiting Chrysler deal- 
ers that some salesmen do not 
realize all its advantages because 
they have not had the same oppor- 

tunity of testing it on long and 
tiresome trips as I had. 
+. . + 


Safe and Easy 
WHE its chief advantage prob- 
ably is identified with long 
trips, I discovered that it is equally 
valuable on short trips as a change, 
or a resting maneuver, to vary the 
chore of driving—even up to the 
corner store. 

Auto-Pilot, exclusively offered as 
optional equipment on Chrysler and 
Imperial models, is a driver- 
operated voluntary control of speed. 
It can be used as a warning signal 
or as a fully automatic speed reg- 
ulator, and it has been developed 
and perfected during the past 10 
years to contribute to highway 
Safety and improve fuel economy. 

And I can tell you, the Auto- 
pilot is safe. When the car is op- 
erating under Auto-Pilot control, 
a touch on the brake cancels it 
out and the car returns to engine 
idle position instantly. 

Before I tell you how it operates 
in relation to the driver and the 
highway, I want to tell you about 





powered, because unlike so many 
new developments this device will 
seldom need any attention from 
the service department. And if it 
does, the service will be minor and 
inexpensive. 

* cad a 


Located Under Hood 


E Auto-Pilot unit is under the 

hood in an accessible position 
and is completely enclosed. It does 
not use hydraulic fluid, so there are 
no lines to leak. It is driven by a 
speedometer cable from the trans- 
mission. It does not require lubri- 
cation, attention or adjustment. 


Inside the sealed housing is a 
reversible 12-volt motor which 
moves the regular foot throttle 
up and down to conform to the 
governed speed setting. It main- 


Car Tested: 
CHRYSLER 


Model: New Yorker four-door 
hardtop. 

Engine: Firepower V-8, OHV. 
Bore and stroke, 400 by 3.9 
inches, Compression ratio, 10 to 
1; displacement, 392 cubic inches. 
Brake horsepower, 345 at 4,600 
r.p.m. Fuel system, four-barrel 
downdraft carburetor; gas tank 
capacity, 23 gallons. 

Crankshaft, fully counter- 
balanced, with steel-backed bear- 
ings, 2.687 inches in diameter at 
journals, with crankpin diam- 
eters of 2.374 inches. Thrust is 
taken by No. 3 bearing. Con- 
necting rods are drop-forged I- 
beam, weighing 27.46 ounces. 
Camshaft has five steel-backed 
babbitt bearings, with end thrust 
taken by a thrust plate. Cam- 
shaft bearing journals are just 
a few thousandths under two 
inches. This is a husky, well- 
designed, high-compression en- 
gine, with built-in long-life. 
Valve lifters are hydraulic, pis- 
tons are horizontal slot with 
steel strut, aluminum alloy, tin- 
coated and piston pins are full- 
floating. Intake valves are 
Silicon-chromium steel, exhaust 
valves nitrogen treated manga- 
nese chromium-nickel steel. 
Combustion chamber is hemis- 
pherical. Lubrication is rotary 
pump, full pressure, with pump 
driven by camshaft. 

Transmission: TorqueF lite 
fully automatic with pushbuttons 
to left of steering wheel, 

Electrical System: Generator, 
30 amp.; battery, 12 volt Auto- 
Lite, 78 plate, 70 amp. hr. Water- 
proof ignition, neutral push- 
button starter switch, electric 
variable-speed windshield wipers. 

Accessories: Auto-Pilot, an 
exclusive Chrysler division op- 
tion, which is a driver-operated 
voluntary automatic speed con- 





trol. It can be used as a warn- 
ing signal to indicate preset 
speed or as a fully automatic 
vehicle-speed regulator. Other 
accessories: Air conditioning, 
Hydratorque fan hub, power 
brakes, power steering, radio 
and heater. 

Tires: 9.00x14 Goodyear white 
sidewalls. 











tains the selected speed within 
two or three miles uphill and 
down, It can be adjusted so dial 
and speedometer numerals match. 

The knob that is used to select 
the speed is on the right of the 
steering column just below the 
steering wheel. The numbers on 
the knob are plainly visible, and 
it is a distinct thrill to set the knob 
at 60 m.p.h., cut the Auto-Pilot into 
control and watch the speedometer 
hand ride the 60 line over any 
highway. 

If you can steal a look at the 
foot pedal when the car starts up 
a big hill you will see the pedal 
move down under control of the 
Auto-Pilot just as you would in- 
crease the gas to maintain the 
speed up the hill. 

No one has ever driven long 
distances without wishing at one 
time or another that he had an 
old-fashioned hand throttle to set 
so he could rest the right foot 
and leg muscles. This has the 
hand throttle beat nine ways 
from Sunday. 

The Auto-Pilot knob has numerals 
corresponding to miles per hour 
from 30 to 90. 

In order to place the Auto-Pilot 
in control, you drive at normal 
speed and then set the knob at 
the desired automatic speed. 


* * * 


It’s Soon ‘Second Nature’ 


IN the car reaches the speed 
you have selected, a distinct 
pressure is felt against the foot on 
the gas pedal. When this is firm 
you press a button and the Auto- 
Pilot takes over and you remove 
your foot from the gas. To release 
the Auto-Pilot, you merely tap the 
brake—you do not have to apply 
the brake. 

The Auto-Pilot will become 
second nature to a driver within 
half an hour. 

To use it as a warning signal, 
you set the knob at the desired 
speed. When the foot pedal reaches 
this speed, the heavy pressure 
against further advance is felt, 
warning you that you have reached 
the preset speed. 

You can push the pedal through 
this obstruction if you need a sud- 
den surge of power, and the Auto- 
Pilot will return the car to its 
governed speed when you remove 
your foot. 

Here are some interesting facts 
about this device, and then I'll tell 
how I found a good use for it in 
the Great Plains and on the high- 
ways through cities and small 
towns. 

The Auto-Pilot is factory- 
lubricated for life. If it should 
stick at low speeds or develop an 
objectional noise or if you should 
want to disconnect the unit, you 
remove a coil spring from its hook 
and this spring is the only ex- 
ternal visible feature. 

I am reliably informed there 
has been no trouble in the field 
so far with Auto-Pilot, There has 
been service indicated because of 
a kinked drive cable. This hap- 
pens with speedometers, and so 
far there seems to be no more 
service required than you would 


* * * 


os a 
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Chrysler New Yorker Test Car— 


L. H. Houck, Automotive News travelling correspondent, had high praise for the 
Chrysler New Yorker four-door hardtop which he sales tested on a 2,000-mile trip 
from Jefferson City, Mo., through the Great Piains and the Black Hills. He was 
how it is made and how it is| especially pleased with Auto-Pilot, Chrysler's automatic speed-contro! device. 





Easy to Operate— 


Auto-Pilot is controlled by a knob on 
the steering column just below the wheel. 
The device, a Chrysler division exclusive 
for 1958, is $86.10 on Chrysler models 


and $88.70 on Imperials. 
Se se 


give a speedometer, or maybe 
not as much. 

The Auto-Pilot is locked in with 
an electro-magnetic coil so that the 
touch of the brake merely breaks 
the electrical circuit, cutting it out 
instantly. There is no possible way 
in which the brake can fail to 
break the circuit. 

> * > 


For City Driving 
I FOUND this method of using it 
most restful: You can cut the 
Auto-Pilot in at any speed from 
30 up. On main highways a great 
many village and town speed limits 
are set at 40 m.p.h. In other con- 
gested areas, you are greeted with 
a 50-mile limit, then a 40, then a 
25 and then back up to 40 and then 
to 50 and then to maximum road 
speed. 

I cut the Auto-Pilot in at 4, 
for example, and then set it at 
the maximum road speed in open 
country or the speed at which I 
desired to travel, such as 60. Then 
when I came to a village with a 
40-mile limit, instead of disen- 
gaging the Auto-Pilot with a 
touch on the brake, I turned the 
knob down to 40. 

In this way I was observing the 
speed limit precisely, and I still 
had the advantage of not having 
to hold the accelerator down. 

In many such cases you can go 
through a town without having to 
slow for cross traffic. Then when 
you get a 50 or a “resume-speed” 
sign, you merely turn the knob up 
to the speed you want, The engine 
responds instantly to the governed 
speed. 

Even in congested areas where 
there were several different 
speeds posted, I found it a dis- 
tinct advantage to control the 
speed by the knob and it became 
a pleasure to turn the knob to 
the required speeds. 

Coming into a 25-mile zone, you 
touch the brake and take over 
control with your foot, leaving the 
knob set on 40. When you have 
passed through the 25-mile zone, 
you press down until you feel the 
pressure against the pedal which is 
the 40 to which you are set. Press 
the button, take your foot from 
the pedal and you are cruising 
under automatic control again. 

* = - 


More Miles Per Gallon 


I THINK too many persons have 
visualized this device as good 
only on turnpikes, and that is why 
I tried it out at these other speeds. 
I found it very handy and desir- 
able. 


However, on the long stretches in 
the great wide open spaces it also 
becomes a restful device and it saves 
gas. It turned in several miles more 
per gallon than you can get with 
your foot. 

Those of you who have had the 
pleasure of heading west over US- 
16 from Sioux Falls, S. D., and 
know the long stretches between 
towns which grow increasingly 
longer as you near the Badlands, 
cannot realize the rest it gives to 
be able to turn the gas-feeding 
business over to this little white 
button. 

Here you can cruise at 60 or 
better for hours without seeing 
anything but cattle and Indians. 
The capital of South Dakota at 
Pierre is out in the western part 
of the state on the upper reaches 
of the Missouri River and we 
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turned in there for a talk with 
auto dealers and to let the Chrysler 
New Yorker look at the $320 million 
Oahe Dam which is under construc- 
tion by the U. S. Army Corps of 
Engineers. 

The car posed prettily in front 
of the South Dakota state capitol 
before it headed out a little farther 
west to circle back toward Jefferson 
City. 


* a4 * 


No Service Problems 


THINK it is a remarkable 

tribute to modern manufactur- 
ing, such as demonstrated by 
Chrysler Corp. in this car that you 
can slip behind the wheel of a new 
automobile which is fresh from the 
assembly line, and drive it without 
a thought of trouble into remote 
areas where service facilities could 
be few and far between and ex- 
pensive. 

No service whatever was re- 
quired other than periodic check- 
ing of oil and the obvious re- 
minder in the country that is 
covered by the Cheyenne Indian 
reservation that it is good busi- 
ness to keep the gas tank full. 
You would think that with the 
many makes of automobiles and 
the large number of new cars sold 
each year that people would be 
immune to them, but we found that 
everywhere people are interested in 
new automobiles. We stopped at 
motels most of the time and no 
stop ever was made without some 
comment of praise for our Chrysler 
New Yorker. 

Chrysler fans always want to tell 
about their. own cars and ask 
questions about the new one. Others 
want to know how it performs. 

Incidentally, no adjustment was 
necessary for the Chrysler total- 
contact brakes, and they were giv- 
ing the same service at the end of 
the trip as they did at the begin- 
ning. We were in one severe rain- 
storm and they performed equally 
well in the wet. 

> > > 


Torsion-Aire Ride 
PROBABLY someone will wonder 

about the Torsion-Aire front 
suspension which has two torsion- 
bar springs, ball pivots and Orifliow 
shocks with a sway bar. 

This worked perfectly and pro- 
vided a level ride, and absence of 
pitch under all conditions, contrib- 
uted to the feeling of being in 
perfect control of the steering and 
required no adjustments or atten- 
tion. Cornering is excellent for such 
a large car—126-inch wheelbase. 

There can’t be much wrong 
with American manufacturing 
when you can get into a new car 
which has not had nearly as 
much attention as the retail 
dealer gives to the cars he sells 
and drive 2,000 or more miles into 

a remote area of the country and 
back without buying a drop of oil 
or paying out a nickel for service. 

Chrysler calls this design of the 
New Yorker the “bold new look of 
success,” and I can testify that the 
look extends to the innermost re- 
cesses under the hood. Thanks to 
Chrysler for the opportunity to 
learn more about automobiles be- 
hind the wheel of the Chrysler New 
Yorker. 





ae 


Auto-Pilot Is Simple— 


The aluminum housing between the 
brake bellows and the tank at the left is 
all there is to the Auto-Pilot. The only 
external part is a coil spring which may 
be unhooked if the unit misbehaves, To ~ 
date, Auto-Pilot has required almost no 
service after installation. 
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Dealer Slants Ads 
To Woo Customers 


By L. H. Houck 
Staff Correspondent 

VERMILLION, S. D—A differ- 
ent slant on auto selling is proving 
its worth at Benson Motor Co. 
(Ford-Mercury). 

Bud Benson, the owner, figured 
the normal buyer with savings in 
the bank is setting tight, watching 
the offerings of the dealers. 

This buyer, he felt, does not 
want to be bothered by sales- 
men, but is waiting for the op- 
portunity in price, economy, 
convenience or even a new de- 
velopment in auto or accessories. 

Benson discovered potential 
customers were watching his news- 
paper advertisements for a special | 
used car in many instances. When 
this particular model was adver- 


ally made the pur-| 
tised, they usually Pp | dueiae 


chase, he _ said. 
Consequently, Benson has been 





-Durkee Resigns 


Chrysler Ad Post 


DETROIT.—Burton R. Durkee, | 


director of advertising and sales) 
promotion for Chrysler and Im- 
caper. will leave his post Aug. 15 

to rejoin a West Coast advertising 


agency. 
Cc. E. Briggs, 
general manager | 


of Chrysler and) 
Imperial division, | 
said a successor 
to Durkee would 
be named before 
his departure. 
“We regret that 


leaving us,” 





B. R, Durkee 
come a director of Botsford, Con-| according to C. W. Davis, produc-| 


stantine & Gardner, Inc., 
Portland, Ore, where he served) 


| car, thoroughly explain it and then 





slanting his advertising toward 
such prospects by increasing the 
space and paying more attention 
to descriptions of both new and 
used cars. 

Since there has been a defi- 
nite trend to more economy in 
this area, Benson has been 
stressing the fact that he has 
economy engines as well as high- 
performance V-8s. This hag re- 
sulted in visits by potential cus- 
tomers and some sales, he said. 
Benson also has found that 

while the prospect is . thinking 
about economy, he usually changes 
his tune when the difference in 
autos and their value is explained. 

This makes it imperative that 

the salesman show the economy 


show the other car and leave the 

to the customer without 

applying pressure, Benson said. 
Those who buy for pleasure, 


ing for a good year. 

The market for pickup trucks 
also has improved with the 
brighter farm outlook, Benson 
said. However, he continued, big 
trucks are dragging their feet, 
due apparently to a transition in 
the farm market, 

Many farmers now hire owners 
of big trucks, or professional 
truckers, to do their heavy hauling, 
he said, and there has been a con- 
sistent slackening in demand for 
heavy trucks by the average indi- 
vidual farmer and rancher. 

The farmer apparently can do 
better moneywise, because he 
doesn’t have enough hauling to 
keep the big rigs busy most of the 
year, Benson said. 


Electric Steel Foundry Plant 


Forms Industrial Division 
DANVILLE, Ill.— Formation of 


farmers and stock raisers are look- 



































































































an industrial division to handle | Duffy Receives UJA Citation— 


| product development and manu- 
| facture custom fabrication and | of B. F. Goodrich Tire Co., Akron, receives the United Jewish Appeals 1958 Auto- 
repair fabrication has been &N-| motive Industry Citation in recognition of his 
nounced by the Electric Steel | | Progress of the industry and the welfare of his fellow men.’ 


Foundry Co. plant here. 


Martin Duffy, center, zone manager for Associated Tires and Accessories, a division 


| made by Oscar Weissman, 


“outstanding contributions to the 
* The presentation is 


American Auto Accessories Stores, Wilkes-Barre, Pa., 


The new division is now accept-| while Lovis Keller, banquet chairman, looks on. Duffy, one of three men so honored, 


ing orders for this type of work. 








in contrast to those who buy cars 
for business, are more susceptible | 

to pride of possession, Benson 

added, and often find they do not | 
want the stripped car they had | 
intended to buy. 

Benson Motor Co. was acquired 
by Benson’s father in 1938, and the | 
younger Benson took over in 1952 | 
when his father retired. 

Prospects are better in this area 


|than they have been in four years, 


according to Benson. He said 


L-O-F Set to Begin 
Work on New Lab 


TOLEDO.—Work on the new en- 





Mr. Durkee is| gineering building at the Technical 


|Center of Libbey-Owens-Ford Glass 


Briggs said. | 
Durkee will be-| should be completed in 10 months, 


Co. will start immediately and 


in|tion executive vice-president. 


He said the project includes al- 


from 1936 until 1945. He left there|terations in the present technical 


originally to serve the Kaiser auto- | 
mobile interests as advertising di-| 


building, extension of services to 
the new structure and other work 


rector and then as account super-|and equipment. He estimated the 
visor at Willima Weintraub on cost at $1.35 million. 


the Kaiser-Frazer account. Before 


“These new facilities will enable 


joining Chrysler in 1955, he had/ Libbey-Owens-Ford to create addi- 


been supervisor at Maxon, Inc., on | tional 


job opportunities through 


the Gillette Razor and Packard | the development of new and im- 
accounts. 


proved glass products,” Davis said. 


| received the plaque at the UJA of Greater New York annual banquet in New York. 


Dealers’ Dollar Sales Gain but Trail °57 


WASHINGTON. — New-car deal- 


|ers’ dollar sales continued to trail 


year-earlier reports in May al- 
though the total was higher than 
that for April, the Commerce De- 
partment reported. 

Dealers’ sales for May were put 
at $2,489 million, down 14 percent 
from the $2,395 million for May of 
last year but 4 percent above the 
$2,384 million for April of this 
year. 

The dealers’ dollar sales for the 
first five months of this year 
amounted to $11,600 million, a drop 
of 14 percent from the $13,458 mil- 
lion for the like period of 1957. 

Tire, battery and accessory deal- 
ers did $203 million in business in 
May, up 11 percent from the $183 
million a month earlier and up 3 
percent from the $197 million in 
May of last year. 

The May volume of service sta- 
tions was put at $1,335 million, an 
increase of 7 percent from the 
$1,252 million for April and up 3 
percent from the $1,293 million in 
the year-earlier report. 

Total retail business in the U. 
S. in May amounted to $17,372 
million, a gain of 7 percent from 
the $16,281 million for April and 
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car a 


your stock! 


ARISTOCRAT OF WAXES 


The most effective 
system of used 
car reconditioning 


ver developed! 


Currently featured in the reconditioning educational programs 
of two major automobile companies. Dealers have been highly 
enthusiastic about the results! 


TWO OUT OF THREE CARS SOLD ARE USED CARS! 


Used cars, like new cars are sold largely on eye appeal. The CAR 
GROOM SYSTEM of appearance reconditioning can help you 
move your used car inventory quickly and profitably. Makes every 
“sharp” car. Enhance the appearance of your used cars 
and you add to the dollar volume. Most important, you move 


CAR GROOM is faster than any other system 
CAR GROOM is more economical in material cost... pads 
last longer . . . never need laundering 


WRITE FOR COMPLETE INFORMATION AND PRICES e JOBBER INQUIRIES INVITED 


‘The economy of quality'’ 


M&H LABORATORIES 


2705 Archer Avenue 


Chicago 8, Illinois 


a one-percent boost from the 
$17,205 million for May of last 
year. 

For the first five months of this 
year, total retail sales have 
amounted to $78,279 million, a 
fractional gain over the $78,235 
million for the like period of last 
year. 

The Commerce Department’s pre- 
liminary report on retail sales in 
June indicates volume for the 
month slipped slightly below the 


Freight Tax Dies 
Aug. 1; Savings 
Hailed by Industry 


NEW YORK.—Repeal of the Fed- 
eral 3 percent excise tax on freight 
transportation, which takes effect 
Aug. 1, is expected to save U.S. 
industry $500 million per year. 

The tax, in the past, has been 
paid by shippers, with the common 
carrier trucks and railroads acting 
as collectors for the Government. 

Last week Daniel P. Loomis, 
president of the Assn. of American 
Railroads, said removal of the tax 
“will take pressure off production 
costs throughout the economy, end 
discrimination against small busi- 
nesses and long-haul shippers and 
lift a heavy competitive burden 
from all for-hire carriers.” 

Some economists believe that lift- 
ing of the 3 percent levy may filter 
down to consumers in the form of 
lower prices, 


AMA Earmarks 
$1,350,000 for 
Safety Groups 


DETROIT.—For the fifth con- 
secutive year, grants by the Auto- 
mobile Manufacturers Assn. to 
organizations promoting highway 
safety have topped the million- 
dollar mark, according to L. L. Col- 
bert, president. 

AMA directors, he said, have ap- 
proved grants totalling $1,350,000 
for the new fiscal year. 

Colbert, who also is president of 
Chrysler Corporation, said the larg- 
est individual grants are to the 
Automotive Safety Foundation and 
the National Highway Users Con- 
ference. 

Major grants to the National 
Safety Council, the Society of 
Automotive Engineers, the Inter- 
national Road Federation and the 
Northwestern University Transpor- 
tation Center also were approved. 

Public interest programs to pro- 
mote better and safer highway 
travel have been supported by the 
AMA throughout its history, Col- 
bert said. Following establishment 
of the Automotive Safety Founda- 
tion in 1937, annual grants of funds 
grew constantly, passing the million 
dollar level in 1954. 





totals for May and June of 1957. 


The automotive group, which in- 
cludes new and used-car dealers 
plus tire, battery and accessory 
dealers saw June volume slip 3 per- 
cent below the May total and 17 
percent below the figures for June 
of last year. 


In the wholesale trade, those 
selling automotive products did 
$449 million in business in May, 
3 percent above the $438 million 
for April and 5 percent above the 
$428 million for May of 1957. 


For first five months of 1958, 
automotive wholesalers’ volume 
reached $2,069 million, up 4 percent 
from the $1,983 million for the like 
period of 1957. 


29 Willys Car 
To Be Produced 
In Brazil Plant 


TOLEDO. — Willys-Overland an- 
nounced plans last week to build 
its 55 U. S. car, the last one it pro- 
duced, at its plant near Sao Paulo, 
Brazil. S. A. Girard, Willys vice- 
president and general manager, 
said Willys-Overland expects to be- 
gin car production in 1960 and to 
build at the rate of 20,000 cars a 
year by the end of 1961. 


At the present time, it is manu- 
facturing Jeep utility vehicles, in- 
cluding station wagons, and its 
production of these vehicles this 
year will be at the rate of 12,000 
units per year. This figure is ex- 
pected to increase to 40,000 units 
in 1960, at which time 95 percent 
of the vehicles by weight will be 
manufactured in Brazil. 


Willys-Overland of Brazil cur- 
rently is expanding its operation 
to meet these goals, and Girard 
disclosed that. International Fi- 
nance Corp., American Overseas 
Finance Co.. and Chase Interna- 
tional Investment Corp., had 
agreed to invest a total of $3% 
million in the program. 


The Brazilian subsidiary is pres- 
ently operating manufacturing, 
assembly, engine and foundry fa- 
cilities in connection with its auto- 
motive program. Its plan for ex- 
pansion provides for an axle and 
transmission plant and additional 
large press and assembly facilities, 
as well as the necessary passenger- 
car tools and dies.. 


The entire expansion program 
will represent an investment of 
approximately $22 million, said 
Girard. In addition to the partici- 
pation by the three international 
financial organizations, Willys 
Motors will invest $6% million in 
machinery and equipment, and a 
new stock offering to the public 
will be made by Willys-Overland 
of Brazil. 

The Brazilian car basically will 
be the same as the Aero line of- 
fered by Willys from 1952 to 1955. 
Girard said it was “premature” to 
expect Willys to import its pro- 
jected Brazilian cars to the U. S. 

The Kaiser car, last produced 
here in 1955, is now in production 
in Argentina. 
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By W. F. Smiley 
Staff Correspondent 

SALT LAKE CITY.—Automotive 
jobbers in the Intermountain West 
conduct a gross annual business 
of $48 million and employ 2,200 
men and women. 

Jobber Vern K. Yoho, of Salt 
Lake City, has tried to make his 
business better understood. 

“So far as I know, we are the 
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Chrysler Opens 
$2 Million N. Y. 


Training Center 


RYE, N. Y. — Chrysler Corp. 
placed another $2 million bet on 
America’s economic future when it 
formally dedicated a new two-story 
training center here. 

The structure is one of a net- 
work of such centers being opened 
by the company throughout the 
U. S. In addition to providing sales 
and service training facilities, the 
building also houses the corpora- 
tion’s eastern area marketing head- 
quarters. 

Much of the strategy for mer- 
chandising Chrysler Corp. cars in 
the Northeast will be carried out 
from the new headquarters under 
the direction of C. P. Noonan, 
Eastern marketing area director. 
With such populous centers as New 
York, Providence, Boston, Phila- 
delphia and Washington in the ter- 
ritory, the eastern marketing area 
accounts for the sale of nearly one 
third of the company’s cars. 

Dedication ceremonies at the 
center covered a three-day period. 
Chief speakers were E. C. Quinn, 
Chrysler general sales manager, 
and L. W. Piot, sales training 
director. Members of the Eastern 
press, dealers, service men, civic 
officials and business leaders were 
guests of the company at the cere- 
monies. 

A 13-state area will be served 
from the new Rye headquarters. 
Dealers in the New York, Boston 
and Syracuse regions will be of- 
fered special courses for them- 
selves and their personnel in the 
latest principles of business man- 
agement, the servicing of Chrysler 
products, and retail selling under 
the direction of Thomas N. White, 
a 30-year veteran of the automo- 
tive industry. 

The building is a two-story con- 
temporary structure, containing 
the various training area, class- 
rooms, offices, a kitchen and cafe- 
teria and an auditorium which 
seats 375 people. Training areas 
consist of engine, body and chassis 
rooms, each of which may be di- 
vided into two sections by means 
of folding doors. Motor vehicles, 
including trucks, can be driven 
directly into the rooms from out- 
side the building. 

* = 


At Chrysler Dedication— 


P. B. Hopkins, left, service develop- 
ment and training director, Chrysler 
Corp.; Harold W.. Reuter, Dodge New 
York regional service manager, and 
Thomas N. White, director of Chrysler's 
few training center in Rye, N. Y., discuss 
new equipment at ceremonies marking 
the opening of the center. It is expected 
that the center will instruct 4,000 sales 
Personnel and 1,600 service personnel 
@ year. 











$48 Million Annual Volume... 
Jobber Trade Grows in Rockies 


only major industry which has 
had only one book written about 
us by college economist,” Yoho 
said. “It’s a good book, incident- 
ally, but it’s as complicated as 
our business.” 


Warehousing, wholesaling, serv- 
icing and remaking automotive 
parts and supplies are a pretty 
“mixed up business,” he says. 

“We buy from the factory pro- 
ducing cars, and from the factory 
producing parts for the makers 
of the cars. Frequently we are 
placed in competition with our 
customers.” 

The major car makers sell to 
their dealers and other outlets, and 
these same people are the jobber’s 
customers. 

“We often have to buy parts 
and supplies from our competi- 
tors in the wholesale field,” Yoho 
says. “No one I know of can 
amass enough capital to handle 
even half of the various items 
needed to repair, service and 
supply parts for all the kinds of 
automobiles now in service.” 


He said the largest houses in the | 
Intermountain area, distributing) 


from Salt Lake City, carry more 


than 100,000 separate items in in-| 
ventory, yet 30 percent of the time | 
they cannot fill a specific order out | 


of stock. 

The largest firms in the area are 
Motor Mercantile Corp., a division 
of Strevell Paterson Hardware Co., 
and Mendenhall’s. The latter has 
nine jobber outlets and supply ar- 
rangements with 53 others. Motor 
Merc has 10 stores, supplies 22 
others. 

The automotive jobbers supply 
equipment for 1,056 independent 
garages in the area, sell goods and 
repair services to 570 new and 
used-car dealers and some 2,780 
filling stations. But industrial sales 
still account for one-third of the 
total gross volume. 

Jobbers in this area sell 
throughout Utah, Eastern Ne- 
vada, Idaho, Western Wyoming 
and Western Montana. 

“We had a real battle with East- 
ern manufacturers,” Yoho said. 
“But finally they are recognizing 
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that this is a sales area independ- 
ent of Denver.” 

Next fight for the jobbers is for 
equalization of freight rates, Yoho 
said. Rates now are lower shipping 
west from Denver than east from 
Salt Lake City, an inequity the 
jobbers are hoping will be elimi- 
nated. 


‘Slur’ on Dealers 
Revoked by Army 
After N. M. Beef 


New Mexico Automobile Dealers 


the New Mexico Armed Forces 
Disciplinary Board which would 


deviating from certain “fair” finan- 
cing rates set up by the military. 

Maj.-Gen. Louis T. Heath, senior 
military commander of the Albu- 
querque area, later rescinded the 
order in favor of consultation “at 
length” with civic leaders. 

The NMADA had protested that 
the action of the disciplinary board 








ALBUQUERQUE, N. M.—The| Managers Tour GM Plants— 





While in Janesville, Wis., for a driveaway, 41 members of the Chevrolet Managers’ 


Assn. has protested an order Of! cy) of Chicago took time to tour the Fisher Body, above, and Chevrolet assembly 


plants. At the conclusion of the tour, the managers drove back to Chicago in 32 


place off limits any car dealers | 9°!4 'mpola sport coupes. 


Salesman F urlong Retires ... 


Still the Best Business 





LOWELL, Mass.—No line of 


amounted to a dictation of policy to| work offers as much opportunity 
auto dealers here and in the rest|for young men as the automotive 
of New Mexico. Lt.-Col. B. C. Jo-| sales field, according to Charles L. 
seph, spokesman for the board,| Furlong, of Al Luneau Chevrolet, 
|said that the board had no such|Inc., who is retiring after 38 years 


intention. 

Nevertheless, the action called 
forth a long telegram of protest 
|from Senator Clinton P. Anderson, 
New Mexico Democrat, in which 
he said he was concerned about a 
| board recommendation that “serv- 
jicemen be encouraged to shift 
|their financing from franchised 
automobile dealers to banks. 

“I do not object to the aims o 
the board,” Anderson said. “How- 
ever, the military cannot prey on 
businessmen to keep them from 
| preying on servicemen. 

“The whole policy announcement 
|implies that a majority of service- 
|men are having credit difficulties 
|and that a majority of automobile 
| dealers and finance companies are 
to blame,” Anderson said. “I find 
| this difficult to believe.” 


GM of Canada Conducts 
Dealer Council Parleys 


OSHAWA, Ont. — Thirty-four 
General Motors dealers and a 
group of top GM of Canada of- 
ficials met during July in Edmon- 
ton, Toronto and Montreal for an 
exchange of views on selling meth- 
ods and factory policies. 


In making the announcement, 
E. H. Walker, president of General 
Motors of Canada, said: 

“More General Motors vehicles 
have been sold in Canada this 
year, to date, than were sold in 
the same period last year. Much 
of the credit for this stems from 
the strong and aggressive dealer 
organization which enjoys the 
complete confidence of the fac- 
tory.” 

Walker and E. J. Umphrey, sales 
vice-president, completed a cross- 
Canada trip of more than 15,500 
miles. 

GM’s national dealer council will 
meet in Toronto July 30-31 for fur- 
ther top-level discussions. 

Council members include: 

Western region: W. E. Brett, 
Chilliwack, B. C.; R. D. Prosser, 
Kelowna, B. C.; L. L. Morgan, 
Blairmore, Alta.; S. J. Parkinson, 
Calgary, Alta.; A. W. Shaw, Vegre- 
ville, Alta.; H. J. Doherty, West- 
lock, Alta.; C. J. Stojan, Sexsmith, 
Alta.; William Korb, Yorkton, 
Sask.; A. H. Trout, Saskatoon, 


Sask; W. W. Gant, Meadow Lake,| am 


Sask.; T. W. Phillipson, Gravel- 
bourg, Sask.; Harry Dickson, Win- 
nipeg, Man.; Ben Loewen, Stein- 
bach, Man., and R. L. Dennison, 
Dauphin, Man. 

Central region: A. E. Stedel- 
bauer, Windsor, Ont.; J. B. Um- 
phrey, London, Ont.; Lyle Jack- 
son, Listowel Ont.; G. W. Snel- 
grove, Hamilton, Ont.; Geo. Dan- 
gerfield, Barrie, Ont.; K. Duffus, 
Peterboro, Ont.; W. T. Elliott, 
Belleville, Ont.; G. Meredith, Sud- 





bury, Ont.; T. G. Moore, Smooth 
Rock Falls, Ont., and H. L. Mac- 
aulay. 

Eastern region: F. Didier, Cau- 
sapscal, Que.; A. Barre, Quebec 
City, Que.; J. A. Robitaille, Coati- 
cook, Que.; F. A. Lorrain, St. Jer- 
ome, Que.; M. A. Murphy, Ville de 
Tracy, Que.; E. H. Cabeldu, Otta- 
wa; D. A. Amory, Chevrolet Motor 
Sales Co. Ltd. Montreal; A. J. 
Sears, Antigonish, N. S.; H. B. 
Goodspeed, Truro, N. S., and S. S. 
Steeves, Moncton, N. B. 


Post to Present 
Individual Talks 
In Dealerships 


DETROIT.— The Saturady Eve- 
ning Post is ready to launch a 
“visualscope” sales presentation to 
a cross-section of the nation’s in- 
dividual new-car dealers, it was 
announced here last week by James 
W. Gavagan, Post 
vehicle marketing 
manager. 

In Detroit this 
month to present 
the Post’s story to 
individual dealers 
and factory offi- 
cials, Gavagan 
said he would 
start a coast-to- 
coast tour in 

. August. The pres- 
J. W. Gavagan = entations will be 
made to individual dealers and their 
staff in their places of business. 

Entitled “The Saturday Evening 
Post and the Automotive Business,” 
the presentation is given by Gava- 
gan, who spent the last 10 years 
as assistant zone manager for 
Buick in Nebraska, Iowa and South 
Dakota, The talk is supported by 
cartoons shown on a wide screen. 


as an auto salesman. 

Furlong is sorry to be retiring 
at a time when there is so much 
pessimism in the auto world. 
“Why, there never has been a 
better time to show your mettle 
as a salesman,” he said. 

Furlong entered the auto business 

in 1920 selling Bay States. He 


f switched to Chevrolet in 1925 and 


NADA Seminar 
Slated Aug. 19-21 
In Cool Canada 


WASHINGTON.—NADA's annual 
Management Roundup, a top-level 
seminar, will be held Aug. 19-21 at 
|the Alpine Inn in the Laurentian 
Mountains 50 miles north of Mon- 
treal. 

Working sessions will end at 2 
p. m. daily, NADA said, leaving 
afternoons “free for relaxation and 
fun.” 


Topics to be discussed at the 
| seminar include: “Our Industry and 
the Economic Situation in 1958,” 
“Patterns for Profits in Dealer- 
| ships,” “Expense Control — Action 
Now—or Else,” “Progress Report 
on ‘Dealers Reserve’ and Other 
Industry Questions,” “Income Tax- 
ation—1958,” “The Nature of the 
Leasing Business—Present and 
Future” and “The Nuts and Bolts 
of a Typical Dealer in Leasing.” 





has been selling them—“more than 
I can remember”—for 33 years. 

He qualified for the Chevrolet 100- 
Car Club 14 times, Only two men 
in the Boston zone have more 
honor pins than Furlong. 

Today’s salesman, according to 
Furlong, must get out and ring 
doorbells, show the car and sell it. 
“The day of knocking on doors is 
never over,” he declared. 

The salesman, Furlong believes, 
must get sentimental about the auto 
business. He thinks too many young 
men feel it’s just a job. 

“It isn’t just a job,” he says. 
“It’s a lifelong dedication, play- 
ing a great role in the progress 
and development of our country.” 

Furlong continued: “When you 
think of the millions of man-hours 
spent in developing a single model, 
the endless hours of planning, the 
thousands of people who worked 
on it, you realize the great respon- 
sibility that is yours as a salesman 
in selling the car. 

“Every potential customer is an 
individual. You style your sales 
plan to each one. These people have 
hopes and dreams, desires and 
plans. Don’t disappoint them. 

“Every customer who walks away 
is a broken hope—his hope—which 
you somehow failed to nourish.” 


Technicians’ Club 
For Youth Gets 
Lift in Minnesota 


MINNEAPOLIS.—The “Future 
Automotive Technicians of 
America” club, organized in 

| Minnesota in 1957, has issued char- 


On the evening of Aug. 20, a| tets to six local chapters in Minne- 


playlet will be presented, entitled 
“The Man with Many Hats, or 
Who's Sales Manager?” 

NADA also reminded members 
last week that conferences on auto 
leasing and rental have been sched- 
uled in San Francisco, July 31-Aug. 
1; Los Angeles, Aug. 4-5; Portland, 
Aug. 7-8, and Denver, Aug. 12-13. 





N. Y. Stiffens Penalty 


On Floor-Plan Abuses 


BUFFALO.—Gov. Averell Har- 
riman has signed into law a bill 
that states anyone who violates 
a trust receipt transaction is 
guilty of larceny. The Buffalo 
Automobile Dealers Assn, points 
out in a bulletin to its members 
that since many dealers “floor 
plan” their cars under a trust 
receipt agreement, the law applies 
to them. 


In New York State a proven 
theft of property with value of 
over $500 is considered grand 
larceny in the first degree. The 
new law refers to section 1302 
of the Penal Law, which provides 
for ten years in prison and a fine 
of the value of the stolen prop- 
erty plus 20 percent interest on 


that amount if the rson is 
found guilty of grand in 
the first degree. 


“7 





sota. 

An official identifying shoulder 
patch has been adopted for use by 
the FATA membership in local, 
state and national clubs, The youth 
organization hopes to attract youths 
to the automotive industry by 
bringing to high school students the 
story and opportunities that can be 
theirs through careers in the auto- 
motive service industry. 

National Standard Parts Assn., 
charter sponsor of the organization, 
has hailed the issuance of charters 
and shoulder patches as a step 
toward the expansion of the club as 
a permanent national organization. 

It is felt that by associating 
young people with FATA, much 
needed dignity will be added to the 


automotive technician profession. 
* - . 








Shoulder Patch— 


This distinctive shoulder patch has been 
adopted for use by members of the 
Future Automotive Technicians of Amer- 
ica, a club sponsored by NSPA, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8. PRODUCTION ONLY) 
Week Ended Same Week Ended Output, Jan. 1 to Jan. 1 to 














duly 19, Week, July 12, duly, July 20, July 19, 
1958 1957* 1958* To Date 1957* 1958 

AMER. MOTORS** ....... 4,150 2,210 4,155 10,806 61,308 103,618 
Rambler ...........0...00..000 4,150 2,210 4,155 10,806 56,402 103,618 
CHRYSLER CORP. ...... 14,000 20,753 14,040 36,331 781,855 352,588 
ENED os seseccerecesccsecssces 1,700 2,097 1,605 4,297 78,913 34,542 
IEEE. scciscocncsescsceess 250 749 253 656 26,664 8,274 
BOD txvcncsesccevccsosvescevs 450 680 1,062 2,462 15,998 22,329 
BID sevvecccsccsnveccscsesvcsees 3,000 5,246 2,948 7,764 185,231 63,905 
Plymouth ...............000 8,600 11,981 8,172 21,152 414,989 223,538 
FORD MOTOR*** ........ 22,585 37,169 13,807 44,836 1,111,995 635,850 
BREE ccrecvesscceneeseocnsccsesecs 325 GID kcertccese 325 680 7,269 
Ford . 18,000 30,004 12,982 39,380 901,402 544,355 
EEEEDUNED - sveccsvnccecssonsvessonees 320 924 287 653 25,274 15,486 
PE ccccccccecvcccccecescsee 3,940 5,582 538 4478 184,195 68,740 
GENERAL MOTORS 43,918 55,714 41,036 91,267 1,679,713 1,313,475 
TINE. eubkeiccsvciecieveecsessoteese  seceneesse 6,403 evesnpeste souveces 249,205 133,095 
ES 3,389 3,231 6,431 93,100 83,482 
Chevrolet. ..................0.. 27,000 «= 31,498 28,106 61,419 880,214 773,910 
Oldsmobile .................... 8,018 7,246 5,533 13,551 243,751 192,937 
SED ccvscccuppeccernesioess 5,700 7,178 4,166 9,366 213,443 130,051 
BP CTP. ccccccecccrscns. 1488 1,359 24 2,388 40,959 22,136 
Packard 85 4 scocsovens 127 6,105 1,673 
Studebaker 1,363 1,355 24 2,261 34,854 20,463 
Total Cars, US. 185,628 3,675,830 2,427,667 


117,205 


73,062 








*Revised 


**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Ended Same Week Ended Output, Jan. 1 to Jan. 1 to 























duly 19, Week, July 12, duly, duly 20, July 19, 
1958 1957*  1958* To Date 1957* 1958 
CHEVROLET 6,000 6,576 5,789 12,322 205,022 161,562 
DIAMOND T 115 131 120 236 2,366 3,096 
DIVCO 60 40 27 95 1,884 1,500 
EE 1,300 1,671 1,229 3,315 45,666 33,654 
FORD . 3,850 7,088 3,054 8,213 203,830 124,119 
GMC ott 1,005 1,461 1,045 2,614 38,345 34,516 
INTERNATIONAL. ...... 1,365 2,803 1,332 3,601 66,960 52,469 
caer 300 353 252 729 9,999 8,278 
STUDEBAKER ........... 134 a awhenes 279 6,294 3,406 
IS oe ic ccenscacnanetes 330 419 283 777 11,322 9,670 
a 1,750 1,090 1,762 4,459 37,566 45,293 
MISCELLANEOUS** 92 80 92 238 2,255 2,431 
Total Trucks, U.S. ... 16,351 21,924 14,985 36,928 682,000 479,994 
Total Cars, Trucks, 
| ae O02 A52 139,129 83,047 222,556 4,307,839 2,907,661 
Total Cars, Trucks, 
Si iitakisintents 8,895 9,345 8,341 _ 21,892 289,410 235,529 
Grand Total, 
Cars and 


Trucks, 
U. S. and Canada .... 


111,347 148,474 


— =. nee eminem 





*Revised. 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autecar, Freightliner, Eeo and Sterling are included in White totals; Brockway in 


5.B. All U. 8. totals include cars and trucks for military orders. 


Obituaries 





A. B. Crowell Jr. 
oe Va.—A, B. Crowell jr., 
engaged in the automobile business 
} a died July 10. He was voted Danville’s 
outstanding — in 1957. 
* * 


Dr. Chaire L. Straith 
DETROIT.—Dr. Claire L. Straith, a De- 
troit plastic surgeon who fought for greater 
in automobiles, died June 13 in 
Glasgow, Scotland, where he was attend- 


who 


ing a meeting of the British Assn. of 
Plastic Surgeons. He was 67. 
* es 
William Fort McAfee 
ALBANY, Ga. — Mayor William Fort 


July 8 in an airplane crash near Culpep- 
per, Va. 


Dana Myers 
AKRON.—Dana (Pappy) Myers, 67, a 
dealer in the Akron area for more 
than 40 yenms, died July 6. Mr. Myers was 


etFE 


a and treasurer of Myers Ford Co. 
was a former general manager of 
Hull-Dobbs in Akron. He also had been 


associated with Homier-Myers Ford here. 
. - * 


Robert P. Hooper 


PHILADELPHIA. — Robert P. Hooper, 

of the American Automobile 
im 1911-1912, died here July 5. Mr. 
who owned one of the first auto- 


5 


the national Subcommittee 
Garages, Terminals 
* 


Edward R. Mason 

DETROIT.—Edward R. Mason, 
Chrysler Corp. research engineer, 
killed July 12 when his car hit a bridge on 
the New York State Thruway near Syra- 
cuse. His wife was injured critically in the 
crash. Mr. Mason was chief engineer of 
mechanical research for Chrysler Engineer- 
ing division and was a key figure in the 
company’s research on gas-turbine engines. 

+ > * 


Ed E. Rawil Sr. 
GREENVILLE, N. C.—Ed. E. Rawi sr.. 
56-year-old automobile dealer, died July 8 
in a Durham (N.C.) hospital. He was a 
native of Batesburg, 8. C 


* > * 


Thomas G. Lawson 
WATSONVILLE, Calif. — Thomas G. 
Lawson, retired Buick dealer and a pio- 
neer of San Francisco's ‘‘Auto Row,’’ died 
here July 11. He was 70. Mr. Lawson 
began his automotive career with Scripps- 
Booth in San Francisco in 1918. He subse- 


on Parking, 
and Loading Facilities. 
. * 


47, a 
was 





Ath-Quarter Schedules Reviewed .. . 


Mideast Crisis Spurs 
°59 Production Plans 


(Continued from Page 1) 


are followed by new-car selling 
strength.” 
* cad + 

HE last instance of this, he 

recalled, was the maintenance 
of a six-million car year rate in 
1957 following the Suez and Hun- 
gary hostilities in the fall of 1956. 
He added that 1957 matched the 
selling rate of 1956 in spite of a 
relative paucity of major changes 
in the new-model offerings. 


The international scene last year 
was much calmer, he noted, and 
the 1958 recession followed. 


Big Three executives last week 
appeared satisfied that their ’59 
models would meet enhanced 
popular appeal. One of the top 
executives enthusiastically as- 
sured a sneak preview for news- 
men that his company’s new cars 
were “far from warmed over.” 
At GM, it has been known for 

several months that Chevrolet 
would adopt a larger body for ’59 
and expand its successful Impala} 
line. Other GM makes will resort 
to rear-end fins and more roof 
glass in an attempt to regain lost| 
buyers. 

Chrysler executives, too, have)| 
promised more changes than the) 
corporation made on its '58 series. | 

> = ao 

A§ FOR introduction promotions, | 

GM’s Motorama is all but a) 
sure thing Oct. 16-26 at the) 
Waldorf-Astoria hotel in New York} 
and Chrysler Corp. has reserved) 
Sept. 3-7 for its second annual press | 
preview at the Americana hotel in 
Bal Harbour, Fla. 

A Chrysler Corp. division soon 
will announce an unprecedented 
mass dealer convention and drive-| 
away for late September in Detroit. 

As for the UAW, the '59 program 
stepup coupled with the crisis in 
Lebanon was viewed last week as 
the “break” the union was waiting 
for since it allowed its Big Three 
contracts to lapse June 1. 

Brightening prospects for a | 
better selling year on °59 cars | 
may induce the auto builders to 
grant the union more concessions 
than it might have otherwise, | 


Discount Offer | 
Tied to Strike by 
Seattle Dealer 


SEATTLE.—John D. Riach, pres- | 
ident of Riach Oldsmobile and| 
Riach Rambler, used a 9-by-14-inch | 
newspaper advertisement to talk 
about the salesmen’s strike which 
has been in progress since Apr. 1 
and to offer “substantial price con- 
cessions” on news cars. 


“When the strike will end, nobody 
can foresee,” Riach said. “Mean- 
while, we have kept our doors open, 
feeling we had an obligation to our 
customers, Our executives have 
tried to maintain some standard of 
service to those of you who have 
visited our showrooms. 


“We realize the service hasn’t 
been up to our standards. We 
realize, too, that every car we have 
a has been bought, not 
so 


Riach continued, “Because we 
can’t give our usual standard of 
service and because we have word 
that new 1959 models will be re- 
leased earlier this year than ever 
before, we are making substantial 
price concessions on cars sold right 
now . 


“When you visit our showrooms, 
you probably will have to wait to 
be served. It will take a little 
longer to get your new car ready 
for delivery. If you can stand these 











quently was used-car manager for Howard| inconveniences, remember that the 


Automobile Co., former California Buick 
distributor, for 1s years. He operated the 
Tom Lawson Buick dealership in Watson- 
ville from 1943 to 1953, when he retired 
and turned the dealership over to his Gsee 
sons. 

. * * 


Walter A. Stillwell 


GLENDALE, Calif.—Walter A. Stillwell, 
59, a retired auto dealer, died here July 10. 
Mr. Stillwell became a Paige-Jewett dealer 
in Santa Monica shortly after World War 
I, later handling Dodge-Plymouth, He was 
subsequently a Buick dealer in Highland 
aot , ons an Oldsmobile dealer. He retired 


huge discounts are our way of 
compensating you for them.” 


CIT Building Cited 
NEW YORKE.—CIT Financial 
Corp. announced that its building 
at 650 Madison Ave. has been 
cited by the Architectural Awards 
Committee of the Fifth Avenue 
Assn. as the best new building 
erected on Madison Ave. during 
1956 and 1957. 
‘ 


union officials said. Thus, of 
course, a strike would be avoided. 
Hopes abided that the final con- 
tract settlement will emphasize 
pension and unemployment fund 
payouts, thus minimizing the in- 


flationary impact on the economy. | 


The steel industry’s delay in post- 
ing price increases, despite the 
recent wage boosts, added to the 
pressure on the UAW for anti- 
inflationary settlements. 

The UAW’s waiting game was not 
interferring with '59-model startup 
plans. Buick has set an Aug. 18 


target date for resuming assemblies, | 


with Chrysler Corp. divisions fol- 
lowing shortly thereafter. Oldsmo- 
bile and Pontiac tentatively plan 
to launch their '59 builds Labor 
Day week. 

In Toledo, the Chevrolet auto- 
matic transmission plant resumed 
full production for ’59 models last 
Monday and the Libbey-Owens- 
Ford glass plant prepared to re- 


| open (today) preparatory to enter- 


ing the '59-car program. 
* * oe 

HE estimated 86,101 units pro- 

duced last week marked what 
probably will be the last 80,000- 
plus week of '58 model production. 
Dodge, Chrysler and Imperial close 
for changeovers this week. Olds- 
mobile and Pontiac home plants 


|and the seven Buick-Oldsmobile- 


Pontiac branch plants will build 
out on ’58s at the end of the month. 

Last week’s three-week high for 
car assemblies resulted from cor- 


| porate output gains at all plants 


except American Motors, which 
held to the previous week's level 
of 4,155 assemblies. 

Last week's output compared 
with 73,062 assemblies the previous 








week and 117,205 units during the 
corresponding week of 1957. 

Except for Buick and DeSoto’s 
Detroit assembly units, which are 
already down for changeovers to 
59 models, Ford division plants 
in San Jose, Calif., and Chester, 
Pa., were the only car-assembly 
units idle the entire week last 
week. 

Working four-day schedules were 
Buick-Oldsmobile-Pontiac in Arling- 
ton, Tex., Atlanta and Kansas City; 
Chevrolet car assembly in Atlanta, 
and Ford division’s Norfolk (Va.) 
and Twin Cities (Minn.) units. 
Ford’s Chicago plant worked three 
days. 

The Lincoln-Thunderbird plant at 
Wixom, Mich., was the only plant 
in the U. S. working six days last 


week. 
ae a + 


Construction on Schedule 


For New Chrysler Plant 


ST. LOUIS.—The peak period of 
construction activity now is being 


|reached at Chrysler Corp.’s new 


multi-million-dollar Valley Park 
auto assembly plant, 20 miles south- 
west of here, with approximately 
1,000 contractor employes at work 
at the plant site. 


More than 80 percent of the 
structural steel framework for the 
huge 35-acre assembly plant has 
been erected, and completion of 
this major phase of the building 
project was expected this month. 

The overall project is on schedule 
despite inclement weather that has 
resulted in about three weeks of 
lost time since the breaking of 
ground last December, Chrysler 
officials said. Completion of con- 
struction is scheduled for the end 
of this year. 


The new plant will build Plym- 
ouths to supply the company’s 
southern and southwestern market 
areas, which include some 1,400 
dealers. Pilot production for '60 
model Plymouth is planned for mid- 
1959. Employment of upwards of 
3,500 persons is expected when the 
plant is in full production. 
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HELP WANTED 


OPPORTUNITY with Automobile Manu- 
facturer for aggressive district and 
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Two 





regional field representatives for midwest. | 


west coast, 
coast areas sales force. Also service di- 
vision vacancies 


Factory training an advantage. Send 
resume stating experience, present sal- 
ary, region. Write Box 8371, c/o Auto- 
motive News, Detroit 26. 


OPENING FOR MANAGER U-DRIVE 
CAR LEASING operation. $800 per 
month salary, one month paid vacation 
yearly. Must put up $10,000 cash bond. 
Contact Lincoln C. Leitch, De-Vur Hotel, 
Detroit, between July 20th-July 3ist, or 
write Lincoln C. Leitch, Lincoln U-Drive, 
Anchorage, Alaska. 





LARGE, WELL ESTABLISHED MIL- 
WAUKEE DEALER selling Ramblers, 
currently in 3rd place in sales in city, 
desires a sales manager of proven ability. 
Must be a good organizer, able to hire, 
train and manage sales personnel. Vol- 
ume at present 400 new cars, potential 
is at least double per year. This is an 
excellent opportunity for the right man. 
Send full particulars in first letter; age, 
education, experience, references and 
financial arrangement desired. All replies 
held strictly confidential. Write Box 8402, 
c/o Automotive News, Detroit 26. 


OPPORTUNITY — Automobile Distributing 


Organizations’ expanding. Openings: 
Dealer Sales Representatives: Must be 
qualified to travel and establish dealer- 
ships. Dealer Service Representatives: 
Must be qualified to handle owner rela- 
tions problems and factory warranty. 
Inquiries—Travel Oklahoma, Texas, Ten- 
nessee, Mississippi, Louisiana and Ar- 
kansas. Write: untree Enterprises, 
3215 Southern Avenue, Shreveport, 
Louisiana. 


BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 
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SERVICE MANAGER—GM experience, 
college man. Experienced in all phases 
service operation, desires permanent po- 
sition Southern California or immediate 
area. 918 No. Vista, Hollywood 46, Calif. 


OFFICE MANAGER—Have had 20 years’ 
experience with General Motors dealer 
selling as high as 750 new cars a year, 
as office, credit manager and accountant. 
Capable of taking charge of entire office. 
Prefer to locate in southwest. Box 8400, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, fifteen years, expert 
employe and customer relations, I.H. and 
GM. Resident of Florida, will relocate in 
this state. Write: N. A. Johnson, Rte. 3, 
Box 648B, Lakeland, Florida. 


LEASING MANAGER, age 34, married. 
Heavy automotive and leasing manage- 
ment experience. Liquidating own busi- 
ness for good reason, Will organize and 
take complete responsibility your leasing 
operation. Prefer multiple point chain or 
large single point. Gradual ‘‘buy-in’’ 
desirable. Top references. Box 8387, c/o 
Automotive News, Detroit 26. 

GENERAL-SALES MANAGER—35, mar- 
ried, two children, college degree in 
accounting. Have managerial experience 
in all departments of small Chevrolet 
dealership, including parts, service, ac- 
counting. Specialist in trucks and cus- 
tomer relations. Interested in dea! offer- 











ing eventual buy-in arrangement. Prefer 
Chevrolet or Chevrolet dual in south or 
southwest town of 30,000 or less. Excel- 
lent references. Factory approval as- 
sured. Box 8388, c/o Automotive News, 
Detroit 26, 


GENERAL MANAGER OR SALES MAN- 


AGER, experienced in handling all phases 
of dealership management. Ability to 
train, organize and maintain a hard- 
hitting sales force. Can furnish excellent 
factory (GM & Ford) and dealer ref- 
erences, also bank reference. Box 8389, 
c/o Automotive News, Detroit 26. 
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POSITION WANTED 


GENERAL OR SALES MANAGER—Ag- 
gressive sales producer with know-how 
of all phases of management. Accustomed 
to develop, train and lead sales organi- 
gation, also aid in closing deals profit- 






oto’s 
Ll are 














'S to ably. Cost conscious former controller 
ants of large multi-branch volume dealer; 
just separated as general manager of 
ster, Dodge-Plymouth-Truck 200 unit dealer- 
nbly ship because financial interest was sold 
to associates. Seeking challenge to make 
last gome money. Successful business back- 
ground — member civic clubs, married, 
own home, age 48. Modest interim in- 
were come requirements. Will relocate. Box 
rlin 8390, c/o Automotive News, Detroit 26. 
Cites GENERAL MOTORS experienced office 
y; manager and accountant, 36 years in 
janta, automobile business as dealer, salesman, 
(Va.) parts and service manager and ac- 
sa. countant, Thoroughly experienced in all 
units, phases of retail operation, including 
three gsaies, accounting, management, whole- 
sale and retail financing, parts and 
service operation. Married, two grown 
nt at children. Presently happily employed, but 
plant desirous of making Florida or southwest 
] connection. Full details, personal and 
} last credit references to anyone interested. 
Box 8391, c/o Automotive News, De- 
troit 26. 
i SERVICE MANAGER—Twelve years’ auto- 
tte motive experience. Presently employed as 
service manager for the south’s largest 
it Ford dealer. Proven ability in customer 
d and factory relations. Increased service 
d of labor sales $48,000 in 1957 over 1956. 
veing Complete resume upon request. Available 
new August ist. Will relocate. John Winkler, 
Park 3546 Fairfield, Baton Rouge, Louisiana. | 
7OP-FLIGHT MANAGER available for} 
uth- progressive automobile dealer. General | 
ately manager with exceptional ‘‘Big 3’’ rec- | 
work ord seeks connection with high volume, 
quality operation. Outstanding results| 
new and used car sales, service absorp- | 
the tion, operation control, sales training. | 
; Strong closer, AAA-1 references. An out- 
the standing man looking for an outstanding | 
has opportunity to do an outstanding job. | 
n of Buy-in or buy-out possibilities of inter- 
. est. Box 8381, c/o Automotive News, 
ding Detroit 26. 
nth. —— 
dule DEALERSHIPS AVAILABLE 
has SOUTHEAST FLORIDA—major metropoli- 
tan city dealership handling General) 
s of Motors. Buy only parts, furniture, equip- 
i of ment and lease on modern plant with 
ysler facilities for volume operation. Furnish 
bank or finance company reference. Box 
con- 8240, c/o Automotive News, Detroit 26. 
end 
lym- Dealership Handling 
ny s 
rest BUICK 
1,400 
2 IN NORTH TEXAS 
mid- 
J In city of approximately 125,000, 325 
e 


excellent ports 


to 350 car potential, 
and service operations. Building avail- 
able. 
ceased. 


Reason for sale: Owner is de- 


Box 8386, </o Automotive News, 
Detroit 26, Mich. 





GOLIATH TRUCK DEALERSHIPS, Okla- 
homa, Louisiana, Mississippi, Arkansas 
and Texas. Add these popular, competi- 
tively priced trucks to your present line. 
The ideal trucks for local delivery use. 
Built for quality in Germany. Inquiries 


invited. Distributor: Rountree Enter- 
prises, 3215 Southern Avenue, Shreve- 
port, Louisiana. 

ON GOLD COAST OF SOUTH FLORIDA. 
Franchise handling ‘Big Three’ and 
foreign car. Ten service stalls, large 
showroom and used car lot. Minimum 


Parts inventory. Lease building. All re- 
plies confidential. P. O. Box 1642, West 
Palm Beach, Florida 





GENERAL MOTORS FRANCHISE in 


500 TO 750 FORD OR CHEVROLET deal 





| Do you have an automotive product that 


AUTOMOTIVE NEWS, JULY 21, 1958 


DEALERSHIPS AVAILABLE BUSINESS OPPORTUNITIES 


FLORIDA DEALERSHIP handling Buick,| OLDS DEALER, NEW YORK Metropolitan 
Opel and Rambler, Fast growing, stable area, seeks qualified auto man for part- 
area, High per capita income, excellent nership, Excellent opportunity. Invest 
facilities, Will lease or sell, No used about $50,000. No blue sky. Box 8394, 
cars to buy—Approval of factories and c/o Automotive News, Detroit 26, 


cash required. Box 8398, c/o Automotive | — @ — ——@ ——————__ 
AUTOMOTIVE (AND HARDWARE) DE- 


a PARTMENT flable in | 

; a availa in large, ageres- 
BIG PAYOFF, LITTLE INVESTMENT 

‘As an auto dealer you’re ready to make| ‘ive, multi-department operation near 
money selling Alma trailers, Fast grow-| Cincinnati, offering a strong newspaper, 
ing market for this popular-priced line. radio and TV advertising program. You 
Simplified service, sales aids, factory on associate yourself with an operation 
check-out for salesmen, See page 40 this} ‘hat enjoys excellent acceptance in a 
issue for Alma offer. tri-state area, with fine parking and 
transportation facilities, Please give us 
DEALERSHIP WANTED full particulars about yourself and your 


present business activity. Box 8395, c/o 
CASH FOR CHEVROLET DEALERSHIP Automotive News, Detroit 26. 
in city over 50,000 population. No real 
estate, Consider any area. Ample expe- 
rience, factory approval assured. Can act 
at once. Send details in confidence. Box 
8379, c/o Automotive News, Detroit 26. 





DEALER SERVICES 





“DESIGN 
FOR SELLING” 


All in one package, we offer new car 
dealers a Salesman's Manual, a Pros- 
pecting System and a Follow-Up Plan 
complete in a single briefcase. De- 
specifically for rapid training 
Write in on your 


northern New Jersey. Cash and factory 
approval assured, Confidential, Box 8392, 
c/o Automotive News, Detroit 26. 


located in southeastern states, Florida or 
west coast area. Have factory approval 
and cash. Box 8393, c/o Automotive 
News, Detroit 26. 


signed 
of new salesmen. 
letterhead requesting details and quo- 
tations for the number needed. 


FOREIGN CAR 
DISTRIBUTORSHIP WANTED 


Experienced, seasoned automotive 
group with excess of a million dollars 


net worth would like extensive Foreign 
Car Distributorship. 
Box 8396, c/o Automotive News, 
Detroit 26. 


Automotive Enterprises 
Jaikins Building Birmingham, Mich. 








NEW LINES WANTED 








MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title cor out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates 
Take immediate delivery. 
We specialize in such transactions on a sim-| 


plified, no trouble, without recourse basis for 
officers and first three grades enlisted per-| 


NEW PRODUCT PROMOTION 


By wholesale merchandising outlets through- 
out the country. 


needs National distribution? Send full descrip- 
tion and details of your item to: 


1. J. WRIGHT 








Station 
"| cars. 


721 Green Bay Road, Wilmette, Illinois sonnel. 
Letters will be treated confidentially. Acceptance C 
‘orp. 
502 sit Troge Bids. P. O. Box 2166 | 
ilvia San Antonio, Texas 





Berkeley 4, Calif. 

THornwall | 3-7423 

“Worldwide for Military 
Personnel” 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 

- BUSINESS OPPORTUNITIES 


SUBDIVISION FOR SALE: Large lot in- 











© © TWO ESSENTIAL SERVICES © @ 
INVENTORY SERVICE 


cluding lake frontage and second row Parts, accessories and similar goods. 
property. 40 miles from Detroit near APPRAISAL SERVICE 
main highway. For further details con- Furniture, equipment, machinery and tool 
tact Box 8399, c/o Automotive News, : - 
Detroit 26. For Buy/Sell 

Annval Fiscal s 

Tex, Banking and insurance 





@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-4445 


DISTRIBUTOR WANTED 
FOR MINNESOTA 
NORTH DAKOTA AND 
SOUTH DAKOTA 


Tired of the passenger-car business? Nation- 
ally known manufacturer of funeral coaches 
and ambulances has excellent opportunity for 
established dealer with successful sales team. 
Acknowledged leader in its field, with high- 
est quality product. Permanent market, with 
highly profitable sales future for the right 
organization. Supply complete information in 
reply to Box 8397, c/o Automotive News, 
Detroit 26. Michigan. 





c ARS FOR SALE 








DO YOU WANT 


PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 








DEALERSHIPS AVAILABLE _ 
Pea ee ee ee eee ee 





Volkswagen Operation 
i Get In On The Ground Floor! i All Cars Selected, Serviced, Cleaned 
pertly ey to 
i i Ah LB. K for Detells. 
t i ncorp, 
Lyadherst, New Jersey 
nce, Phone: GEneva 8-7070 
ases 4 4 or Call N.Y.C. Lines: Wisconsin 7-8221 
nee (Bank References Furnished 
see i i Know Your Supplier) 
ars’ Also Te een Station Wagons, 
aler "Seer bel i iat Corps” “ys 
ear. 4 for the revolutionary, most-for-the-money ' “et oe 
fice. 
ae i 
aa # og i FOR DIRECT SHIPMENT FROM GERMANY 
=a to MERCEDES 
y a J ¢ all models, wed & oow, fully equipped. 
» & ntact: 
saad WORLD PROVEN SINCE 1898 @ FIRST TIME IN U.S. 6. M. TER-MINASSIAN 
_ ; Prices start at $1688 for a fully equipped 4-door Sedan— é HAMBURG, GERMANY , 
and the magic price range that draws most customers ... and what a Autemebiio Exporter [oe counties. 
ae i you're selling is traditional German economy, safety, comfort, 
in” i performance and beauty. Delivering 40 MPG and 80 MPH... ‘ 
| large (164 inches long), and heavy enough (2,221 Ibs.) for com- 
_ i plete comfort, the Wartburg comes in 7 models loaded with fea- t 
nce tures ... 2- and 4-Door Station Wagons, Sedans, Convertibles, 
= 4 Hardtops, Sunroofs ... and only 7 working parts in the engine, ft T A X C A B s 
_ set new standards of durability and economical maintenance. * ( 500) * 
=: If i 
“or WRITE TODAY FOR DETAILS OF, cc a) 
nel- 
as i A PROFIT-PACKED, EXCLUSIVE DISTRIBUTORSHIP 4 
| I OR FRANCHISE! i PLYMOUTHS —" 
aN = Available for Delivery 
ses 
i | WARTBURG of AMERICA, Inc. Bf veseme (rice wri 
- Ask for Mr. L. Fisher 
«| | 5403 18th AVENUE, BROOKLYN 4,N.Y. BE 6-9010 [ll/| parx store CHEVROLET. INC. 
89, 343 Fourth Ave., Brooklyn, N. Y. 
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THUN convertible top. 
| Beach Auto Service, 1410 Legare &t., 
Columbia, South Carolina. 


Shipped by the | 
World's Largest "independent 
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| 
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CARS FOR SALE 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, "58 
Completely Americanized 


Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 
ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


30-15 35th Avenve 
Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMPIRE 1-0600 


We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, etc., either di- 
rectly from U.S.A, or through our German 
organization: 
Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 


AMBULANCES FOR SALE—1955 Cadillac 
Flower 
Car, also 1951 and 1953 Cadillac Flower 
cars, 1952 Cadillac eight passenger sedan, 
8384, 


Meteor ambulance, 1956 Cadillac 


$950. For 
c/o Automotive News, 
1936 BUICK, one owner, 
tion. Blackford, Charleston, 


information write Box 
Detroit 26. 





Illinois. 








near mint condi- 


Distressed Merchandise 


For Sale 
NEW GOLIATHS 


wagons 
Below dealer cost—All 
Selling reason: As of June 2, 
selling dealers in town. 
Coll or Write 


A B C MOTORS, INC. 


DeSoto Dealer 


550 W. Douglas, Wichita, Kansas 
Phone: HO 4-239 





CARS WANTED 


SEVEN PASSENGER CADILLAC 
sines. Ridgway-Baker, Belmont 
2836 N. E. Sandy, Portland 12, Ore. 








Foreign Car Dealers!! 


NEW AND USED 
Don't sacrifice your foreign car 


west. No stoc 
us to handle. Write or call: 
JAN ROSS MOTOR CO. 
import Division, 380 E. Broad St. 
Columbus, Ohio. CApitol 8-4514. 





LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, 


SHerwood 2-4488. 


PARTS WANTED 


ond 2-door passenger 
serviced. 
1958, three! 


limou- 
4-6611. 


inventories 
—Call the largest import dealer in the mid- 
too small or too large for 


New Jersey. | 


FOR SALE—TWO-POST 





DERBIRD, 1957, 





_ PARTS FOR SALE 








FOR SALE 


All Mo-Par Parts in Stock 
1937-52 for Cars, Trucks 
25% to 50% below our cost 
(Alse have new body for '. ton pickup) 


aa J. LANAHAN, INC. 
5S. Michigan 


2501 Ave. Chicago 








_TRUC KS FOR SALE 


AUTO HAULAWAY FOR SALE—’5S6 Ford 
F6 tractor and mechanical trailer. Good 
condition—Price $1,850. Also Whitehead | 

newly painted. Price 

$800. Contact Joe Sone Auto Sales, 18018 

Detroit 3, Mich. TOwn- 


and Kales trailer, 


Woodward Ave., 
send 5-5700. 


' 


16, mM. 








55 





SCHOOL BUSES WANTED 





NEED 54 OR 60 PASSENGER SCHOOL 


BUS, 1952 up. Bus must be clean and 
in good condition. Write or wire Box 
8385, c/o Automotive News, Detroit 26. 





SCHOOL BUSES WANTED—one or twenty, 


1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8380, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 





WANTED: Used air compressors and shop 


machinery, any condition. For sale: Hi 
Gloss baking enamel, all colors, $3.00 
per gal. Davenport, Box 152, Louisiana 
18, Kentucky. 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fro. Fectory Net) 


.85 Fed. Tax inciuded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 


Canedien Distribytors 


FIVE WHEELS, LTD. 


St. 
cae 





FACTORY BUILT DODGE AND PLYM- 


OUTH used car signs, four years old, 
easily converted. Original cost over $3,- 
500—<delivered up to 500 miles for §600. 
Box 8401, c/o Automotive News, De- 
troit 26. 





ELEVATOR, ca- 
pacity 4,500 Ibs., Globe Hoist Co.; plat- 
form: 18 feet long by 8 feet wide, lifts 
4% feet. Original cost $5,000, but will 
sell dirt cheap. Only used for one year. 
Iron City Distributing, 255 E. Fayette 
St., Uniontown, Pennsylvania. 


The “ORIGINAL YELLOW" 


Automatic BrakinG 


Is the ONLY—TOW BAR—TODAY 
IVERSAL 
WITH THE UNIVERS $5] 45 


“WRIST ACTION" 
Incidg. BRAKE HOOK-UP 
TowKinG 4.20%, °45° 
TRAIL-KING $37.50 
Fast Pickup 

sit foreign Fits 2" Ball 


American Cars 


ea acoe 


| Tow Bar Sales Co. 


Exclusive Factory Distribyvtors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Chic 6, il. 





— ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Car Dealer [] 
Jobber [] 


Make of Car... 


Insurance [] 


ee 
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TRADE CONNECTION: 
Truck Dealer [] 
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Manufacturer [] 


Financial [] Supplier [] 
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... your ride is cooler because of 


COTTON-CUSHIONED SEATS 


When the summer sun bakes the countryside . . . and 
the road ahead shimmers in the heat waves, that’s 
when you can be really thankful for your automobile’s 
cotton-cushioned seats. Better than any other material, 
cotton readily absorbs excess heat and breathes it into 
the air in a constant ventilating action. Cotton cushion- 
ing gives you firm and resilient support, yielding gently 
to body pressure without sag or bounce. These and 
cotton’s many other desirable qualities make it the 
reliable standard in automobile upholstery. Combined 
with scientific seat design, it provides the ultimate in 
automotive seating luxury. All of today’s cars use cot- 
ton cushioning to keep you cooler on hot days, more 
Cutaway drawing shows how layers of cotton cushioning comfortable every day. 


are used in automobile seat construction. Seat backs,arm = NATIONAL COTTON BATTING INSTITUTE AND 
rests are similarly fashioned for driving comfort. NATIONAL COTTON COUNCIL, MEMPHIS, TENN. 


” * 


Selling millions of car buyers on €Offom-cushioned seats 


The above advertisement, currently appearing in Newsweek magazine, salutes the automotive 


industry’s unanimous choice of cotton for car seat cushioning. The dominant fiber in auto 
manufacturing, cotton contributes to comfort and appearance through its use in seat padding, 
sidewalls, headlining, foundation sheeting and upholstery material. 


NATIONAL COTTON BATTING INSTITUTE AND NATIONAL COTTON COUNCIL, MEMPHIS, TENN 





